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and Glass 
Cutters 


Sales are Increasing 


for simple reasons 


When sales of a certain brand of 
tools steadily increase year after year 
there is definite evidence that a con- 
stantly increasing number of buyers 
have a preference for that particular 


brand. 

To achieve this preference the 
tools themselves must compete against 
quality tools of other brands and must 
be outstanding in quality and perform- 
ance. 


FLETCHER Wood Scraper and 
Glass Cutter sales are climbing con- 
stantly to new "highs''. Many dealers 
are switching to FLETCHER because 
their customers constantly ask for them 
and we frequently receive letters to 
this effect. Are your customers of- 
fered the opportunity to choose the 
FLETCHER brand when making pur- 
chases in your store? 

Your jobber can supply these tools 
and also the improved FLETCHER 
Automatic Glass Cutting Machine. 
This is not only an upright support for 
the glass while it is being cut, but it 
actually cuts the glass. The pressure 
on the glass cutting wheel is uniform 
and constant. A squere cut is guar- 
anteed and measurements are accu- 
rate. The operations are definitely 
simple and quickly performed. Be sure 
to investigate this profit-making equip- 
ment for your store. 


FLETCHER 
THE FLETCHER-TERRY COMPANY 


511 SOUTH STREET <= * FORESTVILLE, CONNECTICUT meee 
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“Even kids know that 
YALE means a better lock!” 


SS 


“You've all probably had kids in your store, determined to get 
the very best lock for their bike, clubhouse or whatever, 

that their handful of change would buy. Well, the thing that 
interests me is the great number of these kids that insist on 
YALE locks. I think it proves that when a company’s products 


are really good everybody hears about it.” 
MR. L. J. SHARP, Sharp Hardware, Dallas, Texas 


.. that’s why this YALE 
Ziplock is such a 
steady profit item 


ZIPLOCK — that’s a word you hear 

wherever boys ride bikes. Even 

young fellows know that a YALE 

lock gives them more security for 

‘ the money. They all go for the 

snappy red finish and the easy way this lock “zips to 

fit” on their bicycles, duffel bags and camping equip- 

ment. Ziplocks sell—you can enjoy a steady, profitable 

volume of sales simply by keeping them well displayed 

and by making timely use of suggestion selling! For 

complete information write to us today, Dept. S-105, 

The Yale & Towne Manufacturing Co., Stamford, 
Conn. (in Canada, St. Catharines, Ontario). 


YALE & TOWNE 


Yale is a registered trade mark 
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make good chain customers 


Dog chains are “in season” the year’round. Every owner of a dog is responsive to 
your suggestion that he buy a chain for it. @ Your AMERICAN CHAIN distributor offers 
you just about every kind of dog chain there is, made of good strong Tenso or Elwel 
twist link welded chain. @ Agood assortment of dog chains, well displayed in your store, 
can be a good source of year-round profit. 


a 


AMERICAN CHAIN DIVISION makes all types of electric welded 
and fire welded chain; all types of weldless chain made of 
formed wire or stampings; a complete line of chain fittings, 
attachments and assemblies, repair links, cotter pins, hooks. 


Ask your AMERICAN CHAIN 
Distributor about Dog Chain 
Assortments ...also the popular 
ACCO-PAK and SALESMAKER 


¢o York, Pa., Atlanta, Chicago, Denver, Detroii, Los Angeles, New York, 
é Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments 





Dealers Protest Rules 
Of Price Control Order 


When historians look back upon our current 
efforts to combat inflation, they will unquestion- 
ably give OPS credit for having created one of the 
most outstanding cases of bureaucratic snafu* 
which this nation has ever seen. It is doubtful if 
a deliberate effort could have achieved more con- 
fusion or posed more difficult obstacles for the 
average small retailer than has been accomplished, 
apparently without effort, by CPR 7. 

The physical problems involved in compiling the 
price charts are simply beyond the capabilities of 
the average hardware dealer in anything under 
six months; yet OPS allowed him only three weeks 
from the time the order was issued. 

Apparently the hardware. trade is not the only 
group finding it impossible to make up the charts 
in the allotted time. In New York City, for ex- 
ample, only some 20 pct of the city’s retailers had 
filed the price charts by the original deadline of 
April 30. 

OPS cannot plead ignorance in this case. As 
early as April 5, in a telegram to OPS, HARDWARE 
AGE warned of the need for simplifying reports 
and extending the deadline. Other retail groups 
followed with similar action. Some state hard- 
ware associations have been very active in bring- 
ing the plight of the hardware dealer to the at- 
tention of OPS. 

We understand that the deadline for filing price 


charts may be extended, but no changes in the: 


regulation itself are contemplated. (Note—As we 
were going to press we learned that the deadline 
has been extended. See page 124.) 

This attitude by OPS is most unfortunate, and 
since they refuse to take a realistic and reason- 
able attitude toward this very serious problem, 
then it is up to each individual hardware dealer 
to press his case before his own representative 
in Washington . . . his congressmen. 

Some hardware dealers have already taken this 
action, as for example the instance reported in 
this issue’s Price and Priority Digest on page 124. 
More dealers should let their congressmen know 


*Any Navy man will give you a literal translation; our 
translation of this war-time expression is “Situation Normal, 
All Fouled Up.” 
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of the onerous and unnecessary task imposed on 
small hardware dealers by amendment No. 2 to 
CPR 7. If enough dealers register such a pro- 
test it is a reasonable assumption that something 
will be done. 

While we feel very strongly about the unfair- 
ness of the present OPS regulation, the fact re- 
mains that it is part of the law of the nation. 
Further, even if the present regulation is modi- 
fied, some form of a report will be required. So 
why not start now assembling your cost and sell- 
ing prices for the base period as an indication 
of good faith. 

For those dealers who may find it possible to 
compile the price charts, we are publishing in this 
issue, beginning on page 78, a detailed description 
of how these charts are put togetier. 





Good Display and Brand 
Names Make Sales 


And speaking of promotions, we’d like to pass 
along the comments of a large merchandiser . . . 


Gimbels of New York . . . who recently said, 
“Goods well displayed are half sold. We proved 
this shortly after the completion of our new street 
floor, when our sales ran well ahead of the aver- 
age for the city. We feel that the redesigning 
of our displays and concentration on brand names 
in our advertising was responsible, to a great 
extent, for the increased sales.” 

And to top off this faith in national brand 
names, Gimbels put in a display in which, for the 
first time in its history, all of its 63 windows were 
given over to brand merchandise. 

These comments should be very interesting to 
hardware dealers, for they can, on a smaller scale, 
employ the same tactics . .. build a good display 
of brand name products, and stress the brand 
names in advertising. 

We don’t own any stock in Gimbels and, as a 
matter of fact, we don’t especially like the store, 
but we do think they know how to merchandise. 
This brings us around to another remark Gimbels’ 
boss man made recently which strikes us as driving 
home a point which many of us are prone to over- 
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look these days. He said that in America we 
don’t really have a “capitalistic system.” Rather, 
we have what is really a “customer system.” 

In these days of confusion and disillusionment, 
it is especially important that we all remember 
that we have a “customer system,” particularly 
must your salespeople keep this in mind. 





It Still Takes Sales 
To Pay the Rent 


Dealers must not permit the excitement over 
price controls to cause them to forget that they 
must still pay the rent and meet other bills. And 
while current sales are far from slow, they are 
rot, in many cases, high enough to enable dealers 
to follow the financial practices which experience 
has shown to be wise and necessary. Too many 
dealers, for example, are not discounting bills as 
extensively as they must to maintain their profit 
margin. 

Now is a good time to stop buying for a while 
and concentrate on selling. A larger-than-normal 
inventory is certainly desirable at this time, but 
there are practical limits to how far this inven- 
tory build-up can be carried. For many dealers 
that maximum has been reached and it’s time to 
put new emphasis on selling. 

With spring well under way in the northern 
sections, there are many opportunities for promo- 
tions. Start them rolling, now. 





Dont Drop the Engine 


Every now and then we run into a man who 
says, in effect, “Why should I spend money on 
promotions? Why should I spend money on adver- 
tising? Business is good, and I’m doing alright 
without advertising.” 


One of the best answers we have seen to that 
short-sighted viewpoint is one published recently 
in the Wisconsin state association bulletin edited 
by H. A. Lewis. This told of a well known chewing 
gum manufacturer who ran into an acquaintance 
while on a train. This acquaintance asked “Why 
do you continue to advertise? Everybody knows 
your gum. It is sold everywhere.” 

The gum manufacturer replied, “My friend, this 
train is going along quite nicely right now. Do 
you think we ought to take off the engine?” 

Don’t you be guilty of taking off the engine that 
can pull you to greater profits in the future. 





How One Wholesaler 
Helps His Dealers 


The confusion over price controls presents an 
unusual opportunity for wholesalers to aid dealers 
in better understanding how price rules work and 
what they must do. We know from personal obser- 
vation that many wholesalers are doing exactly 
that. Here is another example of real constructive 
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thinking, contained in a letter written us by a 
wholesaler’s salesman. 

His letter says, “I feel that my job as a whole- 
saler’s salesman not only entails selling to the 
dealer, but in also helping the dealer as much as 
possible in the better management of his store. 
This I have tried to do by helping my dealers 
better understand the price contro] set-up. My best 
tool for this task is HARDWARE AGE. I have clipped 
pages out of the last three issues dealing with 
price controls and I carry them in my catalog. I 
make it a point of asking each dealer if he is clear 
on these orders. If he is not, I go over it with him, 
using my copies of HARDWARE AGE. My dealers 
appreciate this and I think we are all now a little 
better informed, thanks once again to HARDWARE 
AGE.” 

We have not met this salesman, but we’re will- 
ing to bet that with this attitude of helpfulness, 
he is going to be welcomed by dealers and will not 
have to complain about the time he has to waste 
waiting for dealers to see him. 





Do You Do This in 
Your Mailings? 


Some dealers apparently feel that if one envelope 
stuffer is good, then six must be six times better. 
But it doesn’t work out that way. One of our local 
hardware stores makes it a point to regularly stuff 
a half dozen unrelated folders in with the monthly 
statement. 

When the envelope is opened, the circulars 
tumble out, very frequently completely concealing 
the bill, Our household is quite normal in its -re- 
action to direct mail advertising and certainly no 
effort is made to wade through this mass of litera- 
ture. And occasionally the bill gets discarded with 
the literature, causing no little misunderstanding. 

On the other hand, our garage encloses one care- 
fully selected circular with the monthly bill. This 
circular is usually of a seasonal nature and quite 
frequently gets careful reading. 

With the wide assortment of first grade mate- 
rial available for envelope enclosures, it would well 
repay you to select your stuffers carefully and 
limit your enclosures to one mailing. 

Another irritating and self-defeating habit in 
direct mail pieces is the habit of sending out a 
folder that is folded three times and sealed with 
a staple. A little thought should show that using 
a staple on this type of a mailing piece drives the 
staple through the center of the piece and in open- 
ing it a gaping hole is left in the center where the 
staple pulls out. Try it yourself. 

The only way this hole could be avoided would 
be for the houseowner to get a nail file, or scissor, 
or knife, and carefully pry open the legs of the 
staple and withdraw it whole. 

Do you think many of your prospects are going 
to go to all that trouble, especially when your mail- 
ing piece is only one of a half dozen that arrive in 
every mail? 

A good way to check up on your direct mail is 
to make a practice of sending a sample of each 
mailing to your own home and observing how it is 
handled there. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Margin Price Control to Spread 
to Major Appliances, Firearms 


Price controls continue to mushroom, both in num- 
ber and extent, in the face of congressional threats 
to tighten up the whole field of price-wage-materials 
controls before extending them beyond June 30. 

In the retail field, OPS is going ahead with plans to 
add a sizeable list of products to the regulation 
(CPR 7) governing mark-ups on a long list of con- 
sumer goods. Stoves, refrigerators, and other major 
appliances are slated for this type of marginal control 
within a very short time. Firearms, camping equip- 
ment, and all types of photographic apparatus are 
similarly headed for inclusion under CPR 7. 

There is still no word about price controls on the 
wholesale level, other than that such orders are in the 
drafting stage and their issuance is at least several 
weeks off. It appears to be the intention to proceed 
first with manufacturers’ ceilings. 

At the manufacturing level, the government acted 
recently to relieve the price squeeze in which many 
retailers find themselves. Economic Stabilizer Eric 
Johnston issued a tough price control policy intended 
to make manufacturers absorb cost increases out of 
profits instead of passing them on to the retailer and 
the public. 

Under this policy, industries are forbidden to raise 
prices if they are making 85 pct or more of their aver- 
age profit for the three best years from 1946 through 
1949. 

In another new regulation (CPR 22) aimed at con- 
trolling prices at the producing level, OPS forbids 
manufacturers to raise any prices without giving 15 
days’ notice.to the government. During this interim 
period, OPS will decide whether or not the proposed 
increase is warranted. 

Although some increases will be permitted under 
this regulation, the general effect will be to roll back 
a great many prices at the manufacturing level, ac- 
cording to Price Administrator Michael V. DiSalle. 


OUTLOOK—Future of price, wage, and mate- 
rials controls is now being threshed out on 
Capitol Hill. Before Congress votes any ex- 
tention of these powers, it will take a close 
look at the whole defense-production program, 
weighing benefits against adverse effects. 
Senator Burnet R. Maybank (South Carolina 
Democrat), chairman of the Defense Produc- 
tion Committee, is paying close attention to 
comments from consumers, as well as from 


manufacturers, wholesalers, and_ retailers. 
Extension of the program for one year seems 
assured, but only after the law has been 
amended, to remove some of the inequities 
and hardships which burden the trade as well 
as the public. 


Retail and Wholesale Trades 
Lose Draft Exempt Status 


Draft-exemption for the retail trades has been 
tossed out the window by the Department of Com- 
merce. 

Until recently, the government took the view that 
key personnel engaged in retailing were to be deferred 
from military service. However, the ever-increasing 
manpower demands of the Department of Defense 
have reduced the government’s list of “essential occu- 
pations” to a relative handful (25 categories) of draf*- 
free jobs. 

“Essential activities” now are limited to agricul- 
tural workers, shipbuilders, a number of metal and 
machinery workers, and medical specialists, for the 
most part. Wholesale and retail personnel, except those 
engaged in handling military supplies or related ware- 
housing, now are subject to draft calls as determined 
by local selective service boards. 


OUTLOOK — Draft situation generally will 
continue to tighten. The big “if,” of course, 
is the extent and duration of hostilities in 
Korea. End of active fighting would not nec- 

% essarily mean end of government defense pro- 
gram, but would mean sudden let-up in draft 
calls, particularly of “essential’’ and “semi- 
essential” employees. 


CMP Puts Civilian Goods Makers 


in Open Market; Outlook Good 


Just what actual effect the long-awaited CMP will 
have on stocks of goods for hardware store shelves is 
still unsettled. It may not be known for several months. 
The CMP goes into effect on July 1, but NPA officials 
admit that nearly three months—or the third quarter 
—will be needed to get going and operating smoothly. 

On paper, the CMP will set aside a percentage of the 
steel, copper and aluminum production for defense 


(Continued on page 123) 
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STANLEY 


HAMMERS 


Sell easier... 
make profits 


for you! 


More than 40 styles 
in a variety of sizes 
—for every striking need 


Perfectly balanced — light in the hand — 
Stanley Hammers are easy to work with... 
easy to sell. Look at these features — 


Special analysis steel heads are drop-forged 
and “‘super-heat-treated” for extra strength. 


Live, young hickory handles are ‘‘Evertite’’ 
processed and triple-wedged in tapered-eye 
socket for permanent tightness. 


Smooth, eye appealing, polished finish. 


Exclusive Stanley design puts full striking 
power into every swing . . . and the right 
balance for easy handling. 


Designed with all these fast-selling features, 
Stanley Hammers are the favorites wherever 
hammers are used. And whatever hammers 
your customers need, Stanley makes them all. 
Keep a good supply of Stanley Hammers on 
your tool rack where customers can swing 
them ... and sell themselves. Next time you 
call your jobber, order Stanley Hammers— 
it’s a good way to insure complete satisfaction 
for customers . . . repeat sales-profits for you. 


Stanley Tools 
New Britain, Connecticut 


THE TOOL BOX OF THE WORLD 


STANLEY 


Reg. U.S. Pot. Off. 





HARDWARE + TOOLS « ELECTRIC TOOLS 


STEEL STRAPPING «+ STEEL 
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> "100 PLUS” NAIL HAMMER 


The Aristocrat of hammers for those who want the best. 
Exclusive design— extra driving and pulling power. 
Curved claw and semi-ripping pattern. Available in 
13, 16 and 20 oz. sizes. 


? NO. 514%:—16 OZ. NAIL HAMMER 


All-purpose. Highly polished head with black neck. 
Curved claw— semi-ripping pattern. Available in 
5, 7, 10, 13, and 20 oz. sizes. 














> NO. 312—24 OZ. BALL PEIN-HAMMER 


Rounded pein for spreading rivets, etc. Available in 
13 sizes and in other styles with cross and straight pein. 





NO. 602 MAGNETIC UPHOLSTERERS’ 


Forged from the finest magnetic steel for long mag- 
netic life. 7 oz. size. 





LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 


Centrifugal Pump Line 


A new line of small centrifugal, 
all-rubber pumps is powered by 
electric motors of from 1/200 to 
1/35 hp., and will handle both cor- 
rosive and non-corrosive liquids, 
and weigh from 2 to 4 lb. The three 
types include two sizes each of en- 
closed and skeleton units, motor- 
driven, and belt-drive units. Over- 
all capacity range is from 504 gal. 
per hour at 2 ft. head to 78 gal. per 
hour at 10 ft. head. The new de- 
sign features a molded rubber 


volute, and a rubber impeller mold- 
ed to a stainless steel shaft, the 
only metal in contact with water 
pumped, mechanically connected di- 
rectly to the motor shaft. Dia- 
phragm and seal combination of 
molded rubber covers the metal- 
supporting member that joins the 
motor and pump structures. Gor- 
man-Rupp Co., Mansfield, Ohio. 


Fishing Bobber 


A new fishing bobber, called Rolla- 
flote, rolls up and down the line as 
it is manipulated, and is easily set 
for any desired depth without tying 
knots. The highly buoyant hollow 
plastic bobber is especially designed 
for still-fishing with bait-casting 


12 


equipment from boat or shore. It 
comes in a variety of colors and is 


— 
2 in. in diameter. Retail: $1.00. 
Helin Tackle Co., 3669 Meldrum, 
Detroit 7, Mich. 


Wallpaper Coating 

This durable resin Wallpaper 
Coating, for all wallpapers, is water, 
grease, grime and dirt resistant. 
This clear, protective coating pro- 
duces a lusterless resistant finish. 
Contents of one quart glass jar 
cover about 150 sq. ft., and may be 
used on paper lamp and window 
shades, or other cardboard and 
paper surfaces requiring protec- 


Plasti-Kote, 
Ave., N.W., 


tion. Retail: $2.25. 
Inc., 425 Lakeside 
Cleveland 13, Ohio. 


New Plane Line 


This new line of Hercules planes 
features the Golden Cutter, a pre- 
cision ground blade of vanadium 
tool steel. The line includes four 
models ranging from a 7-in. block 
plane to a 14-in. jack plane. New 


features include a blade slot that 
prevents injury to the edge of cut- 
ter when assembling after honing, 
a brass knob for easy adjusting of 
cut, precision machining of frog, 
bed and throat to prevent chatter, 
and steel spring under clamp tog- 


gle for firm seat. A _ four-color 
counter display is offered as a mer- 
chandising aid, and tag folders at- 
tached to each plane explain the 
guarantee. Suggested retail prices 
from $4.50 up. Sargent & Co., New 
Haven, Conn. 


This standard duty desk and 
bracket oscillator with a full 12 in. 
blade and choice of two speeds, has 
aluminum blades designed for max- 
imum air delivery of 840 CFM at 
high speed. The oscillating mech- 
anism is totally enclosed in motor 
case, easily adjusted for straight- 
blow operation. Quiet four-pole in- 
duction motor causes no interfer- 


HARDWARE AGE, MAY 3, 1951 





ence V 
Safety 
minol, 
duo-to1 
volt, 6 
two-sp: 
cord se 
Union 

i, Foe & 


Lighti: 
This ¢ 
a comple 
into any 
able in 
and sin 
Moedapt 


HARDWA 





ICES 


; planes 
a pre- 
nadium 
es four 
n. block 
e. New 
lot that 
of cut- 
honing, 
sting of 
f frog, 
chatter, 
mp tog- 





yur-color 
S a mer- 
lders at- 
lain the 
il prices 
70., New 


lesk and 
il] 12 in. 
eds, has 
for max- 
CFM at 
g mech- 
in motor 
straight- 
‘-pole in- 
interfer- 


y 3, 1951 


in hardware merchandise... 


FOR THE HARDWARE. DEALER 


ence with radio or TV reception. 
Safety guards are finished in alu- 
minol, base and motor case in gray 
duo-tone. It operates on 110-120 
volt, 60 cycle AC, and comes with a 
two-speed switch and an eight-foot 
cord set. Fasco Industries, Inc., N. 
Union at Augusta, Rochester 2, 
MN, %. 


Lighting Fixture 

This attractive lighting fixture is 
a complete unit which screws easily 
into any ceiling socket and is avail- 
able in styles to fit both multiple 
and single bulb outlets. Called 
Moedapter, the fixture line includes 
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glass-bowl types, lantern or shade 
types, pan types, and fluorescent 
tube models. Moe Light, Inc., Fort 
Atkinson, Wis. 


Warfarin Deal 


An attractive three-color carton 
with stand-up display top holds 12 
of the 59¢ packages of Quirks con- 
centrated Warfarin Rat and Mouse 
Killer. Dealer cost of the carton: 
$4.20; retails for $7.08. A special 
deal offers one large farm size, re- 
tailing for $2.00, to be given with 


each purchase of two of these car- 
tons. Dealer cost: $8.40; retail: 
$16.08. The Ohio Products Co., 
North Madison, Ohio. 


Ivy Kitchen Clock 

A new white electric kitchen 
clock, called Ivy, has red, blue, yel- 
low or green twin plant containers 
for live vines. Containers will hold 
soil or water growing plants, are 
removed easily, and lock into posi- 
tion. Clock hands, numerals and 
minute dots are black, hour dots 
are red, and bezel is bright silver 
finish. Lithographed ivy is packed 

(Continued on page 100) 





TO HELP YOU 


SELL 


AND OTHER DEALER 
SALES WELPS 


Two new catalog bulletins of 
high pressure water systems for 
deep or shallow wells are available. 
Bulletin M describes shallow well 
units, including the All-American, 
a horizontal type pump with capac- 
ities up to 974 g.p.h. Bulletin SW 
describes multi-stage pumps and 
features the Amazon for ultra high- 
pressure shallow well service or for 
pumping from extreme depths 
down to 300 ft. Advance Pump Co., 
Hamilton, Ohio. 


Hacksaw Blade Sets 


Hand hacksaw blade assortments 
in both Silver Steel and the new 
Flexible Silver Flash type are 


mounted on attractive easel-back 
cards. Cards are 11 in. sq., and hold 
10 blades, with the number and a 
brief mention of the correct blade 
to use for cutting various materials 
printed under each blade. Silver 
(Continued on page 114) 
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Promotional Campaigns 
Are Used to Help Dealers 
Move Heavy Inventories 


The anomalous situation in which 
consumer goods still move slug- 
gishly in trade, in the face of 
threatened shortages, still prevails. 

Time grows closer when inven- 
tories will be in better relation to 
current sales, but it appears that 
it will be late summer before the 
abundant stocks of big ticket items 
are reduced to satisfactory levels. 

When the inventory situation 
does change, it is likely to switch 
almost over night from a season 
of plenty to a famine in consumer 
durables. 

A growing awareness of the in- 
ventory problem has caused some 
manufacturers and wholesalers to 
caution dealers about the danger of 
permitting their stocks to fall too 
low. 

Merchandise in general is still 
available as needed, but certain 
lines in which metal parts are the 
principal components, will become 
increasingly hard to restock. 

Retail trade until mid-April 
showed up remarkably well in a 
comparison with sales in the same 
period of last year. However, the 
sales totals of recent weeks must 
be studied in the light of certain 
factors. 

One of these is the heavy promo- 
tional efforts which have been made 
in recent weeks, especially by the 
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Consumer durables still in ample 


supply ... Appliance manufacturers 


pushing sales with ad campaigns... 


Retail trade ahead of last year 


department stores in the metro- 
politan areas. 

Practically all the leading pro- 
ducers of household appliances and 
equipment have also turned on the 
power of big advertising campaigns 
in an effort to stimulate selling in 
some of the sluggish lines. 

They’ve told their own sales 
forces as well as retail dealers that 
hard selling will be required in the 
coming months to prevent a glut 
in the supply lines. 

The big stores are not limiting 
their promotional efforts to slow- 
moving lines, either. Volume lines 
are being pushed in order to stimu- 
late store traffic. 


Large Hardware Stores 
Increased Sales in March 


Large independent hardware 
stores showed the biggest increase 
in sales in March over the same 
month of last year, of any line of 
trade, with the exception of lumber 
and building material dealers. 

The increase for hardware stores 
was 22 pct, and for the lumber 
group, 25 pet. 

The March sales of these hard- 
ware stores were 15 pct ahead of 
February’s sales. Lumber dealers 
sales bettered February sales by 
24 pet. 





Dealers Are Advised By Wholesaler Not To Allow 
Inventories To Sag Because Of March Sales Dip 


“Don’t be fooled by a temporary 
let-down in retail sales, which prob- 
ably in the long run is healthy,” 
cautions Walter W. Bronson II, 
president and sales manager of 
Bronson & Townsend, New Haven, 
Conn., wholesale firm. 

Writing in the company’s peri- 
odic letter of comment which is 
distributed to its dealer accounts, 
Mr. Bronson pointed out that a 
temporary recession in sales in 
March does not warrant a cutting 
of inventory on the part of hard- 
ware dealers. 


His letter in part follows: 

There are bound to be, even in a 
strongly advancing economy such 
as exists today, temporary |let- 
downs in business volume. Such a 
let-down has been felt in the retail 
trade during the month of March, 
especially influenced by the ex- 
tremely early date for Easter and 
the preceding cold and wet weather 
which held back retail sales in some 
sections. 

Basically, business activity has 
been characterized by steady ex- 

(Continued on page 144) 
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Redesigned PROTO open end 
wrenches have narrower jaws, 
more compact heads, stronger 
design, less jOW overhang, 
smoother shanks, clearer size 
f March, markings, better finish. Box 
the ex- wrenches have more comfortable 

shanks, brighter heads, engi- 


aster and : 
weather neered lengths. Combination 


s in some wrenches have all open end and » A 
; box wrench improvements. 
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You can’t beat these 
new display boards for 


VERSATILITY 
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ASK ABOUT THIS 1’ SQ.FT. 
V-BELT SALES DEPARTMENT 


Goodyear’s SerVomatic — 
exclusive counter display that 
holds an entire V-Belt Sales 
Department in only 1% sq. ft. 
of counter space — best sales- 
maker yet! 


Ser Vomatic—T.M. The Goodyear 
Tire & Rubber Company, Akron, Ohio 








THE GREATEST NAME IN 


ow you can put your V-Belt 
Department anywhere you 
want it — thanks to the versatile 
new display boards developed by 
Goodyear to meet the needs of 


hardware dealers. 


You can fit these boards in any- 
place—as a ceiling rack, holding 
up to 80 sizes and 500 belts in a 
1-foot square: in corners; along 
the wall. It’s the most convenient 
rack design yet. because you can 


do what you want with it. Some 


ea 


of the ways you can use these dis- 
play boards are shown here—but 
your own ingenuity is the only 
limit to the possible sales-making 


displays you can install. 


This convenient, versatile rack is 
only part of the store-tested—and 
sales-tested—Goodyear FHP 
V-belt program that’s complete in 
every detail to help you build 
your V-belt sales. Write today for 
the full story—to Goodyear, Dept. 


745. Akron 16, Ohio. 


RUBBER 
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HARDWARE 


HOW 70 

BUILD 

HARDWARE STORE 
PROFITS 


with mechanics’ 


cutting tools 


Dozens of your customers are looking for a 
place to buy mechanics’ cutting tools. You 
can get their business on these items with 
the help of this new 30-page catalog. It will 
be profitable to you and a service to them. 


TAP THE HOME WORKSHOP MARKET 


The catalog lists all the mechanics’ cutting 
tools commonly wanted by home workshop 
hobbyists, farmers, mechanics, electricians 
and repairmen. It tells the uses for which 
each is suited. One page tells how to select 
the right drill for every class of work and 
material. Other service pages make it a real 
service selling book. 


STANDARD JOOL ((0. 


New York + Detroit > Chicago * San Francisco 


HE STANDARD LINE: Drills « Reamers + Taps + Dies « Milling Cutters + End Mills « Hobs » Counterbores « Special Tools 
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CATALOG 


NI ANDARD JOOL (0 


Sam FRANCISCO 


50 SETS OF TOOLS 


For those who prefer these tools in sets, 
more than 50 are listed in attractive con- 
tainers. Several of these are packaged in 
attractive form for window or shelf display. 


FOREMOST QUALITY 


Standard Shield Brand Tools have been 
used by industry since 1881. They are 
Foremost Quality in design, construction, 
workmanship. 


Ask your wholesaler for a free copy of 
this Standard H-50 Catalog. Let it work 
for you to build profitable mechanics’ cut- 
ting tool business. 


3950 CHESTER AVENUE 





CLEVELAND 14, OHIO 
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"That First Jump 
is a PUSH-OVER now that 


EVERYTHING HINGES ON HAGER /“' 


rm. © —— 
C. Hager & Sons Hinge Mfg. Co. + St.Louis, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 

~ 
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A Reel Promotion 
With Real “Poke”! 






Fishermen will be reel-conscious—H-I reel-con- 
scious, that is--this month and for the rest of the 
season. H-I’s hard-hitting national advertising will 


see to that. 





Color page advertisements—including a third cover 
in the May issue of Hunting & Fishing magazine— 
will add plenty of interest to your H-I reel promo- 
tion. Supporting advertisements will keep pre-sell- 
ing for you, throughout the season. 


There’s an action-tested, smooth-operating H-I reel 
for every fisherman and every kind of fishing—and 
each is the leading value in its field. Stock and 
feature these dependable, precision-built beauties— 
and get your full share of real reel profits! 












Free Display Units 


elton 
Diypindability 


<x REELS 


¥ H-I Lines, H-I Power 
; Glass Rods, Registered 
Rods—the whole H-I Line 
is dramatized in these eye- 
catching, effective display 
units. See your H-I man, 
or write us direct. 
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W cladedlis ad ib nel Ms 
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HORROCKS IBBOTSON 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 














Fun for 
the Family! 
Profit for 
You! 





For sunbathing, 
swimming, camping 
or extra house guests 


Year-around sales-maker! 

DriClad Airmat gives you ex- 
clusive built-in pillow and handy 
Pum Pack features. 


Weighs 66 oz. 


PUMPACK—efficient pump and handy pack for Airmat > 


Sold exclusively through jobbers — Order today! 


ovmson W. SHANHOUSE SONS, INC. 


DriClad 


airmat 







Big enough to sleep 
on — it floats — inflates easily — folds 
into small space. Inflated size: 24”x72” 
Retail Price: $12.95. 


+ 
att PROo, 













ROCKFORD, 
ILLINOIS 


MANUFACTURERS OF QUALITY SPORTSWEAR FOR OVER 50 YEARS 

















Manufacturers of the Largest Line of Fishing Tackle in the World 
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Get Set for Quick Profits! 





Every Home-Owner Needs An 









IMPERIAL LAWN-EDGE TRIMMER! 


You'll find plenty of de- 
mand for this nationally 
famous Lawn-Edge Trim- 
mer which makes quick, 
easy work of trimming 
over-hanging grass along 
sidewalks. Stock up now 
and be ready to meet 
the big demand for this 
sure-fire seller. Place or- 
ders with your jobber 
today—or write to— 





© Tempered steel blade 
has extra keen cutting 
edge. 


Sturdy, durable handle 
has convenient D-Grip. 


Specify Imperial on all 
your garden tool and 
harness hardware or- 
ders. Imperial’s quality 
line costs no more — 
yet serves you and your 
customers better! 


IMPERIAL BIT & SNAP CO. © RACINE, WIS. 


@ 


NCEE a tn 
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THE DEMAND IS FOR THE SHOTSHELLS.. 
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WW LAL 


= EyCLUSIVE 


GAS 


SUPER-SEAL CUP WADS 
OVER AND UNDER POWDER 


; An 


ER! ; PRODUCTS OF 
ne 2 No gas leakage either into the head of the shell or into the 
jade 


aie shot. To the shooter, this means (1) pattern UNIFORMITY hi 
: | never before achieved (2) no loss of energy (3) no “balled”’ or 
— 13 deformed shot (4) no “leading” (5) no expanded brass to 
D-Grip. wes cause difficult extraction. 
on all :, - 
ol and 


cea YOUR CUSTOMERS SEE WINCHESTER WINCHESTER 


AMMUNITION ADVERTISEMENTS REGULARLY rine ica aires 
IN THEIR FAVORITE MAGAZINES 


INDUSTRIES, INC. 


A COMPLETE LINE OF SHOTGUN SHELLS AND CARTRIDGES 


They Shoot Better Because They're Made Better 
WINCHESTER REPEATING ARMS CO. + DIVISION OF OLIN INDUSTRIES, INC. + NEW HAVEN 4, CONN. 
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The amazing Selective Potassium Cyanate 
CRAB-GRASS AND CHICKWEED KILLER! 


HERE’S WHY CRAB-NOT WILL 
TOP ALL*SALES RECORDS THIS YEAR! 


@ Selective formula, relatively non-poisonous 

e@ Convenient powder form — completely soluble in water 

@ Kills mature crab grass and seedlings with equal success 

@ Combines with 2,4-D for simultaneous broadleaf control! 

@ The only “P.C.” formula available in packaged form with 24-0 


Large ads scheduled for April, May, June, July, and August 
in leading HOME & GARDEN MAGAZINES, PLUS NEWSPAPER 
GARDEN PAGES, INSURE A HEAVY DEMAND FOR CRAB-NOT! 








MOUSE-NOTS 
25c, $1 sizes 


RAT-NOTS ANT-X Jelly Bait 
25c, $1 sizes 35c, $1 sizes 
ANT-X Traps 25c 


WARFARIN 
RAT AND MOUSE KILLER! 


SLA-RAT 


1 LB. $1.00 ¢ 5 LBS. $4.00 
Metal cans prevent decomposition 
souring, mold. Backed by Nott’s 
knoWhow and 20 years’ experience 
in dep@ndable rodenticides. 


DOG-CHECK 
60c, $1 sizes 


Ml) 


I) 
— 
i 


a 


\ 


CRAB-NOT broke all sales records for crab grass 
killers last year. This season —with its record 

of success and the big ad push we're giving it — 
CRAB-NOT is sure to be your greatest Profit-Producer! 
Contact your jobber and order NOW! 





DOG-CHECK POWDER 
35c, $1 sizes 


MOLE-NOTS 
35c, $1 sizes 


Feature the “Time Tested Products of 


Silly 


MANUFACTURING CO., MOUNT VERNON, N.Y. 
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Make Bigger Profits ’ 
as Y oy 
” | with this Bigger Line 





of garden hose accessories! 


You’ll make more money with GREEN SPOT, 
because it’s America’s most complete, high-quality line of 
garden hose accessories . . . for every watering need. 
With GREEN SPOT, you’ll not only sell more garden hose 
accessories, but more of all garden supplies. For you get— 
at no extra cost—the great new 1951 Promotion Kit with its 
unique, full-color window display that features lawn 
mowers, seed, fertilizer, etc. with GREEN SPOT. It’s the greatest 
“‘related-selling”’ idea ever to hit the garden business. 
The Kit contains everything you need to make your store a 
profitable ‘Garden Headquarters” . . . beautiful, easel- 
mounted, window backdrop; matching side panels, listing 
items vital to lawn care; easy-to-follow diagrams for 
window set-up and counter display; window banners; 
give-away booklets on lawn watering; counter card; 
dealer newspaper ad service; and other free sales 
helps. GREEN SPOT will mean greenbacks 
for you, if you see your wholesaler now. 


ae 


IT'S THE 
WEATHER-MATIC 
TOP VALUE, TOP QUALITY! 


cer! 


° WEATHER-MATIC’s the 
BIGGEST GARDEN GOODS WINDOW IDEA! new queen of automatic 


Feature not only GREEN SPOT, but all ‘“‘re- sprinklers! Polished 
lated sales”’, in this unusual manufacturer eae — tees tag noel 
display that boosts all garden goods. You dutonen srl mato Neca 
can get this display, and the wealth of et emgehragy a ngwe 
other sales helps, through your wholesaler from@10-60 ft. Rustproof 
—no assortment to buy, no fixed minimum Movine parts meng , 
order required. &P “ 


a 


"epg THAT GARDEN HOSE ACCESSORIES 
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A PRODUCT OF SCOVILL SPRINKLERS + FAN SPRAYS + HOSE NOZZLES + QUICK CONNECTORS 
COUPLINGS + HOSE MENDERS + CLAMPS + NIPPLES + 


Lies; pa S k 
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7 queverans ** 


ONE OF THE WORLD'S LARGEST 3 


OF ALUMINUM PAINTS 


MANUFACTURERS 


ENT OR A REFUND 
ae * <> 
Guaranteed by @ 
Good Housekeeping 

t/a 0. a 
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The NEW...Jmproved SUPER 


_ TINNER'S RED 


Retains It’s Brilliant RED Color Indefinitely! 


| Here's the new formulation that makes this the greatest protect- 
ive paint of all! Exceptionally DURABLE because it contains a 


combination of specially processed oils and synthetic resins 
giving maximum flexibility and check resistance! A positive 
coating for ALL SURFACES, wood, brick or metal, because it is 
rust and water resistant... with MAXIMUM ADHESION! And 
with all this...now available at NEW LOW PRICES! 


PAINT CORPOR 
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Contains 


1 doz. 
1 doz. 
% doz. 
% doz. 
% doz. 


% doz. 
% doz. 
% doz, 





There’s top value for your customers, steady 
profits for you, in competitively priced ‘‘Flying 
Pig’’ paint brushes. Pure Chinese hog bristles for 
performance-appeal; bright, vari-colored 
handles for eye-appeal. Assortments in a wide 
range of popular sizes and styles, in colorful, 
two-tier metal dispensers or shipping-box 
dispensers. WHITING-ADAMS Company, Inc., 
Boston 18, Massachusetts. 


Whiting- Adams 
Paint Brushes 











No Shed... No Streak... 
No Spatter 








JUSINS 3uNd 








NO. 399 WALL BRUSH 
ASSORTMENT 


V-l0IL 


Bristle 
Contains Size Length 
Yadoz. 3” 7399-A%" Thick 2%" 
Yadoz. 3%” " _ * 2%" 
\ doz. Fd ” %" ” 2%" 


gL 
We 
Sid ONIAIS 


_ 


Peeper 


SWV0V-IW/L/HMAQ 





ee 








TWO-TIER METAL DISPLAY 
ASSORTMENT 





Bristle 
Size Length 
1” 7101-A Varnish Double Thick 2” 
1%" ” ” ” ” y ad 
2%" 
” 2%" 
. 2%," 
3” 7399-A Wall 7%” Thick 2%" 


” ” % 2%," 
” ” %" ” 2%" NO. 85-A ASSORTMENT 











Bristle 

Contains Size Length 
Tdoz. %2"398-A Varnish Single Thick 142” 
2 doz. 4° ” ” ” ” 1%” 
1 doz. 1," ” i) o ” 1%” 
%,doz, 2” = ve = = 1%” 
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ra gloss - ps, we'll replace it.” 

$akind, bed 957 
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$4 a Kind, boxed 
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At leading stores everywhere. 
All prices slightly higher in the 
South and West. 


NoutwiSteh LIBBEY GLASS 


Copyright, 1951, Libbey Gloss, Division of Owens-Illinois Glass Company, Toledo 1, Ohio. 














May 14" 


"laa ed 











Advertisement to Spring Brides 
features 


Rose (" acsie’ 


Hostess Sets 
by LIBBEY GLASS 


Over 5 MILLION LIFE readers throughout the 






country—and a big share of your own customers— They 
will get another reminder of these colorful, attractive one 
matching stemware and tumbler sets they’ve seen It’s th 
advertised all through 1950! devise 

prove 





Not only a bride’s pattern, but an “everybody’s” 


“Rose Classic” is prepackaged in 





pattern—Libbey 
complete Hostess Sets of 8 of a kind. Stemware and 
tumblers match. Design goes with both traditional 
and modern china. Chip-resistant rims are guaran- § 
teed: ‘A new glass if the rim of a Libbey ‘Safedge’ 


glass ever chips!” 





Have your counters ready to meet the added im- 
“reminder” in LIFE, May 14. . . have 





pact of this 
plenty of Libbey ‘Rose Classic” 





Hostess Sets on 





hand. See your near-by Libbey distributor now, or 
write direct to Libbey Glass, P. O. Box 1035-1036, 
Toledo 1, Ohio. 


LIBBEY GLASS 


esTasLtisHoeno 1818 


7tedlies Oc =O 


LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo 1, Ohio 
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They've got Westinghouse FROST-FREE™. . the 
one and only refrigerator THAT COUNTS 


It’s the most sensible, foolproof defrosting system ever 
devised. The only completely automatic refrigerator 
proved by test in more than 100,000 homes. 


ee 
f 


They've got the famous WESTINGHOUSE 
LAUNDRY “TWINS” 


The Westinghouse Laundromat with its Weigh-to-Save 
Door and the Clothes Dryer with its Dry-dial are the only 
laundry equipment ever to win the Merit Award of the 
American Society of Industrial Engineers. 


*Trade Mark U. S. Pat. Issued No. 2,459,173 and 2,324,309 
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ONY 246,74) 





They've got the fastest Range Unit . . SUPER 
SPEED COROX that GETS RED HOT in 30 Seconds 


This means a woman can cook bacon and eggs in 3 
minutes, piping hot soup for four in 3 minutes, frozen 
vegetables to steaming hot in 3 minutes. Add the New 
Miracle Sealed Oven, Color Glance Controls and a host 
of other features and you've got a top spot product. 


Coming to Bat 


A Big Scoring Advertising Campaign 
That’s Going to Score A GRAND SLAM 


In May and June alone there'll be 41 colorful advertise- 
ments in 17 of America’s leading magazines. Tying in 
closely with these advertisements will be week after week 
commercials on Westinghouse STUDIO ONE—TV’s top 
dramatic show. Plus, a full kit of point-of-sale display 
material together with newspaper advertisements. 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division - Mansfield, Ohio 





RAISE PROFIT MARGINS 


WITH FAST-SELLING 


ITEMS 


PROFIT 


MODGLIN Perma-scrub 
Leader of the Modglin Line 


Revolutionary new pot and 
pan scrubber. Removes 
grease, burned food in a 
jiffy. Keeps hands out of 
dishwater. Outmodes all 
other scouring implements, 
Available in many lovely 


colors, Pays wide profit grr 
margin. Write for details. lp 





MODGLIN Combs 
and Brushes 


Known around the world for 
quality. Beautifully designed, 
expertly made of finest mate- 
rials. All popular colors includ- 
ing fashionable new pastel 
shades introduced by Modglin. 
Priced for maximum turnover. 
Pay wide profit margins. Write 
for details. 





MODGLIN 
Perma-broom 


dirt like a magnet as you 
sweep. Comesin many gay 
colors. Washable, durable, economical. 
Makes ordinary brooms obsolete. Over 
4,000,000 in use. A completely new 
kind of broom. Pays extra wide profit 
margin, Write for details. 


The way to increase your average margin is to promote the sale of extra 
profit items, That’s A-B-C! But it’s just as important to select profit 
items which turn over fast, require a modest investment in inventory and 
require minimum shelf, counter or floor space. This Modglin line of 
household necessities gets top rating on every count. It is to your interest as 
well as ours to let us tell you how we can help you make more profits faster. 


“Bite Motel 


Sz] CIGARETTE CASE 


| Beautifully designed case holds 
all standard cigarette packs. 
Light but sturdy. Comes in 
many gay colors, One of the 
best values ever on the market. 


Smokers buy it on sight. Pays extra 
wide profit margin. Write for details. 











MODGLIN 
+ WHISK-OFF 


Over 

§ 000,000 

Whisk - Offs 

purchased by 

consumers in 

two years, 

Replaces old-fashioned whiskbrooms. 

Comes in many beautiful colors, 

Customers want it the minute they 

see it. It sells itself! Pays extra wide 
profit margin. Write for details. 


UTILITY SOAP BOX, 
Built for long wear and 
attractive appearance... 


Available in many beau- 
tiful colors. Holds any 
standard bar of toilet 
soap. Useful in every home and a 
necessity for every traveler. Pays extra 


wide profit margin, Write for details, 


and Dust-ette 
Child-size toy Perma- 
broom... ‘‘just like 
Mother’s” Dust-ette is 
a beautiful small “dj 
plastic dust pan, 
Both available 
in many colors. 
Pays extra wide 
profit margin. 
Write for details, 











TOOTHBRUSH HOLDER 


Newest and finest toothbrush holder. 
Made of strong, durable 
polystyrene plastic. Comes in 
wide assortment of gay colors. 
Ventilated to permit drying 
of brush, Makes all other 
toothbrush holders obsolete. 
Pays extra wide profit mare 
gin. Write for details, 





MODGLIN Pick-ette 
Newest and finest toothpick of flexible 
plastic. Approximately 72 picks to the 
box... Assorted 
colors. Outmodes 
wooden picks. Pays 
wide profit margins. 

Write for details, 


DO THIS NOW! 


Learn how Modglin products pay faster, larger 
profits. Write for sales representative to call. 


MODGLIN COMPANY, INC. 
Los Angeles 65, California, U.S. A. 








‘* TOP SPOT ”’ 





IF IT'S 





leaves safe, smooth edge. 


in the popular price field. Easy to 


operate. Shear-type knife cuts lids out 


Precision built. 


5-YEAR 
GUARANTEE 


we people's — 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 


BETTER KITCHEN TOOLS 


EDLUND COMPANY 


BURLINGTON, VT. 














c.n.T ATE co. %: 


MASSACHUSETTS —U.S.A. 


PICTURE HANGERS 
PICTURE WIRE 

CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 


~ Seaman 
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The entire line of De Luxe Household Metalware — dollar spent. Your customers like De Luxe quality 
Galvanized Ware, Tinware, Colored Ware, Mop Pails, You will like the high salability and good profit 


Ash Cans, Garbage Pails — every item is built to margin that is yours with Nationally Advertised, 


last; built to give a full 100 cents of value for every nationally-known De Luxe Produtts 


Talk to your Jobber’s Representative about De Luxe today. 
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The reception to. Tru-Test 

Bantam rolis has been terrific... 
é indicates a genuine need 
we ag ero . a and demand for a consumer 

The Plastic Garden Hose of Outstanding Quality > gs alt 0 qmeat tan 
Guarantees Greater Sales and Profits Fg tape in homes, small 


—— i offices, schools. 





These handy size rolls of 
America's finest gummed 
tape are packed twelve to 
a counter display 

carton ... retail for 

25c. Available in 

1" to 3" widths, plain 
golden Kraft or in 

bright colors. Write today 
for samples and 


rearacanti¢ut layla * ’ 
GARDEN HOSE ao! 


Teg onal Dermtcte Prostis  Outieaate Rubenar? 
OD 


price data. 


Non-rust, 2-way 


TWO WAY perma-grip coupling. 
Designed for use 

PERMA-GRIP with plastics, this y tg +, ae 
Z Plymouth feature is — 3 . This Seal of 
SCOVILLE guaranteed to hold , . Wire Screen 


we ‘ 
COUPLING fast for the life of & hee: ee 


the hose. e of Commerc 
In bright garden green j . 
flashing crimson red 


_ © Tough, durable plastic — outlasts rubber. 

| © Featherweight — a child can lift it. ; 
 ® Resists extreme hot and cold temperatures. 

© Withstands city water pressure. 4 ''BANTAM’’ 


ee 











MPANY, Inc. 
Canton, Mass. DISPLAY TAPE, INC. / Green Bay, Wis. 
ilso Manufacturers of SLIPKNOT, the World's Largest CARTON sold by better distributers everywhere “ 


Selling Friction Tape. for better results anywhere 
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jeotri x14 INSECT WIRE 


today 
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ae InSH CHASE MESH SCREENING 


art VAD oor 


. data. 


NDARD CRravde 


, STA wiet 


om OA 


This Seal of Approval, issued by the Insect 

Wire Screening Bureau, means that Chase 

Screening meets all requirements of com- Yy. 

mercial standards of the U.S. Department — . ,. — livre Screeni 
Stieen tektek eee a OUR customers prefer Chase Insect Wire Screening 


because it lasts longer . . . stays neat and trim- 


looking for years and years. 


It’s fine for you, too—easy to handle, convenient 
to store, simple to cut. Both Chase Bronze 

and Chase Alclad Aluminum Wire Screening are 
quality products . . . the kind you like to sell. 


Chase 2 BRASS & COPPER "708m" 


m Albanyt Cleveland Kansas City, Mo. New York 
ay, Wis. Atlanta Dallas Los Angeles Philadelphia Seattle 
erywhere WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION Baltimore Denvert Milwaukee Pittsburgh Waterbury 
ywhere Boston Detroit Minneapolis Providence 
Chicago Houstont Newark Rochestert (sales 
Cincinnati Indianapolis New Orleans St. Louis office only 
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BEFORE // 


id 


SELLS ...like magic 


because it 


WORKS... like magic 


Perfect 
for 
Keeps new brushes new—restores old NYLON 
paint-hardened brushes to BRUSHES 
springy usefulness .. . too! 
Easy to use—just mix with warm water 
—brushes come clean in a jiffy... 


Nationally advertised to your best 
customers—creating ready-made 
business for you... 


Good profit — fast turnover . 
packed in attractive display cartons. 


ORDER FROM YOUR JOBBER 


PATENT CEREALS COMPANY + GENEVA, N. Y. 
maKERS OF REX PRODUCTS *"° DIC-A-DOO CLEANERS 





easy to sell 


hecause 
it’s easy < 





STUDIO DECALS ww 
ALPHABET and wr 
NUMERALS . 
have many uses in 
home, farm, factory 
and school. Made of 
finest decal paints 
for inside or out- 
side use. Sturdy dis- 
~~ box comes in 
size assortments, 
6 or 12 each. Refill 
orders accepted 
after purchase of 
original display. 
Sizes: 2”, 1”, 2”, 
3”, 34%". 
STUDIO STENCILS — ALPHABET and NUMERALS . . . for making 
signs, house numbers, for marking farm and military equipment, 
sc | work and hundreds of other uses. Available in 1”, 1/2”, 
2”, 22", 3”, 4”. Boxed to sell from 90c to $1.80 retail. 


WRITE FOR PRICE LIST. ALSO ASK FOR DECORATIVE 
BORDER AND TEXTILE STENCIL LITERATURE. 





caulking compound cartridge 
No wonder more and more contractors and home owners are 
demanding famous CALBAR Caulk-O-Seal in the convenient 
“‘HOLE-IN-TOP’’ Cartridges! They just insert the Cartridge into 
any CALBAR cartridge caulking gun, replace the gun nozzle and 
pull the trigger. It’s as simple as that... and NO cleaning 
required —the compound never touches the sides of the gun! 
Your JOBBER can supply you. 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products lel 1074 So. La Cienega Blvd. 
2612-26 N. Martha Street * Philadelphia 25, Pa. MARTIN IRASEL (0. Los Angeles 35, Calif. 
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Brush handles are finished in 
blue and gold. Brushes are 
made of pure Chinese bristle, 
set in vulcanized rubber. 


“DANDY (4)" DISPLAY 


Suggested Retail: 


$.22 ea.—2 doz. |" Brushes 
13%," Bristles, 5/16" thick. 


.30 ea.—! doz. |'/2" Brushes 
13%," Bristles, 5/16" thick. 


42 ea.—! doz. 2" Brushes 
13%," Bristles, 3" thick. 


“145N" DISPLAY 


Suggested Retail: 


$1.49 ea.—1I/3 doz. 3" Brushes 
21/4," Bristles, 11/16" thick. 


1.75 ea.—!/3 doz. 3!/2" Brushes 
2'/," Bristles, 11/16" thick. 


2.00 ea.—!/3 doz. 4" Brushes 
2-5/16" Bristles, 11/16" thick. 


“OK" DISPLAY 


Suggested Retail: 


$.39 ea.—2 doz. |" Brushes 
2" Bristles, 3" thick. 


59 ea.—I'/. doz. I'/2" Brushes 
24%," Bristles, 7/16" thick. 


79 ea.—I doz. 2" Brushes 
2%" Bristles, '/2" thick. 


Order TODAY from your jobber, or send this COUPON 


A. G. JACOBUS' SONS, INC. 
Verona, New Jersey 


A. G. JACOBUS' SONS, INC. 





Please ship at once: 
[] "Dandy (4)" Display ...........cartons at $ 9.28 
[] "145N" Display cartons at 13.97 
[] "OK" Display . ....cartons at 19.64 
)} Free Catalog 


NAME 
STREET ; iw ewcce eee 








Sell Jacobus long bristle and nylon painter tools—begt since 1835. 
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ONE low-cost unit 
for ALL standard 


Sliding door installations 


Here’s the new, all new sliding door 

hardware you've been waiting for. The most simply 
designed roller and track unit ever devised that saves 
more than 50% of normal installation time. Smooth, ef- 
fortless installation saves money, too. Slide-All ranks 
highest in quality, yet it's priced low ... backed by a 
lifetime guarantee. You owe it to your building bud- 


get to see Slide-All above all sliding door hardware. 


¢ Average installation time — only 15 minutes 


© Overhead extruded aluminum track will carry any weigh! 
door ———— 


Two types of track cover all: sliding doors, including %” 
and 1%” thickness 


Simple adjustments for smooth, quiet operation which per- 
mit the doors to be raised or lowered one inch 


Immediate shipment guaranteed on all orders 


A few choice jobbers territories are available. 
Write today for catalogue and complete infor- 
mation. 


Mail Today for Complete Information 


AMERICAN SLIDING DOOR HARDWARE CORP. 
2084 First Avenue, New York 29, N. Y. 


Please send me, without obligation or cost, a copy of 
our Sliding Door Hardware Catalog. I am interested in 
EPIDE-ALL liding Door Hardware as a— 


(J Dealer 0 Building Contractor 





Name (Please Print) 


Address 
City zone State 


Py Serer TTT TiTiiTritvtiTitiriitt tt 
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Outstanding Values that Sell Fast! 








No. 520 
WIDE! 
99¢ RETAIL 


No. 1517 
$1.09 RETAIL 





Master's complete line enables you to 
fill any need . . . meet any price! 
Shown here are four of Master's 
wide variety of bikelocks . . . ask 
your jobber for information on the 


No. 517 < 
entire line. 


79¢ RETAIL 


Master Jock Company. Milwaukee 45, Wis. AB-10 
© Worlds Leading Padlock Manugacturon 





Plan now to feature this fast- 
selling, inexpensive garden 
hose hanger. Every house- 
holder is a potential customer 
... bringing extra dollars into 
your cash register. 


FEATURES: 
® Hanger holds 75 feet of hose 
® Made of heavy steel 


® Green enamel finish 


® Knocked down with bolts for 
quick attachment 


® Shipped 12 to carton 
(weight 25 Ibs.) 


The METALOID Co. 


5815 KINSMAN RD. * CLEVELAND 4, OHIO 


HARDWARE AGE, MAY 3, 1951 





HARDW: 








99¢ RETAIL 


1517 
RETAIL 


ables you to 
} any price! 
of Master's 
‘iS... Osh 
tion on the 


CHAIN 


Campbell provides a single source for all kinds of chain—dog 


leads and log chains, tie-outs and sling chains, halter chains and 
binding chains .. . chain for every need. And Campbell Chain 


is packaged for profit—easier to stock, display, and sell. 


Ask your wholesaler—or write direct—for complete information. 


CAMPBELL CHAIN Gompany 


Main Office—Y ork, Pa. 


Factories—York, Pa., and West Burlington, lowa 
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NEW PUSH BROOMS 
MAKE 
ALL OTHERS OBSOLETE 


a 


MODGLIN PERMA-PUSH 

No. 800 Series 
Heavy duty garage broom of unbelievable 
durability and sweeping qualities. Amber 
Permene plastic bristles wear “‘like iron” 
and retain their spring action for the life 
of the broom. Available in 14, 18 and 24 
inch widths. 


W.N. Modglin * se 
MODGLIN PERMA-PUSH 
No. 1024 
For extra heavy duty industrial and street 
use. Works equally well on concrete, as- 
phalt, brick, stone and macadam. Resistant 
to acids, alkalis, petroleum. Will notabsorb 
water. Never becomes soggy, water-logged 
or matted. Retains ‘‘flicking action”’ at all 
times. Comes in 14in., 16in., 24 in. widths. 


MR. HARDWA RE DEALER 


Learn what these r 
new Modglin pro 
10 pay you faster 
from smaller floor 
MODGLIN PERMA-PUSH for details inclugi 
No. 900 Series sheets, 
For office and general use. Three sizes (14 
in., 18 in. and 24 in.) are available to meet 
all maintenance requirements. Bristles are 
golden-amber sehenil long-wearing Per- MODGLIN cow INC. 


mene fibre. Will sweep effectively long 
after old style pushbrooms are completely hen oe ae 
. 


| STAR FAVORITE 


Three years ago our Industrial 
Products Division started a research 
project...to develop a new type of 
pushbroom with synthetic fibres 
which would be free from all defects 
of ordinary pushbrooms. Our effort 
has been successful. These Modglin 
Perma-push brooms are unques- 
tionably the most efficient and 
long-wearing pushbrooms ever 
made. They offer you better sweep- 
ing performance and greater main- 
tenance economy than you have 
ever known. 


evolutionary 
ducts can do 
larger profits 
Space. Write 
ng catalogue 
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add-on 
profits 
with 


G@lARTSHORN 


window shades 


FW 
ros RS 
mT AN\\ 

‘UTILITY’ Combination 
SAFETY POLL Opener 


% Con Opener 
*% Bottle Opener 


a 
gy \ 


bo ‘ %& Corkscrew 


Add a Hartshorn shade department and No. 174-M *& Canned Liquid Opener 
add new rete. Average turnover is 800% 
1 


with a full 40% mark-up. Selling is easy 


as ABC with Hartshorn’s nationally 
advertised sales features—the exclusive 
“Lifetime Lubricated” roller and 
Fyrban shade cloth. 


| EMPIRE STATE BUILDING, NEW YORK 1, N.Y. « STEWART HARTSHORN LTD., TORONTO, CANADA | 
| We'd like to be Hartshorn dealers. Have your representative call. 

Store name 

Street address 








Housewives love the conven- 
ience of this four-in-one kitchen 
aid. No need for separate 
openers — Vaughan’s “UTIL- 
ITY” Combination opens them 
all! Safety Roll feature rolls 
the edge smooth as it opens 
square, round or oval cans 


VAUGHAN MFG., CO. 
3211 Carroil Ave. * Chicago 24, Ill. 


easily, quickly and safely. 
Automatic spring adjustment 
prevents binding or slipping— 
holds can securely for pouring 
preheated contents. Made of 
heavy gauge steel, heavily 
nickel plated. Individually 
carded. Retail price—39c 





World's Largest 
Manufacturer of 
Bottle Openers 
and Can Openers 


Half Century of Quality and Service 
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Géw METAL TREAT 


CONCENTRATE 


surface. 


12 Ounces 
EL 4 
One Gallon 


KLEAN-STRIP REMOVERS FOR EVERY PURPOSE 


KLEAN-STRIP 

The amazing, 

non-i 

stripper that has: revo- 
lutionized the paint 
remover business. 
Safe to use anywhere, 
on any finish and any 


Works fast, needs no after- 


wash or neutralizer. Saves labor. 
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STRIP-X 

Economical, inflam- 
mable-type remover. 
Contains no benzol. 
Removes several coats 
with one application. 
Requires no neutraliz- 
ing or after-wash. 


rks equally well on any 


finish and any surface. 


HEAVY BODIED 

PAINT REMOVER 
This flush-type re- 
mover is heavy in 
body, so will stick to 
any vertical or over- 
head surface. Doesn’t 
drip on the floor 


or on the workman. Requires no 
after-wash. Non-inflammable. 








If she has a modern kitchen... 


she needs the modern 
food chopper... 


UNIVERSAL 


TAG-L TOP 


For the modern kitchen where the 
conventional type chopper cannot 

conveniently be used, Universal has designed 

a completely new and modern food 

and meat chopper. Called the “TAB-L-TOP”, 
this revolutionary chopper has no clamp. Hand 
pressure grips it firmly against the table’s edge. 
Heavy rubber pads protect expensive counter 
tops... prevent sliding. TAB-L-TOP 

has also an extra-long “‘turn-easy”’ handle, and 
Universal Swing-a-Part feature to make cleaning 
easy and sanitary. Write today— Dept. HA., 
Landers, Frary & Clark, New Britain, Conn. 


Pre-sold again and again 
in these big magazines 


Copyright 1951, LF &C 











1. It's a “Natural” 
for June Brides 
MODEL 400 


Model 300 — Chip-resistant 

porcenamel — fully equip- 

ped with food thickness 

gauge, spur food clamp, 
stain-proof rotary knife. A pop- 
ular retailer at 





. Sells Fast as a 
Gift for Mother's 
Day—Father's Day 


. In Step with Spring Salad & 
Vegetable Sales 


. Perfect for Picnic Sandwiches 


. Soaring Food Prices empha- 
size General's Economy 


The Deluxe "Chrome 400" — 
Streamlined and plated in beau- 
tiful chrome! ‘Has all slicing 
and safety features of bigger 
machine. Retails for .....$24.95 
Model 319 — White porcenamel 
finish, has professional slicing 
and safety features comparable 


The tape with 
the yellow core 
made by 
OKONITE 


to any machine within a hun 

dred dollars of its price! For 

larger homes and small shops. 
$2 


Many More Slices to the Pound 
—Uses Leftovers—Cuts Food 


Fresh. GENERAL'S NEW 


; RECOGNIZED WHOLESALERS 
Pina UTILA AM , 
ept. Z a 
or Ed (tt fot Yi dem OY Niet... 
Powerful 


make it the board of a ‘ . 

ae ag oy uses. Pr D 

etoils for $2.49. Write 

fr profemating fers anther on —/ragon 


Retails for On GSmmOl, tm Mme. f celencs.| 


suction cups 


friction and rubber tapes 
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\ "/ Arvin Annie says: 


yf 
Sell the most 


needed 


most wanted bridal gifts! 
.. - Electric Housewares! 


There’s no doubt about it! 

Ask any bride-to-be what gifts she 
needs most, wants most. Chances are 
10-to-1 she’ll name electric housewares 
— an automatic toaster for perfect 
breakfast toast . . . a Lectric Cook for 
quick lunches, midnight snacks. . . an 
electric iron for smoother, faster, better 


gift volume — not only in June but 
throughout the year — by featuring 
Arvin Electric Housewares, and tieing 
in with NEMA’s great gift promotion 
plan. 

Your customers will recognize the 
sheer logic of giving these handsome 
presents of daily use — a constant 


ironing of his shirts. 
Build a bigger, more profitable bridal 


reminder of the giver — that go on 
reminding year after year after year. 


We will continue to recommend 40% discount on master carton quantities 


ELECTRIC HOUSEWARES 


bd 


24° 


Dw — 
Arvin Automatic 
Toast 


= = 


Arvin 5-Year Guarantee | has 
Automatic Iron 
ener ra 





Arvin Cool-R-Hot 
Electric Fan-Heater 
a se aie vii 


‘Arvin 5-Year G wy 95 
rvin 5-Year Guarantee 
Dual-Control Iron 14° 





FIRST CHOICE FOR 
every GG [ [=] occasion 





Arvin Fan-Forced 95 95 Arvin Radiant $4495 
Electric Heaters sT1 15 Heater 11 
; Tie in with the great gift promotion plan 

of the Electric Housewares Division of N.E.M.A. 


Order your Free N.E.M.A. Retail Display Kit from Electric Housewares Section, 
National Electric Manufacturers Assn., 155 East 44th Street, New York 17, N. Y. 


Electric Housewares Division e ARVIN INDUSTRIES, Inc., @ Columbus, Indiana 


(Formerly Noblitt-Sporks Industries, Inc.) 


NATIONALLY ADVERTISED IN LADIES’ HOME JOURNAL, SATURDAY EVENING POST, BETTER HOMES 4& GARDENS, 
WOMAN’S HOME COMPANION, V/OMAN’S DAY, SUCCESSFUL FARMING 
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PAIR OF FAST SELLERS 
JO PERK UP 


PROFITS! 


Gilmer friction tape 


Straight-tearing, non-raveling—has both high 
insulation and high adhesion qualities. Recom- 
mend it for all general purpose uses. Standard 
width, 34’; foil-wrapped in 60-, 30-, 13-, and 
5-ft. ville. Attractive display carton for coun- 
ter sales. 


Gilmer [ubber tape 


Profit-making related item to friction tape. 
Highest-grade rubber; high insulating value; 
fuses readily without heat. Standard width, 
34’’; 21- or 10-ft. rolls. Foil-wrapped, boxing 
optional. 

Friction Tape (in 60" and 30-ft. lengths) and 
Rubber ._Tape furnished cellophane-wrapped 
with labels on request. 


And these Gilmer “standards” 
add to your volume! 


Of Gilmer V-Belts — two attractive display 


8 assortments selected to help you fit the needs 


of most customers with minimum stock. 


rt Gilmer Garden Hose—sure spring seller! 


Four types, covering all price ranges. 


L.H. GILMER COMPAN 


Division of United States 
Rubber Company 

















ORDER FROM YOUR GILMER Of 
HARDWARE WHOLESALER, OR — 
7 
sco tine aaa tea CLIPS AND RAL oeoeeee-, 
L. H. GILMER COMPANY ! 
508 Tacony, Philadelphia 35, Pa. | 
Please send me complete information and price listings on items | 
checked: 1 
[_] Friction and Rubber Tape ! 
[] V-Belt assortments 1 
[_] Gilmer Garden Hose ] 
NAME ' 
ADDRESS. 1 
CITY. ZONE STATE 1 
\ 
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PARDON OUR 
ARISTOCRATIC 
BEARING! 


WANNA 





AANA 











SOUTHERN 


WwooD 


SCREWS 


are top-quality products 


When you sell Southern wood screws you can be confi- 
dent that you are offering your customers the best that 
money can buy. And that’s the way to build good will 
and profitable repeat business! 

Only the finest materials are ever used in making 
Southern screws . . . high grade extruded brass wire or 
the finest selected high sulphur extra quality steel wire. 
Special up- to-date manufacturing processes and a unique 
inspection routine produce absolutely uniform and per- 
fect screws. The Southern plant is one of the most mod- 
ern in the industry. ” 

Southern wood screws are expertly packed for easy 
handling. Bulk screws are conveniently packed in in- 
destructible steel cans with sealed locking covers .. . 
an exclusive Southern feature. 

Write today for our attractive new catalogue. 
FACTORY WAREHOUSES 
4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


STATESVILLE, NORTH CAROLINA 


® © © © ® © 
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these are the 


lM EAA dealers are 


asking, and .--- 


questions 


Here are the answers 


How will defense needs affect civilian produc- 
tion? Short of all-out war, we do not anticipate any 
sizable reduction in our production of Cosco Household 
Stools, Chairs and Utility Tables for distribution through 
normal civilian channels. 

We are doing some defense work and expect to do more. 
But the new plant we recently completed— which doubles 
our capacity and which has been used only in a small way 
to produce our regular line—can be turned over com- 
pletely to the production of military goods. 

In other words, all of the facilities which have thus far 
been devoted to stools, chairs and tables are still available 
for that purpose. 


How about the steel supply? Although Regulation 
M-47, effective April 1, 1951, limits our rate of steel con- 
sumption to 80% of that for the base period of January 1 
through June 30, 1950, it still allows us virtually as much 
tonnage as we actually have been able to obtain during 
these past few months of short supply. In other words, 
our steel quota under this regulation will enable us to 
almost match our unit volume for the first quarter of this 
year, a period of comparatively high production. All indi- 
cations are that the supply situation on other materials 
will be at least as favorable as that on steel. 


Will dollar volume remain high? Even though unit 
volume is down somewhat from the peak, 1950 period— 
and may conceivably fall slightly lower—it is still much 
higher now than in the same period two years ago. 

We are confident of offsetting the decline in 1951 unit 
output by putting a higher percentage of the available 
steel into the most popular de luxe Cosco numbers which 
command top prices and yield the highest dollar sales per 
pound of steel. 

Thus, we are striving for dollar volume and dealer profits 
to equal or surpass the highest levels reached to date. 


Will COSCO continue its aggressive sales and 
advertising policies? Definitely yes. So long as we're 
in business and so long as it does not conflict with the 
public interest, we’re going to advertise and sell Cosco 
products just as strongly as we know how. 

We may not always be able to deliver and you may have 
to say “‘no” occasionally. But we'd rather have it that way 
—and we think you would too—than to have our cus- 
tomers and yours forget about Cosco. 


What about quality of product? Material specifi- 
cations and standards of workmanship have not been 
changed one bit. We are not turning out that first dollar’s 
worth of so-called “war” merchandise because we know 
that would be injurious to your reputation and ours for 
selling and producing quality products. Of course, there 
is always the chance that we may have to change finishes, 
upholstery, etc., and against that possibility we already 
are doing exhaustive research. Should any such changes 
be necessary, you can be sure that the very best alternates 
will be used. And you can be certain, also, that both you 
and your customers will be fully advised as to what the 
changes are and why they must be made. 


Who gets how much? Even though we expect our 
production to continue at a high rate, we know that we 
can’t supply everyone all the Cosco products he wants, 
because consumer demand is constantly increasing. 
However, we do believe that we can supply the trade 
with the same amount of merchandise, in dollar volume, 
as was available last year. Come what may, it is our de- 
termined policy that no customer shall suffer at the hands 
of another through unfair distribution of the merchandise 


available. 


HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 
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Household Stools, Chairs and Utility Tables 
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NOW YOU CAN SELL 


BUILDER’S HARDWARE 


* Prompt delivery from our warehouse stocks 
* Complete range of sizes, styles and finishes 
* Competitively priced with domestic lines 












Now you can sell a line of genuine imported Swedish 
Builder's Hardware at prices comparable with or lower 
than many domestic lines. They're made by the second 
largest manufacturer in the world—and what's more, you 
can get them now when you need them. All standard U.S. 
Specifications and packaging. 



























Boll bearing, regular, 
loose pin, ball or but- 
ton tips, broad and 
narrow, reversibles— 
in complete sizes and 
finishes. All are pro- 
duced with finest 
Swedish quality. 




















Wrought steel in light 
styles, bright steel finish, 
made of finest Swedish 
cold rolled steel. 


OTHER ITEMS INCLUDE: 





Barre! Bolts Corner Irons 
Hinge Hasps Corner Braces 
Safety Hasps Handles 
Shelf Brackets Window Bolts 


Spring Hinges 








Flat head, oval head, round 
$e head styles. Steel in bright and 
blued finish, brass in plain 


finish. Standard packaging. 


















OTHER GENSCO SWEDISH PRODUCTS: 


WOOD and BUSHMAN BOW 
and PRUNING 


SAWS 
MORA HUNTING | 
KNIVES 















GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., INC. , 
1802 North Kostner Avenue + Chicago 39, Illinois | 
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ALL WOOD BORING TOOLS 
INCLUDING: 
a. Snell-Clark Expansive Bits, 
boring range from 1” up to 3’ 
b. Snell-Simplex Expansive Bits, 
boring range from 4” up to 3” 
. Solid Center Auger Bits 
. Ship Auger Car Bits 
Ship Augers—with Screw 
Ship Augers—no Screw 
Screw Driver Bits 
. Countersink Bits 
Also Ring Augers with and 
without screws 


SNELL 


rea ean 


Manufacturing Co. 


WORCESTER, MASSACHUSETTS 


ieee aE 


“it Y ecole” Beer 





a. 


Oe ae 







Famous Snell wood bor- 
ing bits, manufactured to 
rigid Snell standards of 
craftsmanship, hold their 
keen edge and time-tested 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 
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hand then CHANNELLOCK 


Wade only bg CHAMPION DEARMENT 


You are in business to satisfy your customers—and here’s one way to do it—When they 
ask for Pliers Hand ‘Em Channellock. Let them heft it, feel its strength and durability—try 
its simple, closely spaced adjustments—see its longer wearing feature of no wear on the joint 
bolt. And when they buy it, you can be proud to take their money. For Channellock pliers 
are produced by Champion DeArment, long recognized as a maker of highest quality tools. 


No other product can offer the advantages of Channellock pliers. Yessir, when they ask 
for pliers, Hand ‘Em Channellock and you'll sell ‘Em. , 


And remember, Channellock pliers are made ONLY by Champion DeArment. 


CHAMPION DEARMENT TOOL CO. © Meadville, Pa. 


AA HOA tte 


CHAN we, LOCK 


Channeliock pliers are listed in the 
Yellow Pages of most Telephone 
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i 
Bevery DOOR NEEDS THREE! 


has Wright Galvanized Wire Strand 
RI FFIN — (Clothesline) 
; CONNECTED LENGTHS marked every 50 


For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 


anufacturing Company 





ERIE «© PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 

1639 Fargo Avenue, Chicage 26, Ilinois 

9344 Woodward Avenue, Detroit, Michigan 

115 Broad Street, Boston, Massachusetts 

1355 Market Street, San Franciseo 3, California 
917 St. Charles Avenue, Atlanta, Georgia 

308'/2 North Harwood, Dallas, Texas 

4524 East 60th Street, Seattle, Washington 

785 North President Street, Jackson 6, Mississippi 
4638 Nichols Parkway, Kansas City, Missouri 
2611 Garrison Bivd., Baltimore 16, Maryland 
1620 Garfield Street, Denver 6, Colorado 





Now! Get Ready for 
Hay Tool Sales! 


MOLINE HAY CARRIERS are 
made in three models. Each 
is ruggedly built, equipped 
with self-locking sling pulley. 
Sheaves and frames are made 
of our high strength malleable 
iron castings. Strong, smooth running— 
years of service. 


MOLINE FORKS are available in both 
harpoon and grapple types — seven 
models in all. Heavy steel and high 
strength malleable iron parts are used 
in the right places for best performance 
and long life. 


HARPOON FORKS MOLINE PULLEYS are made with high 
strength malleable iron frames. Sheaves 
are either wood or iron as desired — a 
wide selection of types and sizes. 


MOLINE STEEL TRACK is double strength 
with malleable couplings and bumpers. 
Easy to assemble and erect. 












HAY CARRIERS 



































Write today for 
Moline Hay Tool 
Catalog and Prices 























DOUBLE STRENGTH STEEL TRACK 



















feet, four and six strand, No. 20 gauge. 
Cushion center cable, best clothesline con- 
struction known . . . 50’ lengths. Also on 
brightly lithographed steel spools, 500’ and 
1000’. Solid ... 50’ and 100’ lengths. 


WRIGHT quality wire brightly galvanized 


GE WRIGHT inieco 


WORCESTER * 3a 
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worms, 

insects ; 
fruits. A 
and lice 


SIZE AND S$ 
RETAIL PRIC 


1 Ib. 
4 lb. $1. 
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= or pest control products 

4 e 

ing— ® a 

both Well known to home gardeners, florists, fruit and vegetable growers, farmers 

even and stockmen, the famous Black Leaf® trademark attracts customers to the profitable 

— items listed below. Nationally advertised in thousands of publications — magazines, 

.ance farm magazines and newspapers—Black Leaf products are always in big demand. 

high 

er Black Leaf 40 is the original nicotine Black Leaf Warfarin is the amaz- 

: sulphate insecticide containing 40% ingnew rat and mouse killer. /t’s con- 
nicotine. For spraying flowers, vege- centrated! One part, mixed with 19 

_— tables, shrubs and fruit trees to kill parts of bait, destroys entire col- 


onies. Rats and mice continue to 
eat it until they die without suffer- 
ing—with no convulsions and no 
dash for water. Tasteless, odorless 
—never causes “bait shyness.” 
Other rats and mice are not warned. 


aphids and similar insects by contact 
and by fumes. Never stains or burns 
and leaves no undesirable residue. Also 
widely used for delousing chickens; 
dipping and drenching certain animals; 
repelling dogs. 


> Black 
f ‘, 
Lea i 


Brearee em puare SIE 


SIZE AND SUGGESTED 
RETAIL PRICE 


4% oz. 52¢ 

VY, Ib. $1.75 
v2 Ib. $3.00 
1 Ib. $5.00 


DEALER PRICE 


- $ 3.92 
doz. $13.80 
- $24.00 
$19.92 


SIZE AND SUGGESTED 
RETAIL PRICE 


1 oz. Rr aera 
SS. eee 
S Wes Bee. ccc 
DR Gh. Gees ccs 


DEALER PRICE 


.doz. $ 2.79 
.doz. $ 8.55 
doz. $20.70 
. -doz. $36.85 





Black Leaf Rotenone Dust is a blend of 
1% rotenone and 10% sulphur on a spe- 
cial carrier material with superior dusting 


Black Leaf Aerosol Insect Killer is an 
entirely new and different formula, 
containing concentrated pyrethrins and 
piperonyl butoxide. Contains no DDT. 
Can be used anywhere. Ideal for home 


qualities. Controls bean beetles, cabbage Black 
worms, flea beetles and similar chewing [iy W-y..aee 
insects infesting vegetables, flowers and 

fruits. Also controls cattle lice, and fleas Biiga.[),)3 
and lice on domestic animals. DUST 


use. Push-button action. Quickly 
knocks down and kills flies, mosquitoes, 
ants, roaches, bed bugs, clothes moths 
and silver fish. Leaves no unpleasant 
odor, is non-inflammable and otherwise 
safe for normal handling, storage and 
use. Your best bet in a push-button 
aerosol. ' 





SIZE AND SUGGESTED DEALER PRICE 
RETAIL PRICE 


1 Ib. EEE ee 
i Oy Ue. ss sccedscccs sO SURE 





Black Leaf Garden Dust is a multi- 
purpose dust or spray, combining the 
advantages of nicotine, pyrethrum and 
rotenone for control of chewing and 
sucking insects—plus a concentrated 
fungicide for protection against fungus 
diseases of flowers, fruits and vegetables. 
Ideally suited for home gardeners who 
desire a combination insecticide and 
fungicide. 


It will pay you to stock a complete line of Black 
Leaf pest control products. Place your order with 
your regular distributor. Every product is attrac- 
tively packaged and carries full directions. 


If you desire additional information on these 
and other Black Leaf products, communicate with 
the address below. Your inquiry will receive prompt 
attention without charge or obligation. Let us help 
you solve your customers’ pest control problems. 


SIZE AND SUGGESTED 
RETAIL PRICE 

Vv, Ib. 

1 Ib. $1.15 


DEALER PRICE 


doz. $5.10 


Tobacco By-Products & Chemical Corporation 
RICHMOND, VIRGINIA 











Dependable Pest Control Products Since 1885 
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DISPLAY 
COILS 


Any dealér who handles smaller sizes of rope will immediately sense the 
many advantages of H & A Display Coils. Here is a unit so compact that a 
full stock of four sizes may be set up in a space unbelievably small, providing 
powerful display value wherever it is placed. This package gives protection 
to each coil until the last foot has been sold. Yet to complete a sale, it is 
only necessary to pull the required length of rope out of the center hole. 


Customers too get their own story at a glance. The contrasting colors and 
unique shape, impel attention. The instantly visible contents unfailingly re- 
mind them of possible rope needs. Furnished in either “Blue Heart” No. 1 
Manila or “Red Heart” No. 1 Sisal. 


H & A Display Coils available in 1/4 inch (1000 ft.); 5/16 inch (700 ft.); 3/¢ inch (500 ft.); 
7/16 inch (380 ft.); and 1/2 inch (260 ft.). Approximately 20 Ibs. of rope in each coil. 
Dimensions of carton, 15” x 13” x 61/,”. “Blue Heart’ cartons colored blue and silver. 
“Red Heart’ cartons colored red and silver. Ask your supplier for details; or write 
direct for trade information. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 
BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN. 
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isuial fron 


Crerywheree IN ALL KINDS OF STORES 





@ INDIANA 


4 LOUISIANA 
~w CALIFORNIA 


are boosting business 


When more people can see in, more come in to buy 

Why not find out right now what it would cost to 
make your storefront a powerful business-getter? The 
man to see is your Libbey -Owens:Ford Glass Distribu- 
tor. He’s a local businessman who knows local problems 
... knows local architects and contractors who do 
storefront work .. . knows local codes. 

Why not get in touch with him to discuss your 
storefront and get an idea of costs? Your L-O-F 


Distributor has the best and most complete line 


For a modern VISUALS 
Of RONT see your nearest 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 


L-O-F Polished Plate 


Glass, Golden Plate to reduce fading of displays, 


of storefront materials 


Thermopane* 


insulating glass to reduce steaming and 
frost, Tuf-flex* doors to open up entrances, Vitrolite* 
glass paneling to beautify exterior surfaces. 

Send the coupon for our 
Visual Fronts book and for the = aera 
names of your nearest L-O-F : 
Distributors who can give you 
this complete, helpful service. 


re | VESURE RRONTS 
Libbey "Owens*Ford Glass Co. 2 on \ 
6951 Nicholas Bidg., Toledo 3, Ohio . 


Send me your book on Visual Fronts and the names of the nearest 
L-O-F Distributors. 


Name 





Print Plainly 
Address 





City 












It’s later than you think DOY 


-if you want to cash in (itn 
YEARR 1951] 


on screen hardware! vanionat 


, c Manufacturing 
Better rush your order in now for these popular ¢ 5 m pao y 


sales leaders of the month. The seasonal battle 
against the intrusion of flies and insects is now in full swing. Health 
and sanitation demand efficient screening on doors and windows. 


a ational, 








oo 
AAS 7:2. 2. on on on on oe EEE 




















SE 
SCREEN HARDWARE es 
or 
represents years of experience Ge 
and “know how” in designing FIR 
and manufacturing. Simplicity of tor 
installation and smooth, friction- i 
free operation are the predomi- ieee 
nating features of these National 
products—noted for their excep- Ri 
tionally long service life. 
The 
No. 85 Storm Sash Adjuster, si 
turnbuckles and door latches wae 
all serve a worthy purpose 
in providing greater secur- ol 
They 


ity from the intrusion of in- 
sects into the home during 
the summer months. 













Your trade is alert to the 
importance of installing this 
type of hardware now— 
without delay. Are you pre- 
pared with ample stocks to 
meet this demand? 














No. 195 Screen Door Turnbuckle 








No. 196 Screen Door Turnbuckle 


or Latch 
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* won't RUST 
WONT stain 
WONT BRenK 
WONT Buice J 





Som O84 ttFUND o> 


9’ Guaranteed by @ D 
Good Housekeeping 
~ 


» 
wor as Apvenristo WES 


Get your full share of screening profits with the new 
FIRESTONE VELON Display rack. Turns prospects into cus- 
tomers — even while you're busy elsewhere. 

Sturdy — compact: 5534” high, 45%” wide, 14” deep. 


Stores the six most wanted screening widths: 24”, 26”, 28”, 
Remember, 


They want this permanent, year-round screening because 
rain won't rust it; sun won't rot it; cold won't weaken it; salt 
air won't corrode it; soot and smoke won't destroy its smart 


appearance. 


They like its light weight and its low price. They know it won't 


PROFITS Roll Right Off With This 


aa 


e il displays 
e il dispenses 


e it SELLS! 


30”, 32” and 36”. Ends searching for the right product, the 
right width. No more lifting and carrying. 

Order six rolls now and get this space and time saver for 
only $9. 95 less than half our cost. We prepay shipment 


from Chicago. 


“prospects won't be switched! 


bulge or break under extra-heavy pressure. And they know 
it requires no maintenance — never needs painting. 

Available in 42”, 48” and other widths in addition to those 
carried on the display. In forest green, bronze brown or 


aluminum gray. Mesh 18 x 14. Filament diameter .015”. 





WATCH YOUR 
INVENTORY! 


There's an avalanche of screening 


business coming your way. See 





(A 230 lb. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 
disappeared, leaving no 
sign of strain or damage.) 














your jobber now. If he doesn't 
handle VELON, write or wire us 
today! 


Plastic lloven Products 


WEAVERS OF Firestone Jen) SCREENING 
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51 CAMDEN STREET 
PATERSON 3, N. J. 















THE SHELLS 

















WITH THE EXCLUSIVE | 
UNDER POWDER Se _ 





GAS 
CHAMBER — 













A NEW HIGH IN PATTERN UNIFORMITY because gas leakage 
is eliminated . . . either into the head of the shell or into 
the shot. To the shooter, this means (1) pattern UNI- 
FORMITY never before achieved (2) no loss of energy (3) 
no “balled” or deformed shot (4) no “leading” (5) no 
expanded brass to cause difficult extraction. 













SUPER-SEAL 
CUP WAD 
OVER AND 
UNDER POWDER 













ADE-MARK 


WORLD CHAMPION AMMUNITION 










PRODUCTS OF 






CARTRIDGES, TRAPS & TARGETS 









INDUSTRIES, INC. CONSISTENTLY ADVERTISED TO YOUR CUSTOMERS IN THEIR FAVORITE MAGAZINES 


WESTERN CARTRIDGE COMPANY, DIVISION OF OLIN INDUSTRIES, INC., EAST ALTON, ILLINOIS 
50 HARDWARE AGE, MAY 3, 1951 
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(olorfil NEW 2%,ciy DISPLAY 
pee TERRIFIC SALES WALLOP! 


SELLS...SELLS...and SELLS! a 


FAx Wha Ny 47 





Comes pre-packed with 1 doz. TOT 50 


staplers ... takes little counter space 


/_&, 
4 


Do Hundreds of Home Jobs 


... designed for self-service... sets up oe , = 
li : \ Seviiaphnis OC 4 
for selling “quick as a Bunny” id 


CASH-IN ON BIG NATIONAL jum 7 
ADVERTISING TO MILLIONS —_ 





TACKER STAPLER 


DISPLAY THIS SMALL- at the press of a finger it TACKS Seq 
SPACE SALES GIANT and ’ ’ staples 


into wood 


CASH-IN on RECORD- 4 
: =, 
BREAKING NATIONAL AD- ‘ | io : STAPLES e 


articles OR, 


VERTISING to 30 million ‘ 
; | i ENDS * es 
Cx 


people month-in, month- | @ things 
with stee 


POPULAR ' 
SCIENCE (iaas 


RETAILS 


98° 


with 1000 
taples 


TACKER-STAPLER 


Precision made with Swingline quality—lasts for years. Prof- 
itable repeat business on staple refills—25c retail per 1000 
staples. Order fast-selling TOT 50 Tacker-Staplers in the 
terrific, NEW Swingline Bunny display package TODAY. 





AZINE \I , ae A 
ne i “i> SPEED PRODUCTS COMPANY, INC. 


LINOIS 
LONG [ELAND CITY L MEW VORA 


31 : 
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14, MASS. 


BOSTON 


° 
Oo 
< 
Vv 
x 
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NEW YORK 


Telephone: Richmond 2-2515 





“ow SHellac 


builds customer confidence 
assures perfect results 


® Won't Scratch or Mar 
© Will Not Darken with Age 


Oita verte @lailaae aliltoita: 


i 


Only quality shellac provides these features: 


® quality shellac dries fast and hard—bonds firmly @ quality shellac powders easily when sanded. 


to surface or undercoat. © quality white shellac, applied on a clear day, will 


© quality shellac will dry rapidly to a hard, finger- provide a clear, transparent surface, free of fog or 


print and dust-free finish. clouds —a tough, non-scratchable finish. 


-——e--- SEND TODAY! 
SHELLAC INFORMATION BUREAU Dept. Ha-5 


PROMOTE QUALITY SHELLAC 65 Pine Street, New York 5, N. Y. 


Please send, without obligation, full information and retail selling 


: helps on shellac. 
the faster-drying finish that gives more 


CLARITY - ADHESION - TOUGHNESS. - FLEXIBILITY 7 


F Address 
Nationally Advertised. 
City 


Signed eo 
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ADVANCE 


TRIPLES YOUR MARKET 
with... 


.A COMPLETE LINE of modern, field- 
tested pumps and water systems, including (1) 
V-Series of centrifugal, Hydro-ejector type 
pumps, from j4 to 10 H.P., pumping levels to 
200 feet; also direct-connected gas-engine drive, 
or belted, any speed or cycle. (2) Multi-stage— 
for extreme high pressure shallow well pumping, 
or deep well pumping to 300 feet. (3) Horizontal- 
type. 100% self priming—package unit or with 
vertical tank. Write for catalogs! 


} - ’ 
i \ v2 F tial linmamiiliald 


Ana-*- a 


...- A “PROFIT-TESTED” DEALER SALES 
PROGRAM ... Advance offers you a complete 
package of proven sales tools to help you build 
your water systems business: Free ad mats; color- 
ful store display signs; circulars; decals; and a 
really practical, portable demonstrator unit that 
can be set up and operating in 60 seconds. In- 
quire today! 


..- WORLD-WIDE SALES AND SERVICE. 
Fully-staffed sales and service offices in the East 
and West; factory-trained field representatives; 
full export facilities. 


A growing, progressive organization, continually 
working with and for Advance dealers! It all adds 


to. 
I | up to better profit. 





pitti *% 3 ALL-AMERICAN 


* GOOD TERRITORIES STILL OPEN TO 


QUALIFIED REPRESENTATIVES. WRITE OR 


WIRE NEAREST ADVANCE SALES OFFICE. 
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In spite of the critical shortages of raw materials, 
equipment and manpower which are plaguing in- 
dustry, 1951 will be Swan’s best year to date! 


Our policy of specializing in every phase of the 
garden hose business is enabling us to manufacture 


more hose footage this year than ever before, and 
to deliver it to Swan Jobbers! 


Swan also leads the parade with powerful, color- 
ful consumer advertising, and local sales and mer- 
chandising helps for the thousands of hardware 
dealers who sell Swan Garden Hose. 


If you do not sell Swan Hose, and are having trouble securing hose from your 
present source — see your Swan Jobber today. He may be able to help you! 


Use these Swan 


GARDEN HOSE 


w 


increase Your SWAN Gorden Hose Sales and Create Extra Store Traffic 
With These Timely SWAN NEWSPAPER Aas 


Retail Selling helps 


during the 


Garden Hose Selling 


SWAN PRODUCT 
FOLDERS ENVELOPE STUFFERS. 
Order yours today... they're FREE! 





aes 


— 


Season Ahead! 


FAMOUS MERCHANDISER— 
the original in the industry — 
more than 20,000 in use! Fill 
yours with Swan Hose and place 
it where store traffic is heaviest! 


SWAN RUBBER COMPANY 
BUCYRUS, OHIO 
World’s Largest Manufacturer of Garden Hose 
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I sell 
the finest... 
| sell 

DEMPSTER! 





because my customers want 
quality water systems... 


My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don’t plan on early replacement or needless repair. 
They expect and demand quality. I guess that’s why 
the Dempster Water System is the farmer’s favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
















JETMASTER — Only 
one moving part. No 
special pressure tank 
needed. Easily installed 
and exceptionally 
efficient. 











DEEP-WELL JET- 
MASTER — Ideal for 
offset installation, or to 
be set directly over the 
well. Unusually simple 
in operation — only one 
moving part. 











DEEP.WELL WATER 
SYSTEM — Positive 
lubrication. Modern 
design. Available for 
electric motor or gaso- 
line engine operation. 
Can be supplied with 
windmill attachment. 























s ENTRIFUGAL 

UMPS — Impellers 
o semi-enclosed for 
greater efficiency. Bal- 
anced drive shafts ride 
on double Timken Bear- 





















ings. There are no better 
irrigation pumps made 
than Dempster Centrif- 
ugal Pumps. 





America’s Quality Line of Farm 
Water Systems 


Pumps ® Tanks ® Windmills @ 
Irrigation Equipment 









DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 








wATER SUPPLY EQUIPMENT 
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THOUSAND wd ONE USES. 


A ‘One Package” 


CHAIN 
DEPARTMENT 
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Want to increase chain sales with- 
out a large investment of money, 
time or valuable floor space? It’s 
easy when you get the McKay 
Silent Chain Salesman with its assortment of nine popular types 
of chains. Here’s a complete chain department in less than 
two square feet, that displays the chains which your customers 
need and buy. 


This unusual deal—the McKay Silent Chain Salesman and 
any one of four chain assortments—is yours for one low price. 
The all-metal Silent Salesman display rack is 53" high, 834” 
wide, 12" deep and is finished in a handsome red crinkle 
baked-on enamel. It comes complete with instructions for 
setting up, including proper arrangement of stock and syg- 
gested retail prices. 


































© The McKay Silent Salesman and chain assortment has a low “first B 
cost."’ It holds more chain than any other type of display. Shak | 
© Chains are d d from standard 50’ and 100’ cartons. 9 differ- c rallow 
ent chains with prices —can be displayed at one time. opacity U 









© You do no lifting or tugging to install reels and you are not limited 
to selling chains packed only on special reels, 





WRITE TODAY for McKay Silent Salesman Catalog /# 
Sheet which gives full details on the McKay Chain 
Display and “Best Selling’’ Chain Assortments. 






THE McKAY COMPANY 


. 440 McKAY BUILDING * PITTSBURGH 22, PA; 











© Mild and Stainless 
Welding Electrodes 
© {ndustrial and Commercial Chale 


© McKay Metal Fil 
© McKay-Rod Electrodes 
© McKay Tire Chains 
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PRODUCE MORE FOOD 
SAVE LABOR 
GUARD HEALTH 


ALL OVER AMERICA:- - 


Me W is the time to sell Barnes 
Produce More Food! Guard Health! Save Labor! These are the 
jobs that have landed in the Farmer’s lap with the National Emergency. 
And these jobs are so important that the Government has issued 
a special priority rating to assure a continuing supply of farm equip- 
ment and water systems. In short, RURAL AMERICA must produce 
more food in the face of a dwindling supply of labor. And a water 
system not only helps make this possible; but it guards the health 
of the FARM FAMILY as well. 
The dealer handling the Barnes Line is “out in front’! For 
Barnes has the most complete line of water systems in the industry. 
. ' Barnes, while producing heavily for the Military, will keep a constant 
rnes Horizontal Deep-Well oe | Ty supply of water systems flowing to its dealers. Furthermore, Barnes 


Jet Water System We is backing its dealers with many new, sales-winning merchandising 


Bae ue = i cree - helps. Send today for details of the Barnes Franchise. Write Dept. A. 


ar 


~ 


| 
4 
$. 
‘ 


’ 
i 
= _— 
7 
» 4 
Ng 
Deep-Well 
bl Jet System 


Up to 150 Ft. 
y Up to 6,800 G.P.H 


' 


Barnes Reciprocating : 
Shallow-Well Pump ‘in 
Capacity Up to 350 G.P.H. am 
a& 4 
i 
Barnes 2-Stage 

Vertical Jet System 

a t i Lifts Up to 200 Ft. 
= Capacity Up to 11,000 G.P.H. 


Barnes “Packaged” Comet 
Shallow-Well Jet Pump 
Capacity Up to 505 G.P.H. 





{ 22, PA. 
Barnes Low-Cost Meteor 
ss Shallow-Well Jet Pump WATER SYSTEMS 
es Capacity Up to 505 G.P.H. 
ammercial Chait 


MANUFACTURING CO. 


BUY THE BEST::: BUY BARNES MANSFIELD, OHIO 


Y 3, 1951 








during Pump Month 


... insure pump profits all year every year 


May—Water Systems Month—can be 
highly profitable for you. Goulds dealers 
last year reported that hard-selling May 
promotions—with Goulds special aids— 
became a sound basis for highly profitable 
volume in pumps, in related items, and in 
merchandise that has nothing to do with 
pumps! 





Shallow 
” Capacity: 2. 
Attractive... colorful window 
streamer designed especially for JET SYS! 
Water Systems Month. (7" x33") 


Attractive, colorful, effective... 
Goulds wall poster (22" x 34”) 
sells Goulds pumps. 


This is National Water Systems Month 


emcuenteg tome 


Novel counter card (81%" - ; “ #, ; ‘| — 
x11") holds full-color yf \ fae _ ‘ A shallow w 


Goulds literature in pocket. 4 ’ wn} % ' ae ' Capacities: 
; P ~ 7 men 275 and 3: 


gals. per h 


SAVE LABOR 
GUAKO HEALTH 
bad 


j < naa WIT, 
‘ ey PUNNING WATER 


GET YOUR ELECTRIC WATER SYSTEM (/JH// “) 


eng sage ae (27"x 41") 
sells prospects the advantages of running water. 





All promotional material shown is FREE! Write us today WATER SYSTEMS 
if you haven’t already received your Water Systems , B48 
Month sales and profit aids. 


GOULDS PUMPS Inc. ¢ Seneca Falls, N.Y. FOR EVERY (ASS ee 
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PROTECTION 


There’s a Deming Water System 
for every need everywhere! 


MARVELETTE 


Shallow Well System 
Capacity: 250 gals. per hour 


JET SYSTEM for 
shallow wells 
Figure 4950. 
Capacities 
from 240 to 
825 gals. per 
hour 


@ Markets for electric water systems offer greater sales 
opportunities than ever before. 


Increasing numbers of people are locating beyond congested 
areas—beyond city water mains. A high percentage of farm 
owners of electric water systems under-estimated their needs 
and are prospects for larger pumps. Countless thousands of 
pumps are 1 5or more years old and will have to be replaced. 


You can meet every demand of this huge market with the 
complete Deming line. There’s a Deming Water System for 
every need everywhere. No other line offers a greater selec- 


tion for type, size and capacity to meet every need exactly. 


THE DEMING COMPANY 


517 BROADWAY «+ SALEM, OHIO, U.S.A. 





MARVEL for 
shallow wells 
Capacities: 
275 and 375 
gals. per hour 


DUPLEX for 
shallow wells 
Capacities: 
500 to 1800 
gals. per hour 


OIL-RITE 


for shallow 
wells 


. Figure 1808 


“Oil-Rite”. 
Capacities: 
500 to 4800 
gals. per 


WORM DRIVE for 
deep wells 

Figure 562 

“WORM 

DRIVE”, 

Capa- 

cities: 190 

to 420 

gals. per 

hour . 


MINUTURB 
for deep wells 
Figure 4701 
“MINUTURB”. 
Capacities: 
900 to 4800 
gals. per hour 


( 
OIL-RITE for deep 


wells 

Figure 1062 
“OIL-RITE”, 
Capa- 

cities: 

190 to 

3600 

gals. 

per hour 


JET SYSTEM 
for deep wells 
Two pipe 

and single 
pipe systems. 
Capacities 
from 200 

to 4500 

gals. per 

hour 





IT PAYS TO HANDLE ae 
‘ “Long-grip"® 


Sprinkler By 5 Couplings 


Rapidayton’s aoe : ont heat 
JET PUMP LINE rice 


Trouble-free performance and long service life 
make the RAPIDAYTON Jet Pump Line a very 
profitable one to handle. All models have one 
basic design and it is a very simple and easy 
matter to adapt them for either shallow or deep 
well service. There is a wide range of sizes 
which provides the right model for 
every type of installation. Fill 
out the coupon below and 
send it in TODAY. 


VERTICAL JET PUMPS— 
RAPIDAYTON'S complete 
line includes vertical 
pumps for both deep and 
shallow well service. 


Paes 


Sizes range from '/; h.p. 
up to and including 1 '/2 
h.p. Supplied with any 
size tank 


be 
é 
e 


HORIZONTAL JET 

PUMPS — RaAPIDAYTON’S 

horizontal jet pumps F 

range in size from ‘5 . 
h.p. to 1 h.p. inclusive, No. 33 No. 161 
with models suited for | “Brass King" (® “Diamond''(& 
either deep or shallow 

well service. 


RAPIDAYTON ‘‘PACK- 
AGE SYSTEMS''’—The 
new RAPIDAYTON line fea- - 
tures horizontal jet pumps ” ” " ee 
for both deep and shallow a Steyfiet 
well service—with pump 
mounted on a horizontal 
tank when a ‘‘package 
system" is required 


THE DAYTON PUMP & MFG. CO., | V No. 156 
Dept. HA, 500 Webster St., Dayton 1, Ohic The “Tulip"® 





Please send me complete details and prices on the new No. 14 
RAPIDAYTON Line of Jet Pumps. 


im HOB. Sherman Mfg. Co. 


city | Battle Creek, Michigan 
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F Ww : It’s the one great quality your customers need in 
& & a water system. And with the F&W line you sup- 
WATER SYSTEMS | 


FLINT « WALLING MFG. CO. INC. Sl ; 
a they have a deep or shallow well and whether 


ply them with unmatched dependability whether 


they prefer a centrifugal-jet or piston type pump. 


And all these F&W water systems are great 
performers. Typical is the new F&W two-stage 
deep well pump shown on the left. It delivers 
high capacities at depths formerly reached only by 
more expensive three-stage pumps. Go on down 
the whole F&W line and you'll find the same 


high performance and that great quality of de- 





pendability that your customers need and want. 
Drop us a line and we'll be glad to send you full 
8g y 


information on the line that sells and stays sold. 


FLINT & WALLING MFG. CO., INC. 


588 Oak Street, Kendallville, Indiana 





DEPENDABLE 
FOR 
85 YEARS & 


WATER SYSTEMS 
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Gear Today’s Selling 
of Myers Water Systems 
fo This Nationally Important Theme... 


e SAVE LABOR 
e GUARD HEALTH 


National Water Systems Month 


offers every Myers Dealer an opportunity to identify 
himself with the national defense effort. Industry- 
wide adoption of this year’s three-point slogan as- 
sures fullest possible emphasis on the three major 
benefits of running water—benefits vitally impor- 
tant to an America mobilizing its tesources for 
greater national strength and security. Myers has 
made the most of this 1951 effort—with the biggest 
national advertising tie-in program in the field. 
Now, it’s up to you to make the most of this prestige- 
building campaign . . . by taking full advantage, 
throughout 1951, of the broadest Dealer Aid Pro- 
gram offered by any pump manufacturer. Order 
your needs today! 


THE F. E. MYERS 


& BRO. CO. 
Dept. W-71, Ashland, Ohio 
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From the sunshine country of Texas to the land of the sky blue 
waters, McDONALD Water Systems are giving dependable, 
economical service on all types of installations. 


Now—a new Hydro-jet model with capacities to 4500 gallons 
per hour. Series 2500 (pictured above) includes these features: 
Single-stage horizontal; Single passage monoflow insertable 
volute; One moving part; Interchangeable for deep or shallow 
well. A. Y. McDONALD MFG. CO., Dubuque, Iowa. 


FREE! — new pocket size catalog 
showing the complete McDonald line 
with performance ratings and capac- 
ities. Write today and ask for Cat- 
wr) P-50P. 


Shallow Well Reciprocating Pan Well 


RY KO , 




















thle , | 
built "to greet a million hands YWAGE 


LOCKSETS 


Kwikset locks are 
precision manufactured, 
beautifully finished, 

fo (-1-} le pel -to Mom Cote 


kwikset sales and service compa 
anaheim, califor 











a profit opportunity 
for hardware dealers 


This is National Water Systems Month 
...@ golden opportunity for hard- 
ware dealers to capitalize on a na- 
tional promotion effort designed to 
emphasize how, in peace and in war, 
running water contributes to improv- 
ing America's standard of living and 
her productivity. On the pages that 
follow, HARDWARE AGE editors 
describe this national promotional 
effort; tell how dealers can tie in with 
it; why this month is an ideal time for 
cggressive selling of running water; 
how profits for water systems con- 
tinue pyramiding long after the origi- 
nal sale. You will also find in these 
pages reports @p proven methods 
for increasing your volume and prof- 
ter systems and related 
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SPECIAL REPORT ON 








WATER SYSTEMS 


WATER SYSTEMS MONTH 








KENNETH A. HEALE 


Hardware dealers have an unusual 
opportunity during this month to 
tie in with a nation-wide campaign 
—National Water Systems Month 
—to sell more farmers, merchants 
and other business operators be- 
yond the water mains, on the profit, 
health and convenience potentials 
of running water. 

Paced by the slogan, “Produce 
More Food—Produce Better Food; 
Save Labor —Guard Health With 
Running Water’, the campaign is 
sponsored by the National Associa- 
tion Domestic and Farm Pump 
Manufacturers and the Electric 
Water Systems Council. The Coun- 
cil includes manufacturers of elec- 
tric water systems and utility com- 
panies affiliated with the Edison 
Electric Institute. _ 

Will supplies of water systems 
and related lines be large enough 
to meet all demands? Probably not. 
BUT the National Production Au- 
thority has recognized the essential 
need for running water in farm 
production. Thus some critical ma- 
terials will definitely be provided 
for water systems. Water systems 
manufacturers look for a good pro- 
duction year in 1951—if sufficient 
raw materials are made available. 

Running water is an Open Ses- 
ame to more profits for both the 
dealer and his farmer-customer and 
others beyond the water mains. 
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a real profit opportunity 


By KENNETH A. HEALE 
Managing Editor, 
Hardware Age 


Last year’s observance of National 
Water Systems Month caused more 
farmers and others to avail them- 
selves of the advantages of electric 
water systems during that period 
than ever before in the history of 
the water system industry. 

Mr. Hardware Dealer—tie in with 
National Water Systems Month. 
Sell the idea of running water to 
your farm customers, and others 
residing in or conducting  busi- 
nesses beyond the water mains. Sell 
the idea of running water not only 
as a profit maker but as a money 
saver for farmers, home owners, 
camp operators, refreshment 
stands, gas stations, country stores, 
boarding houses and other business 
concerns. Sell it not only as a profit 
maker, but as a health and sanita- 
tion need and as a means of protec- 


tion in the possible event of fire. 

In the pages immediately follow- 
ing HARDWARE AGE presents an out- 
line of sales methods that have 
proven successful in the merchan- 
dising of water systems and related 
merchandise, plus suggestions as to 
how the hardware dealer may an- 
alze his market and really go after 
it. Also included are illustrations 
of examples of water systems units 
offered by leading manufacturers. 

When a farmer installs a water 
system—purely as a business ad- 
junct—his wife wants running 
water piped into her kitchen. This 
done she fancies a modern sink. The 
new sink—probably a cabinet mod- 
el—makes the rest of her kitchen 
appear to need other improvements. 
And so a chain of sales starts, me- 
chanical refrigeration, water 


This is National Water Systems Month 





Four-color Water Systems Month poster, 27 by 42 in., showing uses of 
running water on a farm, offered free by participating manufacturers. 
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heater, cabinets and possibly lino- 
Jeum, asphalt or rubber tile flooring. 
Modernization of the kitchen makes 
other rooms in the farm home look 
on the shabby side. As a result 
paint, wallpaper, shades, Venetian 
blinds and other goods are sold. 

Next in mind is a modern bath- 
room, with a modern water closet 
replacing the old outdoor facilities. 
A bathtub, wash basin, medicine 
chest and possibly a linoleum, as- 
phalt or rubber tile floor covering 
are needed for that new and mod- 
ern bathroom. The advantages of a 
modern laundry setup, either as 
part of the kitchen or as a sepa- 
rate room, come to the fore, too. 

Frequently too the renovation and 
modernization of the interior of the 
rural home makes the exterior ap- 
pear pretty drab in the eyes of its 
owner. This thinking can result in 
the sale of paint, builders’ hard- 
ware, screens, and a number of 
other lines basically unrelated to 
running water. 

Materials and equipment sold 
with a water system will average at 
least 64% times the value of the unit 
itself, according to a recent survey 
by a prominent water systems man- 
ufacturer. 

As an aid in promotion of Na- 
tional Water Systems Month the 
National Association Domestic and 
Farm Pump Manufacturers is is- 
suing an attractive four-color 
poster calling attention to the event. 
It features the slogan, “Produce 
More Food—Produce Better Food; 
Save Labor — Guard Health, With 
Running Water.” This poster mea- 
sures 27 by 42 in. It depicts every 
way running water increases food 
production, saves labor and guards 
health. Dealers may obtain as many 
copies as they wish from manufac- 
turers of the water systems they 
sell, plus other promotional aids. 

In addition a colorful broadside 
is available, in quantities, free of 
cost for mailing to the dealer’s 
Prospects. It shows cutaway draw- 
ings of a farm hooked up with a 
complete water system and of a 
farm house kitchen, bathroom and 
laundry with the message, Running 
Water Guards Family Health. The 
broadside has space for prospect's 
address and dealer imprint. 

Tie in with National Water Sys- 
tems Month for the profit of your 
customers and yourself, while serv- 
ing the national defense program. 


After National Water Systems , 
Month has been Wi&ccessfully con- * 


luded keep plugging on the cam- 
Paign’s theme. 








Outlook for Water Systems 


By HERBERT C. ANGSTER 
Executive Secretary and Director, 
National Association Domestic and 

Farm Pump Manufacturers 





HERBERT C. ANGSTER 


Many hardware merchants and distributors are concerned about 
availability of material and merchandise as this country moves 
farther and farther into a defense economy. Hardware merchants 
and wholesalers who handle water systems equipment, for instance, 
are wondering whether they will be able to meet the demand and 
satisfy the interest drummed up by National Water Systems 
Month promotion. 

The present supply of water system equipment is good. 

But what about the future availabilities? Well, the government 
has borrowed the industry’s crystal ball. The answer to that ques- 
tion depends entirely on government action. 

This much can be said, however. Electric water systems are 
essential to food producers who must increase their production to 
meet the demands of the defense program. Anyone who is a food 
producer will be able to get water system equipment. And that is 
the theme of National Water Systems promotion, “Produce More 
Food—Produce Better Food; Save Labor—Guard Health.” 

It is to the advantage of the wholesaler to do everything pos- 
sible to stimulate the interest of his customers in the importance 
and the opportunities of National Water Systems Month. Whole- 
salers and hardware dealers alike will receive generous benefits 
from vigorous cooperation and individual efforts. Wholesalers 
should make certain that all of their customers who handle water 
systems equipment receive promotion kits containing a large, four- 
color wall or window poster and an adequate number of the attrac- 
tive, story-telling mailing pieces. These kits are available through 
manufacturers of pump equipment. 

The tremendous punch of National Water Systems Month can 
be an open sesame for tie-in campaigns and displays of other 
hardware goods. The advantages of running water suggest tie-in 
promotion for bathroom, kitchen, laundry, hot water and heating 
equipment. Such displays are reminders of the sanitation and 
convenience and labor-saving possible with running water. 

Hardware merchants who use local newspaper advertising and 
spot radio announcements, are bound to have superior results 
during National Water Systems Month, when such efforts are 
backed up*by the national campaign. 

During May, when the frost is just out of the ground is the 
best time to install a water system. Furthermore, spring planting 
and spring gardening are just moving into high gear—a perfect 
time to point up the labor-saving and increased production pos- 
sible with running water. May is the time of the year when 
farmers must decide whether they are going to enjoy the ad- 

vantages of an electric water system during the busy summer sea- 
son when the task of pumping and carrying water is at its peak. 

The spadework has already been done for hardware merchants 
and distributors along every avenue of approach on a national 
level. There is no better time for water systems dealers to concen- 
trate their efforts than during the month of May when all outside 
aids have been marshalled to their assistance. 
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WATER SYSTEMS 


THE MARKET FOR WATER SYSTEMS 





For the hardware dealer serv- 
ing areas beyond the water mains, 
every home, every farm and every 
type of business operation is a 
prospect for a water system. The 
man that now has a system is a 
prospect for a newer, more effi- 
cient system; the man without a 
system is a prospect to be sold the 
“running water” idea. 

From the viewpoint of the hard- 
ware dealer, one of the most at- 
tractive features of selling water 
systems is the tremendous poten- 
tial for related sales which each 
original sale generates. 

A survey by a manufacturer, 
illustrated in the chart on this 


where it is.. what it is 


page, shows that these related 
sales average at least 612 times 
the original sale, and can be 
pushed much higher with aggres- 
sive selling. This means, in short, 
that for every $100 cost of the 
original equipment, a dealer can 
count on selling an additional $650 
worth of related merchandise, 
such as pipe, plumbing supplies, 
sinks, etc. 

Many of the more than 6,314,090 
electric water systems sold in the 
22 years between 1929 and 1950 
have since been replaced by sys- 
tems of more adequate capacity. 
Today there are thousands of 
water systems which could well be 








Chart by Hardware Age 
Data from survey by 


Goulds Pumps Inc., 
Seneca Falls, N. Y. 
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replaced because they have, after 
many years of satisfactory ser- 
vice, become too old for economic 
repair. A good water system will, 
with proper care, operate economi- 
cally and efficiently for many 
years, but like any other mechani- 
cal equipment all water systems 
eventually wear out. 

The Edison Electric Institute 
estimates that as of Dec. 31, 1950, 
there were in the United States 
2,626,266 farms hooked up with 
Rural Electrification Administra- 
tion lines and 244,695 farms re- 
ceiving power from municipality 


lines. Public utility companies 
were” serving 2,501,839 farm 
homes. 


In all three classifications the 
total number of farm homes on 
power lines was 5,372,800. Some 
of these farms are hooked up with 
water mains but the bulk of them 
are not. Everyone of them needs 
running water for more profitable 
and efficient operation, for human 
health and safety, and for modern 
living convenience. Many of those 
now having their own water sys- 
tems will some day need replace 
ments or service. In both the re 
placement business and the initial 
sale of water systems the hard 
ware dealer merchandising such 
equipment has a good entree— 
that of service for a vital segment 
of our national economy. 

How many electrified homes, 10 
cated beyond the water mains, 
still do not have running water is 
not accurately known at present. 
The U. S. Department of Com 
merce in its Housing Characteris 
tics of the United States repor! 
issued in April, 1947, stated that 


#at that time thgre was a 35 pt 


saturation in water systems 0% 
active farms. 
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Of the 6,314,090 electric water 
systems sold between 1929 and 
1950, 2,664,655 were sold in the 
four years since that saturation 
point was analyzed. How many of 
those units were replacement 
sales for previous users and how 
many were for non-farm installa- 
tions would be impossible to de- 
termine. Since these figures in no 
way take into consideration sales 
to non-farm users the market to- 
day is definitely one of even 
greater size. 

— Probable increase in the number 
it iS and size of military camps, bases 
and airfields and other defense 
training and production units can 
lead to the conclusion that alert 
hardware dealers in areas having 
new or expanding defense units 








oS aa will have additional sources of 
conomie water system sales. Defense hous- 
em will, ing projects will also be among 
conomi- the new prospects for water sys- 
r many tems, in many areas and wherever 
nechani- § ‘ey are they will have high pri- 
systems ority ratings. That those directing 
: such defense projects will not al- 
Institute B “YS be in the market for the best 
31. 1950, § °duipment, nor even equipment 
d ‘States beyond the most limited essen- 
up with tials, is likely. But whatever their 
ninistre potential demand many of them 
alia wet will want water systems and 
.icipality dozens of other items and wares 
ympanies and services regularly handled by 
9 farr hardware dealers in rural areas. 
tions the Sales of Electric Water Systems 
co dea In units — Scurce. Bureau of Census 
i up with 1929 123,000 1940 258,494 
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In these confusing times it is 
difficult to say just what supplies 
of equipment for farmers will be 
available in the future. It is, how- 














er mains ver, certain that all possible con- 
g water is sideration will be given to farmers 
1t. present and their need for farm equipment 
- of Com Including water systems. 

haracteris In war or peacetime the No. 1 
tes reporim Prospect for electric water sys- 
‘tated thaig™ tems and related merchandise and 
: a 35 pémeservices is the g@grmer, whether 
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or crops. Other segments of the 
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rural market are increasing. That 
the defense program will slow the 
increase of some of that additional 
market cannot be denied, but the 
market is still a big one well 
worth cultivating during Na- 
tional Water Systems Month and 
in the months and years to follow. 

As the Electric Water Systems 
Council so aptly states in a broad- 
side available for mailing to your 
farm customers, “In these times 
the production of food is a basic 
part of the mobilization effort. 
Men in service, workers in indus- 
trial plants, the health of the na- 
tion—each of these is wholly 
dependent upon you for increased 
quantities of grain, meat, milk, 
eggs and vegetables during this 
period. 

“You, as a food _ producer, 
whether you farm little or big, are 
an important part of America’s 
mobilization program.” 

Sell that philosophy, Mr. Hard- 
ware Dealer. From the angle of 
the nation’s welfare this is a vital 
message. Placing it on a purely 
selfish basis, if you will, all of this 
can put money in your cash reg- 
ister. 

Push that slogan among your 
farmer customers—“Produce More 
Food. Save Labor—Guard Health.” 
Remind farmers that May is the 
best time of the year to install 
a water system because spring 
planting and gardening is then 
moving into high gear. It’s a good 
month, too, for farmers to decide 
whether they are going to go 
through another busy summer sea- 
son without eliminating the back- 
breaking task of carrying water 
manually. 

Keep telling the story of run- 
ning water all through the year, 
each year. Remember that those 
who have running water may be in 
the market for a replacement unit. 
Or they may know of some friend 
who is seriously considering re- 
placement of his present water sys- 
tem. Whether your firm is a vet- 
eran in water systems selling or a 
beginner keep telling the running 
water story in every possible way. 
Often your farmer prospect thinks 
of running water purely as a busi- 
ness matter. Mrs. Farmer thinks 


of it this way but also wants 
human comfort. Sell both sides of 
the house and you pave the way for 
other bigger sales. 

Sell the story of running water 
this month and every month. 








Sell Running Water 


Sell the idea of running water 


and you open new markets for 


sales of a wide variety of ad- 


ditional 


these oo 


merchandise such as 
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WATER SYSTEMS 


OW TO SELL WATER SYSTEMS 





Je 


Basically, 
ing of a water sys- 
tem is the selling of 
an idea... the idea 
of running water. It 
is sale of all the con- 
venience, economy, 
profit, human com- 
fort, health and safe- 
ty attained with run- 
ning water. It is an 
idea that appeals to 
the husband as well 
as the wife with equal 
impact. 

The merchandising 
of the idea of run- 
ning water touches 
on the profits of the 
farm or other rural 
business as well as 
the universal desire 
of the housewife for 
the convenience that 
goes with running 
water. Successful 
dealers have demon- 
strated time and time 
again that selling the running 
water idea is the big aid for prof- 
itable selling of water systems. 
They have conclusively shown 
that sale of the idea of running 
water is but the beginning of a 
long chain of sales that can be 
made after the customer has pur- 
chased ¢ water system. 

The seven main steps in selling 
water systems are: 

1. Survey your territory—Power 
companies, the Rural Electrifica- 
tion Administration and manufac- 
turers of water systems are all 
working to sell the running water 
story throughout the country the 
year ’round. But until you know 
what the potential of your terri- 
tory is you may well be working 
like a ship without a rudder. 
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7 steps to water systems profits 


the sell- SUUUUUEOUUOUEUEODEOUGUOUUEOUEEUUEOODEEDEOOTEOODEOROOUEOUDOOUROODOOOOEROEDEOEOOEEOODEOODE 


7 Steps to Water Systems 
Profits 


Survey your territory 
Make personal calls 

Know your water systems 
Have a demonstration unit 
Sell the running water idea 
Have a service department 


Train your staff 


STUAUNUEUOUEOOUOOUEOOEONOUEOGEOOGROOORODEOOPUOGUEUGEOOUEOUDEODROOROODROOOEOODOOOOOUEEGE DOr 


Check with your power com- 
panies, REA and your county 
agent. Find out what they have 
learned from studies of your trad- 
ing area. If you know who is 
hooked up with utility company or 
REA lines, who is planning such 
a hook-up, and those areas into 
which new lines are being ex- 
tended, you have a good start. 

Have a man or woman of pleas- 
ing personality, who understands 
farm and other rural business 
problems, check your trading area 
as to who has water systems and 
who has not. The same person can 
check in addition to private 
homes, farm homes, summer homes 
and summer camps, prospects 
such as refreshment stands, tour- 
ist cabins and camps, fishing sta- 
tions, rural manufacturing plants 


3 


- and amusement 
parks. 

Consultation with 
your county agent 
will help you deter- 
mine the potential for 
new water system 
sales in your trading 
area. 

The main thing is 
to correlate all of this 
information on an up- 
to-date prospect card 
list. This should show 
the name, location 
and type of prospect, 
farmer, country store, 
summer home, camp, 
etc. And on that re 
ord indicate what per- 
sonal calls have been 
made; who made them 
and when. 

2. Make personal 
calls — Armed with 
facts and figures as 
to your potential mar- 
ket go out and ring 
doorbells. Visit all the farmers 
you can. Seek out those you know 
as well as those you haven’t pre 
viously met. 

Invite rural residents and busi- 
ness men who haven’t running 
water to visit your store to set 
how easy and how relatively in 
expensive is the installation of 4 
water system. Talk profits. Show 
them figures relating to experi 
ences of other users in your area 

3. Know your water systems. 
The old maxim, Knowledge is 
Power, applies in the selling of 
water systems as in anything else. 

What is the capacity needed by 
your prospect? Which particulat 
unit you offer will best meet his 
present and “@robable future 
needs? Does he need a new well! 

Know these facts and how t 
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determine them. Study the litera- 
ture—¢atalogs, sales bulletins, etc. 
—offered by the manufacturer 
whose lines you offer. Then be 
ready to tell your prospects the 
answers. 

4. Have a demonstration unit. 
The most potent means of sell- 
ing running water is to be able 
to demonstrate it right in your 
own store. As one manufacturer 
puts it, “It is important to display 
water systems so that prospective 
customers can actually play with 
them and turn the spigots on and 
off to see how they. operate.” 

The dealer catering to the rural 
trade will find an up-front display 
of running water a most potent 
sales weapon. If he shows it with 
some simulation of a modern 
kitchen, modern bathroom, home 
laundry, or some suggestion of a 
dairy, he has an even more excel- 
lent sales presentation to drama- 
tize the story of running water. 

Some hardware dealers have 
used demonstration units on trucks 
which they take right to the pros- 
pect to tell him the story of run- 
ning water. When such a plan 
is followed, descriptive circulars 
should be left with the farmer and 
his wife or for the proprietor of 
any other type of rural business. 

Demonstrate your water sys- 
tem lines at your county fair dis- 
play. With considerable attention 
at such events given to live stock, 
the county fair demonstration is a 
natural sales aid. 

5. Sell-the running water idea. 
Participation in activities of farm- 
ers and interest in their problems 
and operations is one sure fire way 
of selling them on the running 
water idea. 

Thousands of dollars are being 
spent by the National Association 
of Domestic and Farm Pump Man- 
ufacturers and the Electric Water 
Systems Council to tell the story 
of running water. When you sell 
the running water idea you are 
selling profit, comfort, health and 
safety. 

Advertise the running water 
story and the water systems you 
offer by newspaper, direct mail, 
radio, movie slides, highway signs 
and in your windows. When you 
Install a water system try to get 
the customer’s permission to put 
up a sign indicating that your 
Company is making that installa- 
tion and indicategshe make. If pos- 
sible, get the customer’s permis- 
Sion to put up a permanent sign 


indicating that you installed a par- 
ticular make of water system on 
the premises. 

When you have sold the idea of 
a running water installation the 
matter of financing may arise. 
Know what terms may be obtained 
through FHA, your local banks or 
finance companies. Remember that 
instalment buying appeals to many 
farmers even though they have 
the necessary cash for outright 
payment. 

Know the wage rates in your 
area and point out to the prospect 
the potential savings in time and 
manpower the use of a water sys- 
tem can attain. 

Statistics can be a powerful 
sales aid. Take the matter of the 
number of gallons of water needed 
for each member of your family— 
about 25 gallons a day, for all 
purposes. Other estimated water 
quantities for farm animals are: 
10 gallons per day per horse; 12 
gallons daily for a steer and 25 
gallons for a milk cow; 3 gallons 
each day for a hog and 1 gallon 
daily for each sheep. To water 100 
chickens for one day requires ap- 
proximately 4 gallons. 

When the hardware dealer fin- 
ishes talking stock and crop ad- 
vantages of running water he can, 
in the case of a farm family, point 
out to the farmer’s wife that with- 
out running water she carries, 
each day, an average of seven 
buckets of water each having an 
approximate weight of 29 lbs. This 
will be a telling point with her 
even though her husband may not 
be impressed. 

6. Have a service department. 
Even the finest water system re- 
quires some service work upon 
occasion. The wise dealer main- 
tains a service department and 
backs it up with a complete stock 
of replacement and repair parts. 

If you do not have well drilling 
equipment at least know where 
your customer can obtain such 
service. Be prepared to tell him 
something as to those costs before 
referring him to well drillers in 
your district. 

7. Train your staff. Expose your 
sales and service staff to all edu- 
cational bulletins and _ training 
courses or meetings your water 
systems maker offers. Some manu- 
facturers regularly conduct sales 
and service schools to keep you 
and your personnel abreast of 
methods and facts needed to make 
customers out of prospects. 











A Good Merchandising Program 
Includes These ee 











Window and store displays featuring 
running water are a must in mer- 
chandising water systems and acces- 
sories. Personal calls and direct mail 
should back these phases of your 
program. Where practical, use of 
newspaper and radio advertising, 
plus County Fair displays, is desir- 
able. 
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such as 
Meyers 
Hardwe 


How TO DISPLAY WATER SYSTEMS ra 


and ' | 


methods used by successful dealers } “i?” 








Adequate display of water systems and re- 
lated merchandise is vital to a successful mer- 
chandising program. Here are some typical 
examples, taken from the pages of Hardware 
Age, of methods used by successful dealers 
in displaying water systems on the floor and 
in windows. Note the emphasis that is placed 
on the idea of running water. 





Running water demonstrations are the 
key to good sales. Rump's in Fremont, 
Neb., use an up-front-display. 


* 


UME 


DYE iy, patrons, 
eet = magenta 





Water systems, like any other major equipment for home or business, can be better sold in neat surroundings such as this disploy 
room of R. D. Duncanson, Rockford, Ill. Other home equipment is displayed on the same platform of this attractive showroom. 
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Window displays 
such as this help 
Meyers Quality 
Hardware Co., 
Ottumwa, lowa, to 
make a strong bid 
for water systems 
and '| bathroom 
equipment sales at 
the same time. 








A compact display 
table, just inside 
one of the doors of 
A. L. Davis’ Son, 
Inc., Binghamton, 
N. Y., shows quite 
a variety of water 
systems and pumps. 
The unit is waist 
high. 


s are the 
n Fremont, 
lisplay. 


Vern Shafer, New Berlin, N. Y. 
hardwore dealer, tells some 
store visitors the running water 
story with an action display 
of a water system. This dis- 
play has helped to’ make man# 
sales for him. Photo courtesy 
Goulds Pumps, Inc. 


Water systems are displayed 
at Batesville Equipment Co., 
Batesville, Ark., adjacent to 
the bottle gas department 
with resultant sales to many 
gas buyers. Large sign in de- 
partment offers eosy terms. 





; display 
owroom. 
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SPECIAL REPORT ON 
WATER SYSTEMS 








—WATER SYSTEMS TO FIT ALL NEEDS +— 


The engineering skill and experience which manufacturers put 
into today’s water systems assure a dealer of equipment ade- 
quate to meet any need he may face. Here are some examples 
of the wide variety of water systems available to hardware 
dealers for cashing in on the profitable water systems market. 





DEPSTER 


aHER SyaTemS 













Horizontal shallow well model HZ 
by Advance Pump Co., with ver- 
tical tank. 








Jetmaster deep well 
ejector system for 
depths to 120 ft. by 
Dempster Mill Mfg. Co. 





Above—Varijet bullet pump 
water system for shallow 
wells by Flint & Walling 


Below—Dual service Jet-O- Mfg. Co., Inc. 


Matic water system, for 
shallow or deep well, for 
depths to 240 ft. by Goulds 
congahee Below—Rapidayton single 
stage vertical jet pump, 
V4-1'/y h.p. by the Dayton 

Pump & Mfg. Co. 


















Above—Convertible Ejecto water system, 
in 1/3, Y and I h.p. sizes by the F. E. 
Myers & Bro. Co. 






Below — Hydro-jet series 2500, 
single stage horizontal water sys- 
tem by Pump Division, A. Y. 
McDonald Mfg. Co. 
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Rocket shallow-well jet system, 
horizontal design, by Barnes Mfg. 
°. 


Shallow well system for 
depths to 28 ft., in 
four motor sizes, by 
Wayne Home Equip- 
ment Co., Inc. 


Horizontal type No. 25H-S-T8 for depths to 25 ft. by 


Red Jacket Mfg. Co. 


Deep-well wager system by Aermotor 
Co., comes in four sizes for depths to 
730 ft. 
Convert-i-jet shallow well system, 
in three motor sizes, by Universal 


Mfg. Co. 





Deep well jet system No. 6603, for 
depths to 190 ft., by the Deming Co. 


Aquamat shallow well jet one unit sys- 
tem, for depths to 22 ft. by Jacuzzi 
Bros., Inc. 
Continued 
on next 


page 





.Hypromatic Steady-Flow direct system, for depths to 
22 ft. by Hypro Engineering Co. 













~ 
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Protecto-Screen well point with 
interior filter by Capitol Mfg. & 
Supply Co. 














Duro Jet Duromatic shallow well 
water system, for depths to 22 
ft. by the Duro Co. ance Div., General Motors Corp. 


Autoprime shallow well sys- 
tem by Jacobsen Mfg. Co. 


Burks Super Turbine series 16C 
water system by Decatur Pump 
Co., in two sizes. 





Jet system for wells to 120 ft. depth by 
Peerless Pump Division, Food Machinery 


& Chemical Corp. 


Below—Model 650 shallow 
well ejector pump by Fair- 
banks, Morse & Co. 


Delco-Jet convertible pump, for 
depths to 90 ft., by Delco Appli- 
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Aqua Queen shallow well ejector 
water system by Woodmanse Mfg. 
Co. 


D-350 shallow well system, with 
1/3 h.p. motor, by the Lerio 
Corp. 


No. 525 Turbo-Pak shallow well 
system, for depths to 28 ft., by 
Lancaster Pump & Mfg. Co. 


Continuing a pictorial presen- 
tation from the two previous 
pages of typical water systems 
and accessories available to 
hardware dealers 





Shallow well jet system, Fig. 4003, 
by Everite Pump & Mfg. Co. 








Model 200 fresh water system for 
direct drawing by Fadden Pump 
. Co. 
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Little Gem water system for 
depths to 25 ft. by Uniflow Mfg. 
Co. 











Here is a simplified step-by-step 
explanation, prepared especially 
for hardware dealers, of how to 
prepare CPR-7 price charts. 





How to Prepare Your Price 


Charts Under CPR-7 





NO HIGHER THAN THE 





Ceiling Price Regulation 7, Amendment 2, effective 
April 10, 1951, brought many hardware dealers under 
the scope of that margin control regulation for the 
lines listed in the amendment. These, generally, are 
housewares, sporting goods, electrical housewares, 
garden equipment, and other hardware store lines. For 
a complete list, see HARDWARE AGE, April 19th issue, 
page 230. 

This regulation requires dealers affected by the 
order to prepare and file detailed pricing charts and 
to figure their ceiling prices according to rules estab- 
lished under the amendment. These pricing charts 
are also used to establish margins which will be used 
in pricing new merchandise not previously handled. 

This article has been prepared by the editors of 
HARDWARE AGE to provide dealers with a simple ex- 
planation of how these pricing charts must be pre- 
pared. We have drawn heavily from OPS sources for 
this information and while it is believed accurate, it 
cannot be considered as an official OPS explanation. 

The Amendment No. 2 requires that these pricing 
charts be filed with OPS. on or before April 30. It is 
highly impossible for the average dealer to meet that 
deadline. 

Realizing this, the editors of HARDWARE AGE ad- 
vised OPS the day after the amendment was issued 
that this was impossible and recommended an exten- 
sion. Since that time many other dealers and trade 
associations have also sent such requests to OPS. 





As this issue goes to press, word has been received 
from Washington that OPS has granted a 30-day ex- 
tension—to May 30—for filing price charts for items 
listed in CPR 7 


Hardware dealers must remember that CPR 7 ap- 
plies only to the merchandise listed in the order. All 
other hardware lines, such as builders’ hardware, 
paints, shelf hardware, tools, are still under the Gen- 
eral Ceiling Price Regulation, which set ceiling prices 
at those no higher than at which merchandise was sold 
or offered for sale during the base period, Dec. 19, 
1950, to Jan. 25, 1951. This regulation does not re- 
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quire dealers to file price lists with OPS. See HARp- 
WARE AGE, April 5th issue, page 96. 

While the information on the next pages will serve 
as an easy guide for preparing your price charts and 
will summarize briefly the rules for establishing ceil- 
ing prices, it will still be necessary for dealers to 
obtain a copy of Ceiling Price Regulation 7, a copy of 
Amendment 2, and a copy of Supplementary Regula- 
tion 2. Copies are obtainable from your local OPS 
office. If you can’t get one there, send us 6c. in stamps 
and we will send you a copy. 

In the meantime, follow the HARDWARE AGE Price 
and Priority Digest closely. This feature appears in 
every issue (see contents page) and will keep you 
posted on latest changes in these price regulations. 


CPR 7 Calendar 


List Dates: Feb. 24, 1951—All goods offered for sale 
on this date must be listed on your pricing chart ex- 
cept for categories 860 to 895, 901 to 924, and 940 to 
985. The list date for those categories is March 31, 
1951. All goods in those categories which were offered 
for sale on that date must be listed on your pricing 
chart. (See Amendment 2 to CPR 7.) 


You May Be Exempt 


If your annual net dollar volume of sales covered by 
the regulation is less than $20,000, you may elect to 
remain under the General Ceiling Price Regulation. If 
your volume under the original regulation was less 
than $20,000 but is pushed beyond that limit by the 
addition of categories under Amendment 2, you then 
become subject to CPR 7. If, for this reason, you first 
became subject to the regulation then March 31, 1951, 
is your list date for all commodities. 


Filing Date 
On or before May 30, 1951, for charts and also for 
base period reports under Section 53. (See CPR 7.) 
Any retailer may use the pricing provisions of this 
regulation as soon as he has filed his list date chart 
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and his base period report with his OPS District 
Office. 

On and after June 30, 1951, no retailer may sell 
articles covered by this regulation unless he has re- 
ceived an acknowledgment of the filing of his list 
date chart from his OPS District Office. 

Marking, Tagging, Posting Date: July 1, 1951. 


What This Regulation Does 


This regulation provides pricing methods to replace 
the General Ceiling Price Regulation for many com- 
modities normally carried by hardware, housewares, 
sporting goods, furniture, general merchandise, and 
other retail stores. 


Who Is Covered 


If you sell commodities covered by the list of cate- 
gories in Appendix B to the regulation, you must 
establish your prices by this regulation if: 

a. Over ten per cent of your dollar volume of sales 
of these commodities, bought by you and sold in 
substantially the same form, is to individual ulti- 
mate consumers. 

b. Your volume of sales of these commodities to 
individual ultimate consumers amounts to $20,000 
or more. (If your volume is less than $20,000, 
you may elect to price under the GCPR.) 


Sales Covered 


All sales at retail of categories listed in Appendix B, 
made by sellers described above, are covered by this 
regulation. 


Mark-up Method 


This regulation uses the “mark-up” method of pric- 
ing. In order to use the mark-up method, each seller 
must prepare a pricing chart based on the prices of 
goods in his store on the “list” date—February 24, 
1951, or March 31,1951. This chart must be filed with 
your OPS District Office on or before May 30, 1951. 


Preparing a Pricing Chart 


In order to begin pricing under this regulation it is 
necessary to prepare and file a pricing chart, called a 
“List Date Pricing Chart.” Before you can prepare 
the chart, you will have to have certain information 
about the articles you offered for sale on the “list 
date,” February 24, 1951, or March 31, 1951. 

It will be necessary to follow certain steps to collect 
the information. You will probably find it easier to 
make up worksheets (see Steps 5 to 12 below), and 
then transfer the information to your final chart. 
STEP 1: Make a list of every article you offered for 
for sale on the list date, specifically setting down each 
model, style, or lot number. As you make this list, you 
should note beside each entry the list date offering 
price. 

STEP 2: Separate your listed articles according to 
the categories in Appendix B. 

STEP 3: Locate from your records the last invoice 
for each item on this list and note the “net cost” be- 
side each. If the last invoice was received after Janu- 
ary 1, and your selling price on the list date was un- 
changed from your initial offering price based on the 
next to last invoice which you had received for that 
article, you may list the net cost on the next to last 
Mvoice (see CPR 7, Sec. 16(a) ). Write beside the 
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next to last invoice the letter E, which you will later 
place on your chart beside the identification of the 
invoice (see step 12) to indicate you used a net cost 
from an earlier invoice than your last invoice. “Net 
cost” is defined in Sec. 31 of CPR 7. 

STEP 4: If in any category you have listed two or 
more articles having exact cost-price relationships, 
strike out all but one. For example, if you find for a 
category, you had listed six items with $1.00 cost and 
$1.49 offering prices, you should strike out all except 
one of these. 
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OPS Public Form No. 3 must be filed along with your price 
chart. It is a base period report on which you report your 
initial percentage markup on a quarterly basis by departments, 
or your gross margin on an annual basis by departments, or 
for the entire store as illustrated above. Copies of this form 
are available from your nearest OPS district office. On the 
bottom of the form is a section which will be taken off and 
returned to you. This is your acknowledgment of the filing of 
your price chart. Depending on the type of base period report 
you file, you must also file a similar report for any succeeding 
period in which either your initial percentage markup or gross 
margin percentage for whatever subdivision of your business you 
reported on, exceeds that of your base period report. This 
report must indicate the period it covers, the current initial 
percentage markup or gross margin, and must also state the 
number of percentage points by which the current report ex- 
ceeds that of the base period report. 





You are now ready to prepare a pricing chart. 
STEP 5: Rule out your paper put-headings as in 
Fig. 1, page 81. (Make one for each category.) 
STEP 6: List all the categories you offered for sale 
on the list date. (See CPR 7, Sec. 15.) Put one on each 
page as in Fig. 2, page 81. 

STEP 7: List for each category every different net 
cost for all articles included in the category which you 
offered for sale on the list date (see CPR 7, Sec. 16) 
beginning with the lowest cost at the top and putting 
each different cost down in order. Leave some space 
betweerf entries as in Fig. 3, page 81. 

STEP 8: List opposite each net cost every offering 
price you had on the list date for articles of that net 
cost in that category as in Fig. 4, page 81. 

STEP 9: Compute your average category average 
percentage mark-up. On a separate sheet of paper 
copy all the net cost for a category and opposite each 
cost list the offering price. If you listed more than one 








7? 








offering price opposite any net cost, add, in parenthe- 
sis, to the net cost column, such additional net costs as 
are necessary to balance the offering prices. 


Net Costs Offering 
59 .90 
.98 1.50 

1.22 1.88 
1.30 2.00 
1.64 2.50 
1.67 2.55 
1.76 2.70 
4.41 6.95 
(4.41) 7.95 
$17.98 $28.93 


Then subtract the total of the net costs from the 
total of the offering prices ($28.93—$17.98—$10.95). 
Divide the remainder, $10.95 by the total of the costs, 
$17.98 ($10.95~+$23.39—.609). 

The result, 60.9%, is the category average percent- 
age markup. Then put the average percentage in 
Column 1, under the category (see Fig. 5, page 81). 
STEP 10: Where you have listed more than one offer- 
ing price for a net cost, you must circle the offering 
price which comes closest to reflecting the average 
percentage markup for the category. You do this by 
multiplying the net cost by the category average 
percentage markup and then draw a circle around the 
offering price which is closest to the result. 

In the sample chart, Fig. 5, you will note that oppo- 
site the $4.41 net cost there were two offering prices, 
$6.95 and $7.95. In order to find out which is the circled 
price, multiply $4.41 by the category average per- 
centage markup for the category (see Step 9), in this 
case, 60.9% ($4.41 x .609—$2.69) and add the result, 
$2.69, to the net cost, $4.41. ($4.41+$2.69—$7.10). 
Compare the result, $7.40 with the two offering prices, 
$6.95 and $7.95. Since $6.95 is closest to $7.10, $6.95 
is the “circled” price. 

If the result after applying the category average 

percentage falls midway between your two offering 
prices, you would have to circle the lower price. 
STEP 11: Compute the percentage markups for each 
cost line and enter these in Column 4. Where you have 
a circled price you compute the percentage markup 
for that line but not for the other offering prices for 
that net cost. (See Fig. 5, page 81.) 
STEP 12: List in Column 5 the last invoice you re- 
ceived for each net cost listed in Column 2. Your 
worksheet chart for the category will then be com- 
plete, as in Fig. 6, page 81. 


Price Chart Identification 


After you have prepared a complete worksheet for 
each category offered for sale by you on the list date, 
you can then prepare your List Date Pricing Chart. 
Make two copies. File one with your OPS District 
Office on or before Aprii 30, 1951, and keep the other 
for the purpose of pricing under the regulation. 

a. On top of page 1 list: 1. Your business name and 
address. 2. List date, either February 24, 1951, or 
March 31, 1951, or most recent day before that on 
which you were open for business. 3. Type of store: 
(a) Independent retail, mail order, chain outlet, etc. 
(b) Nature of business, for example, women’s cloth- 
ing store, department in a departmentalized store 
(name or number), etc. 4. The bracket of net dollar 


80 


volume (Sec. 13(d), CPR 7) in which your annual 
sales of articles covered by this regulation fall. 

b. Copy all of the information from the worksheet 
for each category. 

c. Number all of the pages of the chart. 

d. Sign the chart at the end. (The signature may 
be by an owner or officer, store manager or depart- 
ment head.) 

You must keep all of the worksheets used by you 
in preparing your chart. 


How to Price Under the Regulation 


As soon as you have filed your Pricing Chart, but in 
no event later than May 30, 1951, you must begin to 
price under this regulation. When you begin to price 
under the regulation, you must Price Every Article 
you sell which is covered by the regulation (whether 
delivered to you before or after February 27, 1951, 
when the regulation was issued) in accordance with 
the pricing rules in the regulation. You will undoubt- 
edly have to re-price some articles already in your 
store, because by reason of circled prices, or the spe- 
cial provisions Sections 16 or 17 of CPR 7. 

The use of your chart will not result in the same 
price as you had on the article. This means you must 
go to the invoice for each article you have and find the 
actual net cost of that article and then price it in 
accordance with the appropriate rule. 


Pricing Rules 


A. Find the part of your pricing chart which covers 
the category of the article to be priced (Column 1). 
Then use the first rule outlined below which applies 
to the particular article to be priced. 

RULE 1. If the net cost is the same as a net cost 
listed in Column 2 of your chart, the ceiling price is 
the price listed in Column 3. If there is a circled price 
in Column 3, the circled price is the ceiling price. (See 
Section 33 of CPR 7.) 
RULE 2. If the net cost is lower than the lowest net 
cost listed in Column 2, take these steps: (a) Add the 
percentage markup (Column 4) for the lowest cost 
listed (Column 2) to the percentage markup for the 
next lowest cost listed; (b) divide the sum of these 
by 2 in order to get an average markup; (c) multiply 
the net cost of the article by that average markup; 
(d) add the result obtained in step (c) to the net cost 
of the article and the sum is the ceiling price of the 
article you are pricing. (Sec. 33, CPR 7.) 
RULE 3. If the net cost of the article is higher than 
the highest cost in Column 2, take these steps: (a) 
Add the percentage markup (Column 4) for the high- 
est cost listed to the percentage markup for the next 
highest cost listed; (b) divide the sum by 2 in order 
to get an average markup; (c) compare this average 
to the category average (Column 1); (d) multiply the 
net cost by either the category average, or the average 
of the markup obtained in step (b), whichever is 
lower; (e) add the result obtained in step (d) to the 
net cost of the article and the sum is the ceiling price 
of the article you are pricing. (Sec. 34, CPR 7.) 
RULE 4. If the net cost of the article is between two 
costs listed in Column 2, other than between the two 
lowest costs listed, take these steps: (a) Multiply 
the net cost of the article by the percentage markup 
(Column 4) of the next lower cost, 07 by the category 
(Continued on page 92) 
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GIFTS 





This hardware store created a gift shop styled 
and promoted in the modern manner and found 
that price was no barrier to sales. Five times 
as many homeowners were attracted to the store 


A gift shop, stocked with decor- 
ative’ and functional items that 
appeal to moderns is credited by 
R. L. Williams and Robert N. Ster- 
chi as the best means of getting 
new home owners into their Hard- 
ware House in El Paso, Tex. 





Then, once they are in the store, 
intensive follow-through selling 
is applied to get Mr. and Mrs. 
Homeowner interested in other 
lines. Now many customers have 
formed the habit of selecting mod- 
ern home accessories in the gift 


Draw 50% of Traffic 
Total 23% of Volume 


shop and inspecting other depart- 
ments such as general hardware, 
paints, housewares and lawn and 
garden supplies. 

Mrs. Williams, gift sales man- 
ager, made the upper bracket in- 
come homeowners in El Paso sit 


Price has proved to be no barrier to sales. The gift shop pulls in 50 pct of store traffic and accounts for 23 pct of the total volume. 
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up and take notice when she filled 
the gift shop with the type of 
merchandise they were accus- 
tomed to finding in the more ex- 
clusive shops. 

Her collection was built up by 
combing the home magazines .for 
tips on new trends in home decor- 
ation. That led to assembling a 
group of brass items, about 50 
numbers in all, including can- 
delabra at $15 to $30 a pair, brass 
plaques, imported from England 
and priced at $2.50 and $11.50 a 
piece. These were promoted as 
wedding gifts because they com- 
plement either provincial or mod- 
ern decor. Brass planters, from 
$3.50 to $35 also proved excellent 
volume sellers. 

Next an assortment of modern 
pottery for table use was added 
to tempt customers and includes 
a 16-piece starter set at $7.95. The 
pottery items proved to have high 
sales appeal because they combine 
beauty with utility. Here the home 
Magazines influenced Mrs. Wil- 
liams’ buying for they emphasized 
patterns that were in vogue, such 
as plaids, and which would sell 
well. 


The store doesn’t carry fine 
china or crystal since the owners 
do not feel that they have the 
Space to do it justice. As gift vol- 
ume grew, a few massive copper 
and brass prestige items, such as 
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Hardware House, El Paso, Tex., window displays are a main stimulus to sales and 
stress the completeness of selections in the gift and housewares departments. 


a $50 chafing dish, were added 
and it was found that expensive 
merchandise sold just as rapidly 
as less expensive items. 

Believing that people are more 
‘salad-conscious” than ever, 


‘ 


Hardware House put in wooden- 
ware, including individual and 
large-sized decorated and plain 
salad bowls, and wooden plates. 
Then pepper mills, natural tie-ins 
with woodenware, were added and 


A gift catalog supplies the merchandising plus and is mailed to 6,500 customers 
every year. Here co-owner R. L. Williams discusses one of the catalogs with Mrs. 
Spangler, assistant gift sales manager. 











Fast sales of expensive prestige items, including a $50 chafing dish, 
have been a surprise development of the store's gift merchandising. 


next came a complete array of 
earthenware, large-sized casserole, 
etc. 

Last to join the gift roster was 
outdoor equipment. Since majority 
of new El Paso homes have patios 
with barbeque ovens, carry-bobs, 
utensil sets, barbeque mits, trays, 
denim table cloths, bibs, napkins 
and glassware were put on display. 

To sell giftware to new home- 
owners, said Mrs. Williams, the 
following ideas are helpful: 

Newspaper advertising which 
underscores eye-appealing timely, 
home accessories; unusual win- 


dow displays that tie-in with 
newspaper copy; Personalized ser- 
vices, i.e. special ordering and 
the steady use of postcards in in- 
forming customers of new mer- 
chandise which might interest 
them; An annual gift catalog. 

A promotion with an outdoor 
living theme worked like the pro- 
verbial charm at the Hardware 
House. Newspaper copy in a series 
of ads was built around outdoor 
dishware, barbeque implements, 
French provincial earthenware, 
and wooden salad bowls. 

To add in-the-store interest in 





Gift shop shelves teem with decorative, functional items 
that appeal to new homeowners. 
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the promotion, personnel were 
garbed in barbeque aprons, chefs’ 
hats and a steak fork dangling 
from the apron. A model barbeque 
setup, with a papier-mache oven, 
was set up in the gift department, 
with all of the modern appur- 
tenances of outdoor cooking, and 
an attractive young woman, clad 
in shorts, demonstrated use of 
the various equipment. 

Mrs. Williams is always on the 
lookout for fresh, new window 
display ideas that will whip up the 
curiosity and desire of El Paso 
women. A_ valentine’s. display, 
featuring pantryware and kitchen 
in colors matching the valentine’s 
theme, included a _ 5-ft. heart- 
shaped valentine with plywood 
base, stuffed with cotton, decor- 
ated with a net and papier-mache, 
and topped with red satin, net and 
a lace paper ruffle. 

“We like to point up in window 
displays,” comments Mrs. Wil- 
liams, “the completeness of 3e- 
lection in various lines. For 
example, a recent pantryware win- 
dow displayed five colors of a 
line of pantryware. 

“How do we know our windows 
are clicking? If we don’t receive 
a dozen phone calls asking prices 
of merchandise put in a window, 
Wwe are unhappy!” 

The postcard system has proved 
a boon to gift shop selling. When 
the firm received a shipment of 
lazy susans, marked at the special 
price of $6.50, Mrs. Williams and 
her assistant, Mrs. Spangler, went 
through customer files pulling 
cards of 15 socialites whom they 
knew entertained frequently and 
sent them postcards suggesting 
they come in and see the merchan- 
dise. 

Ten of the lazy susans were dis- 
posed of in this fashion at a total 
cost of 15 cents for the postcards. 

The same method used on a 
shipment of goblets, also marked 
at a special price, resulted in a 
sell-out by noon. In addition, the 
store took the names of 49 persons 
who asked that the goblets be 
ordered for them. 

“We can’t always fill special 
orders,” explains Mrs. Williams, 
“but when we can’t, we always 
call and explain why. For ex- 
ample, a customer may ask for 4 
cigarette tray in an odd shape. ! 
may be months finding it, or may 
not find it at all, but I keep her 
informed of my progress.” 

Every effort is made to pass 
the gift traffic to other store areas. 
It is easy to steer the householder 

(Continued on page 91) 
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A New Shopping Center Store 








mall Store Does $6,000 
In One Christmas Week 


The experience of the Peerless 
Hardware Co., of New York City, 
in opening a second unit in a new 
$250,000 shopping center at New 
Hyde Park, Long Island, N. Y., is 
typical of what has happened to 
many dealers in recent years. 

Daniel Marcus and Kaufman 
Mirel, who started their retail busi- 
hess on New York’s commercial 3rd 
Avenue, five years ago, joined the 
exodus to the suburbs when they 
learned about the new shopping 
center, while inspecting residential 
properties. 

The 2,500 - home community 
looked promising to Marcus and 
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Mirel, since most of the residences 
were erected during the past few 
years. Accordingly, they rented a 
store, 15 ft. wide by 70 ft. long, and 
equipped it with the latest in store 
fixtures. 

“Our greatest mistake, we’ve now 
learned,” Mr. Marcus says, “is that 
we failed to take a larger store. We 
realize that when we develop our 
trade to the point that we expect 
to reach in the next couple of years, 
our present facilities will not be 
large enough. 

“One indication of the business 
possibilities which a community like 
New Hyde Park affords was the 
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This shopping center store was 

made to appear wider than its 

15 ft. by the use of patterned 
tile flooring. 


business we did in the past Christ- 
mas season, only about a month 
after we opened. In our best week 
we rang up sales of about $6,000,” 
states Mr. Marcus. 

“Although that’s almost 10 times 
as much as sales have been running 
lately, we realize there’s plenty of 
new business around, and our prob- 
lem is now to get local residents ac- 
quainted with our store.” 

The two partners alternate in 
operating the Manhattan and the 
Long Island stores each week. Both 
are promotion-minded and _ are 
using direct mail to augment ad- 
vertising in a local paper. 














The New Hyde Park store has 
developed a mailing list of 4,500 
home owners. This the store own- 
ers and their wives developed by 
sifting the names from a tax roll 
provided by the Town of New Hyde 
Park. The address of every home 
within a radius of scven blocks of 
the store was placed on the firm’s 
mailing list. 

These 4,500 names were the basis 
for the special promotion which was 
used for the store’s official opening, 
Nov. 17, 1950. A notched padlock 
key was included with every an- 
nouncement of the opening which 
were mailed to the 4,500 homes. 
Invitations to the opening asked 
the recipient to bring his key along 
to see whether it was one of the 
lucky seven keys which would un- 
lock a Treasure Chest. 


“a 


The Treasure Chest contained 
seven numbered slips of paper each 
of which was keyed to one of seven 
valuable pieces of merchandise, 
such as electrical appliances, tool 
sets, and dinnerware sets, with a 
cost value of about $150. 

Those who had received keys 
came into the store to try to open 
the Treasure Chest for about 10 
days until the last winning key 
was found. 

Long Island, until recent years 
covered with large produce farms 
which supplied much of New York 
City’s foodstuffs, is now thickly 
populated with new householders, 
who joined the flight to the suburbs. 
Messrs. Marcus and Mirel were 
pretty certain they were making no 
mistake in opening their new store 
where they did when they were 


Housewares 


Housewares 


The backgrounds on 
these limed oak fix- 
tures are magenta, 
giving an excellent 
contrast to the metal 
housewares. Side- 
walls and ceiling are 
painted white to 
make the small store 
appear larger. 


shown that there are now approxi- 
mately 24,000 homes within a 14- 
mile radius. 

The suburban store, about 18 
miles from the Manhattan store, 
has doubled the purchasing power 
of Peerless Hardware. The com- 
pany now buys in dozens and full 
quantities, rather than in odd lots. 

The operator of any large city 
hardware store recognizes that a 
large part of the men who crowd 
his store during the noon hour, are 
mere “lookers” rather than buyers. 
They go through the motions of 
acting like potential customers, ex- 
amining tools and other merchan- 
dise and then walking out of the 
store, only to do their buying in 
stores near their suburban homes. 
Peerless, with both a city and a sub- 

(Continued on page 95) 





Maximum use is made of available space as shown by this floor plan. 
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buyers. Better Homes & Gardens is MORE than one of the 3 BIGGEST man-woman magazines 


tions of 
we —it’s ESPECIALLY BIG in readers’ needs for what you sell! 
- of the 
lying in 
1 homes. 
1d a sub- 


BIG in home-building and improvement needs! turer reports “more business than I can supply” 
j 4. ! 
BHG i: read by 7 out of 10 families building irom just ene )¢-pogp ad! 


new homes—and over half of BH&G’s 3!4-million These are just samples of the many big pluses, so 
families remodeled or repaired their homes within important to you, that no other 3%-million circula- 
the last year! tion can offer. That’s why BH&G is an all-important 


BIG in home-hobby ond gerdesing needs! year-round boost to your selling efforts! 


BHG families buy tools and power tools by 
the millions—and seed, fertilizer and gardening 
tools in the same BIG way. They have the need 
and the interest and the means! 


BIG in filling those needs! 


BHG families buy! For example: a 158-line 
heating equipment ad produced $8.48 in sales for 
each dollar invested. A bathroom cabinet manufac- 
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i ‘ x nee ee 
Serving a SCREENED MARKET of 3'-Million Better Families ~ 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa v vy 
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How they solved the 
center post problem 











Special Fixtures Boost 
Display Space, Speed Traffic 


In order to show more merchan- 
dise and to handle a store traffic 
problem involving a_ series of 
posts running through the center 
of the store, Welch Hardware, 
Oconomowoc, Wis., designed spe- 
cial display fixtures and had them 
built locally. 

Before several display units 
were built around the center 
posts, traffic always flowed directly 
back through the center of the 
store. Under the new arrange- 


This Wisconsin dealer designed his own special 

fixtures to overcome the problem of center-of- 

store posts. Results: More and better display 
space; better traffic flow. 


ment, the traffic stream is split 20 
ft. from the front door, and now 
goes through either of the 4-ft. 
aisles around the center row of fix- 
tures. 

The store, which has been in 
the Welch family for 35 years, is 
35 ft. wide and 85 ft. long. A wrap 
counter is located in the center 
row of fixtures, well towards the 
rear of the store. This serves to 
draw customers deep into the 
store. The wrap counter is sur- 


rounded with displays of impulse 
merchandise. 

S. C. Welch, who with his father, 
toy Welch, and his son, Royston 
Welch, Jr., operate the store, re- 
ports that the two center area 
aisles lead much of the traffic to- 
wards the rear, and that cross 
aisles serve to lead customers to 
wall locations. 

“From the central location of 
the wrap counter we are able to 
serve trade: in all parts of the 





This store's traffic pattern was changed when the row of center fixtures was built around the pillars. 
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you get all 


UBRIPLATE 


Nationally advertised 
to 46,358,721 Sportsmen 
Home Owners and Hobbyists in 


THE SATURDAY EVENING POST - LIFE 
COUNTRY GENTLEMAN - MOTOR BOATING 
FIELD & STREAM - SPORTS AFIELD 
AMERICAN RIFLEMAN - POPULAR SCIENCE 
THE HOME CRAFTSMAN - MODEL 
RAILROADER - THE SALT WATER 
SPORTSMAN - COLLIER'S 
OUTDOOR LIFE 


The white, waterproof lubricant 
that lasts longer... because 


it stays put! 


—" MY REEL RUNS FREE , = 
: My GUN’S NEVER RUSTY 
MY CA 
SSamSENE tris FY THE ACTION 13 Quick, THE Ba eg SO 
LUBRIPLATE << 1use LUBRIPL CHASES QUEAKS, AND ITS 
“ ay AS AN OIL, AND ¢ BY WHITE AND CLEAN 
i (— LA Fp 


, ’ 4 a ; 
\ \% 7 2 v4 ; : -f 
i F , ae ; mR} 


Enthusiastically recommended by Sportsmen and 
Home Owners Everywhere. Here are some actual quotes— 


FISHERMAN SAYS: HUNTER SAYS: HOUSEWIFE SAYS: 


Homer Circle, prominent Michigan RR. L. Ransom, Pennsylvania hunter Caryl Walter, Long Island house- 
sportsman—“I have never founda —“LUBRIPLATE doe$ everythin wife—‘“I wouldn't be without a tube 
lubricant that even approaches your other gun lubricants do and muc of LUBRIPLATE. I keep it in my 
product as a medium of getting the _ better—it should be called ‘Liquid kitchen drawer and use it for squeaks 
utmost in service and castability out Velvet’ as it sure smooths out the on everything around the house— 
of my reels,” ‘drags’ and the ‘slides’.”’ children’s toys, washing machine.” 


Jobbers inquiries invited 
Dealers write for name 
of nearest Jobber 


LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING CO. 
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Packed in easy-to-sell-from- 
Counter Display Cartons in 


3 HANDY SIZES! 


“A” TUBE—Retails 20¢—packed 
1 doz. and 3 doz. to carton 
“BY TUBE—Retails 35¢—packed 

1 doz. to carton 
“C”“ TUBE—Retails 95¢—Boxed 
Individually 
































GOLD SEAL TAPE 


Watch your tape sales go up when 
you feature Gold Seal. Sells faster 
because it’s made by Jenkins — a 
mame your customers know and 
trust. In single rolls and cartons of 
10 — for volume sales and easier 
profits. Jenkins Bros. (Rubber 
Div.), 100 Park Ave., New York 
17, New York. 


FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 








These store-designed, locally-built units are 78 in. wide by 12 ft long. 


store very quickly,” Mr. Welch 
states. 

The three central display fix- 
tures are 43 in. wide, and of vary- 
ing lengths. The first, built around 
a pillar, has a rounded front and 
four shelves. It is 914 ft. long. 
After a 3-ft. cross aisle, there is 
another fixture, only 5 ft. long. 
The third fixture, built around the 
second pillar, is the main wrap 
counter, about 12 ft. long. At the 
end of the counter is another four- 
shelf narrow fixture, 5 ft. long. 

The Welches wanted greater 
display area for housewares, gifts 
and glassware, so they designed 
some larger fixtures. 

One of these, placed near the 


front of the store, is 5 by 12 ft. 
It has three-level displays, and 
does not hide the display of gifts 
and glassware behind it. A low 
level window display in front of 
the fixture always shows related 
gift and housewares merchandise 
and is responsible for bringing 
women into the store. 

Sidewalk traffic cannot help 
noticing these displays, for they 
are always well lighted and have 
the depth and size to command 
attention. 

Two larger islands, 61% ft. wide 
and 12 ft. long, are used further 
back in the store. These have four 
levels, instead of three, and each 
level is 24 in. deep. This great 


This glass and giftwares display is visible from 
the sidewalk and attracts women into the store. 
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depth, according to Mr. Welch, 
allows for showing of a_ usu- 
ally large amount of merchandise. 

The entire lower level of one of 
these islands is used to show 
wastebaskets. Hardly any otf the 
articles shown on these wide dis- 
plays is covered by overhanging 
shelves. 

These custom-made fixtures 
were constructed of plywood, one 
inch lumber and one-half inch 
strips. 

Five-level display island for 
toys is another specially designed 
unit. It is 6 by 11 ft. This island 
has been used for several years 
and Mr. Welch credits it with aid- 
ing greatly in establishing a year 
‘round toy department. 


Gifts Draw 50% of Traffic 


(Continued from page 84) 


who buys a planter for her 
kitchen, and reports that she is 
redecorating her kitchen in yellow 
tones, to the housewares depart- 
ment where she is shown a set of 
yellow pantryware, Mrs. Williams 
points out. When a_ housewife 
selects a new decorative piece for 
a room it is suggested that she re- 
decorate the entire room and that 
she visit the paint department for 
ideas. 

Hardware House is a Hibbard, 
Spencer Bartlett & Co. dealer and 
under the auspices of that com- 
pany distributes a spring garden 
catalog and winter gift catalog. 

“The catalog is a potent sales 
weapon,” reports Mrs. Williams. 
“Last year, we mailed 6,500 gift 
catalogs and found that most 
people kept them to refer to when 
they come shopping for home ac- 
cessories. Our catalog mailing list 
is taken from our customers’ file 
augmented by names of home- 
owners in certain areas we may 
wish to cover.” 


HARDWARE HUMOR 
By Hardware Age 
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“And when the clothes are done 
they pop up." 
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Build 


BIGGER VOLUME 
EXTRA PROFITS 


with the ONLY TRADE-MARKED LINE 


OF BLUE STEEL KITCHENWARE 


ghttEl Stuy, 


blu pride 


ster’ Bowole 


Now your customers can tell at a 
glance which ts ordinary kitchenware 

and which is “blu pride’, the 
quality line preferred. since Grand 
ma’s day! For now all Parkersburg 
blue steelware bears the trade mark 
blu pride” symbol of the finest, the 
oldest line in low priced kitchenware 


* No other line of blue steel 
kitchenware is trade-marked! 
No other line is nationally 
promoted! 

No other line gives your cus- 
tomers so many quality fea- 
tures at such low, low prices! 


FEATURE THESE “blu pride’’ BEST SELLERS 


A Reminder to 


CHECK YOUR STOCK 


of Parkersburg $ Famous 


MASTR-LOK 


Stove Pipe 


and 
\ MASTR-LOK 
| Elbows 


ill the biggest 
\—and still patente 
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king device. * MAST ” 
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Sensational New PORT-O-OVEN 
the oven of a hundred uses! 
Top-of-Stove Potato Boker 
Food Warmer and Crisper 
In-oven Roaster and Boker 
All-purpose Outdoor Grill 
Oven and Baker 

Shipped nested 


Retails about $1.49 


SINGLE LOAF PANS 
542 x 942 x 2% 


BISCUIT PANS 
9x14x1% 


DRIPPING PANS 
ee teh 12x 17x 2% 
10x 14x 2% 16x 17x 24% 


DOUBLE ROASTERS 
No.2—8x12x6 No. 6—11x 16%x8 
No. 4—10x 15x 7 No. 7—13x 18x8 








How to Prepare Your Price Charts Under CPR 7 


(Continued from page 81) 


percentage markup (Column 1), whichever is lower; 
(b) add this result to the net cost. The swm is the ceil- 
ing price of the article you are pricing. If the net 
cost falls between the two lowest costs, follow the same 
procedure as in Rule 2, above. (Sec, 35, CPR 7.) 
RULE 5. If the article you are pricing is in a cate- 
gory not covered by your list+date chart, look in 
Appendix C where you will find a chart of “com- 
parable” categories. If you find a “comparable” cate- 
gory which is listed in Column 1, apply Rules 1, 2, 3, 
or 4 above to get the ceiling price of the article you 
are pricing. (Sec. 36, CPR 7.) 

B. If the article is not covered by a comparable 
category, the following steps must be taken to estab- 
lish an “in-line” ceiling price. 

Note that there are four groups of categories: 
Group I includes categories 101-607; Group II in- 
cludes categories 701-752; Group III includes cate- 
gories 801-854; Group IV includes categories 1001- 
1030. 

RULE 6. If your pricing chart includes at least three 
categories in the “group” to which the article belongs: 
(a) Add the category average percentage markup 
(Column 1) for all the categories in the “group” which 
are listed on your chart; (do not count or include in 
your addition these categories: 105A, 105B, 105C, 
105D, 204, 214, 353, and 803-D) (b) divide this sum 
by the number of categories which you have listed in 
the group to obtain a “group average” percentage 
markup; (c) turn to Appendix D and find the category 
number of the article you are pricing; (d) follow this 
number across to the column including the group aver- 
age percentage markup computed in step (b); (e) 
multiply the net cost of the article by the figure given 
in this column; (f) add the result obtained in step 
(d) to the net cost of the article, and the sum is the 
ceiling price for the article you are pricing. (Sec. 37.) 

C. If you cannot price the article by any of the 
above rules, see Section 39 of CPR 7. This section 
relates to establishing ceiling prices for dealers who 
cannot price under other sections of CPR 7. Thus if 
sections 30 to 38 of the regulation do not provide a 
method for establishing your ceiling price for an 
article, you figure your ceiling under Section 39, which 
provides for the use of a table, Appendix E. 

On the left side of the table is a column of category 
numbers. Opposite each category number is a per- 
centage markup. You find the percentage markup for 
the category to which the the article you are pricing 
belongs then multiply the net cost of the article by 
this percentage markup. Add the result to the net 
cost of the article; that amount is your ceiling price 
for the article you are pricing. 

For the table for the categories covered by Amend- 
ment 2 to CPR 7, which will concern most hardware 
dealers, see HARDWARE AGE, April 19th issue, page 273. 

D. If you sell repaired or reconditioned items, see 
Sec. 38, CPR 7 to determine pricing method. 

E. If you are a new seller, see Sec. 39, CPR 7 to 
determine pricing method and for other requirements. 

F. If you purchase a business which sells articles 
covered by this regulation, see Sec. 42, CPR 7. 

Base period reports of initial markups or gross 
margins (Sec. 53). This report may be made on OPS 
Public Form No. 3, available at district office, 


92 


A. If you use the “retail method” of accounting, 
you must prepare two copies of a report labeled “Initial 
Percentage Markups Report.” One copy of this report 
must be filed with your OPS District Office together 
with your list date chart on or before May 30, 1951, 

B. If you do not use the retail method of account- 
ing or do not have records permitting you to make 
the report in A, and if your annual dollar volume of 
articles covered by this regulation exceeds $50,000, you 
must prepare two copies of a base period report of 
gross margin. One copy of this report must be filed 
with your OPS District Office, together with your list 
date chart, on or before May 30, 1951. 

Read carefully Sections 52 and 53 on recordkeeping 
and reporting requirements of this regulation. 


Marking, Tagging and Posting 


The provisions of Section 51 apply on and after 
July 1, 1951. This section requires that on and after 
July 1, 1951, dealers may not sell any article covered 
by CPR 7 unless it is marked or tagged with the sell- 
ing price in a manner plainly visible and understand- 
able by the purchasing public. 

Dealers may mark the selling price on the shelf, bin, 
rack, or other holder or container upon or in which 
the article is kept, provided all the articles kept on, or 
in the shelf, bin, rack, or holder, have the same selling 
price. 

If dealers do not mark the prices as above, they may 
mark the selling price directly on the article itself or 
by attaching to the article a tag or ticket stating the 
selling price. 

Also, on and after July 1, 1951, dealers may not offer 
or sell any article covered by CPR 7 unless they post 
in a prominent and clearly visible position in their 
stores, a sign stating the following: 


NOTICE 


The prices of merchandise in this store are no higher 
than the OPS ceiling prices of the articles. 
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“Did you by any chance warm up some soup for lunch?” 
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no highe § (7.4 GEM ADVERTISINGE MOST POWERFUL FLASHLIGHT MADE 
Pp» \i by As part of the year- .»» With a Quarter Mile Beam! 


HERE’S THE BRIGHTEST NEWS YOU'VE EVER HAD! 


The brand new, SUPER POWERFUL “Yellow Flash 
JUSTRITE flashlights, 8” is FULL of sales getting advantages — and EXTRA 
the JUNE issues will a Me PROFITS for you! Imagine! A flashlight only 8” in 
carry special FATH- px overall length . . . yet it throws a beam 2,500 feet! 
’ " It’s compact, lightweight, and handy for all flashlight 
i an hace {LANTERN MODEL uses. Adjustable head, folding handles. Rustproof metal, 
; Sais ee ez?) ~—shighly polished chrome plate and yellow and gray 
extra push by stock- enamel give it beauty as well as utility. 


ing up new. Uses eight standard flashlight batteries (MORE 
SALES for you), or 6-volt lantern battery for extra 
long economy service. 





POINT OF Pe — . / Year ’round national magazine advertising, tie-in 
point of sale display material and world wide accept- 


SALE ~: & Meapuont moon, ance of JUSTRITE PLUS the exclusive features of 


DISPLAY (#1958) $4.95 lew bor- the new “Yellow Flash 8” mean increased sales for you! 


MATERIA MANUFACTURING CO 
4 2061 N. SOUTHPORT AVE. 
CHICAGO 14, ILL. 


inch?” IMMEDIATE DELIVERY from your jobber 
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Carbide 
Tipped 
Spiral Fluted 


Masonry 
Drills 


Buy them in kits. 
Have the size you 
need when you 
need it! 


KIT A 


Contains 1/8”, 3/16”, 
1/4”, 5/16", 3/8" drills. 


KIT B 
Contains 1/4”, 3/8”, 
1/2", 5/8",3/4" drills. 


KIT C 
Contains 1/4", 3/8" and 
1/2” drills with shanks 


to fit 1/4” chucks. Extra length 


also available 


VER ROAD . JETROIT 
SURPLESS-DUNN C 
National Distributors 

NEW YORK CHICAGO 





Reese 


Year ‘round display of fireplace accessories built up this 
department to $8,000 and $10,000 volume for J. J. Charvet 


$10,000 in Fireplace Goods 


Year ‘round displays, advertising and well rounded 
stock are keynotes of Sierra Hardware's success 
. ‘ — 
with this line 


J. J. Charvet has built a volume 
in fireplace equipment and acces- 
sories that runs from $8,000 to 
$10,000 annually in his Sierra Hard- 
ware, 341 Highland Ave., San Ber- 
nardino, Calif. 

When he started the business 
four years ago he placed fireplace 
accessories on the floor and has kept 
them there ever since. He has also 
advertised them the year ’round, 
offers a large variety and gives 
them extra attention in the summer 
time in interior displays. In the 
fall and winter he uses as many as 
10 different window display set- 
tings. 


Says Mr. Charvet, “By showing 
fireplace equipment all year we sell 
those people who have built or re 
modeled their homes during the 
summer. And we also catch the 
eye of those who look but don’t buy 
until the fall.” 

A large selection of quality 
goods is shown, including fireplace 
screens, andirons, grates, gas logs, 
fire pots, fireplace sets and other 
accessories. These are featured in 
the classified telephone book, news- 
paper advertisements and even 0 
business cards of himself and his 
salesmen. 
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Small Store Does $6,000 
In One Christmas Week 


(Continued from page 86) 


urban store is in a position to get 
trade, coming or going. 

The operators of the shopping 
center specified that the commercial 
tenants choose decorative interior 
store treatments that would har- 
monize with and enhance the mod- 
ern character of the shopping cen- 
ter. In this, the Peerless Co. has 
done a fine job. 

The store was completely equipped 
with open display fixtures made by 
W. C. Heller & Co., Montpelier, O. 

Size and shape of the store posed 
a problem. The store is only 15 ft. 
wide and 60 ft. long, with a 10 ft. 
workroom in the rear. 

The store was made to appear 
considerably wider by a clever floor 
treatment. The floor is made of 
large alternating squares of dark 
and light colored asphalt tile. Eight 
9-in. brown marbleized asphalt tiles 
surround one 9-in. gray marbleized 
tile. This produces a 27-in. square. 
The colors are reversed in the ad- 
joining 27-in. square where marble- 
ized gray tiles sourround a 9-in. 
brown marbleized tile. This is re- 
peated throughout. 


Color Aids Displays 


Eye-catching color was used to 
accent the modern atmosphere.: All 
fixtures have a limed oak finish. 
Doors of wall cabinets and all ex- 
posed wall surfaces behind shelves 
and tool racks are deep magenta 
which harmonizes with the brown 
and gray asphalt tile floor and with 
the light-colored woods. 

The ceiling and upper walls 
above shelving and wall fixtures are 
fresh white to provide maximum 
reflection of illumination by 100 ft. 
of fluorescent tubing which forms 
a rectangle on the ceiling. Two ad- 
justed spotlights are focused on 
featured merchandise at the front 
of the store. 

_The front portion of the store is 
illuminated until midnight every 
night in order to catch the eyes of 
passing motorists on the busy high- 
way in front of the shopping center. 

“We’re not too concerned at the 
moment about high dollar volume,” 
says Mr. Marcus. “What we are 
watching is the number of people 
who pass the store and the number 
who come back in after their first 
visit. So far, these factors are 
ahead of expectations, so we know 
the dollar volume and high average 
unit sale will follow.” 
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You know that in today’s tight market, steel tape buyers want plenty of 
appearance plus extra quality for the long pull ahead. That's the No. 1 
reason the new Lufkin Leader and Universal steel tapes—combining Eye 
Appeal with the Buy Appeal of greater durability —are “tailor-made” for 
present selling conditions. Check these timely, saleable features: 


132-138 Lafayette Street, New York City * 








CHROME-CLAD LEADER 


and 
UNIVERSAL 
Steel Tapes 


| Have Beauty To Spare 
| ...DEFY Wear! 


@ New rich maroon VINYLITE covered cases— protection against water, stains, 
and scuffs. 

@ New recessed winding devices achieve a desirable thinness . . . new bushing 
plates add strength, attractiveness. , 

@ Maximum rust-resistance with stainless steel edge bands and nickel plated 
fittings. 


The “Leader” has jet black markings protectively recessed below the 
chrome-white surface . . . easy-to-read and permanent. Famous Chrome- 
Clad non-glare finish will not chip, crack, peel, or corrode. Markings on 
the “Universal” are raised in natural steel against a “Nubian” dead-black 
background .. . extremely durable and readable. Both steel tapes have 
“Instantaneous” readings, marked in feet, inches, and 8ths. Order now— 
available in 25, 50, 75 and 100 foot lengths ... with or without hook ring. 


x7 LUFKIN’S ADVERTISING WINS CUSTOMERS FOR YOU! 
Regularly appearing in the Roto sections of leading Sunday 
newspapers, magazines, and trade papers, Lufkin ads “pre- 
sell”’ millions of prospects every month. Selling is easier when 


you promote Lufkin—the line with nation#ide appeal... 
nationwide acceptance! 


SELL JUJE HIN caves . nuts - samnienbahenn: 


THE LUFKIN RULE CO. e¢ SAGINAW, MICH. 





Barrie, Ontario 





PECORA 


BRAND 


WEATHERCALK 


Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN (lilustrated). 
PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


Pp C 
4INT company. ™ 


Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glazing C ds...Stove 
Putties. .. Roof Coatings... Industrial Paints and Finishes 








HOW GOOD 


THAT IS OUR FIRST 
OBJECTIVE IN CREATING 
EACH "DAISY" PRODUCT 


“DAISY” on any household rubber product 
has meant first quality and honest value fdr 
over 42 years. It has always identified 
rubber products that deliver service for 
which they’re intended, to the users’ com- 
plete satisfaction. 


SCHACHT RUBBER MF6. CO. 


HUNTINGTON, INDIANA 








Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


China, Glassware and Pottery Mar- 
ket, July 30-Aug. 10 at The Mer- 
chandise Mart, Chicago, II. 


Cooking and Heating Appliance Man- 
ufacturers, annual convention and 
exhibit, June 4-6 at the Netherland 
Plaza Hotel, Cincinnati, Ohio. Spon- 
sored by The Institute of Cooking 
and Heating Appliance Manufac- 
turers, Shoreham Hotel, Washing- 
ton 8, D. C., Samuel Dunckel, man- 
aging director. 


Home Furnishings Market, Interna- 
tional, June 18-28 at The Merchan- 
dise Mart, Chicago, Ill. Includes 
housewafes, appliances, toys, games 
and wheel goods, floor coverings, 
radio and television, lamps, china, 
glassware, pottery, and gifts. 


Housewares and Home _ Appliance 
Manufacturers’ Exhibit, July 9-13, 
at the Atlantic City, N. J., Audi- 
torium, Secretary, A. W. Budden- 
berg, National’ Housewares Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 
land, Ohio. Sponsored by the So- 
ciety of Packaging and Materials 
Handling Engineers. 


Regional 


Cotter & Co. Fall Merchandise Show, 
Aug. 6-7, at company headquarters, 
365 E. Illinois St., Chicago 11. 


Eastern Hardware Golf Assn. 14th 
annualegolf tournament, May 22-24, 
Shawnee Country Club, Shawnee- 
on-Delaware, Pa. Secretary, H. L. 


Industrial Supply Convention, June 
10-13 at San Francisco, Calif., spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Assn., general manager, R. Kennedy 
Hanson, i346 Connecticut Ave., 
N.W., Washington 6, D. C.; Na- 
tional Supply & Machinery Dis- 
tributors’ Assn., executive secre- 
tary, Henry R. Rinehart, 1900 Arch 
St., Philadelphia 3, Pa., and the 
Southern Supply & Machinery Dis- 
tributors’ Assn., secretary - trea- 
surer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 8-12, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


National Retail Hardware Association, 
52nd Annual Congress, July 9-12, 
1951, at the Hotel Statler, Detroit, 
Mich. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind., is managing director. 


Sporting Goods Show and convention 
(National), Jan. 20-24, 1952, at the 
Morrison Hctel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Events 


Gillian, 30 Rockefeller Plaza, New 
York City. 


Gift Shows, sponsored by the West- 
ern Merchandise Exhibitors, will be 
held: Aug. 5-9 at Auditorium and 
Palace Hotel, San Francisco; Aug. 
19-23 at Olympic Hotel, Seattle, 
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SEATTLE 


IS BRINGING JAPAN 


TO YOU! 


Here is a prime opportunity for the alert Buyer 
or Trader . . . ready to capitalize on the 
quality merchandise of a NEW JAPAN! 
See thousands of commercial goods and lines 
—now available for sale in the United States 
-dramatically displayed in a 75,000 sq. ft. 
arena. Meet Japanese producers and sales 
representatives who will supervise exhibits. 
Think of the saving in time and money. It 
would require months and thousands of dollars 
to make a personal survey of trade 
prospects in Japan today. 
So Seattle and the State of Washington are 
bringing Japan to you .. . with the full 
cooperation of the Japanese government 
and occupational authorities. 
Plan a trip to the cool Pacific 
Northwest in June for a profitable and 
entertaining Japanese holiday! 


- 


ARRANGEMENTS BY STATE OF WASHINGTON, CITY OF SEATTLE 


FIRST 


SHOWING 


OF 


NEW 


JAPAN'S 


QUALITY 


TOOLS 


AND 


HOME 


WARE 


JAPANESE 


TRADE FAIR 


Enjoy Cherry 
Blossom Time in 


SEATTLE 


UNIVERSITY OF WASHINGTON PAVILION 


PARTIAL INDEX 
OF PRODUCTS 
ON DISPLAY 
Apparel 

Art and gift ware 
Bamboo products 
Bicycles 

Binoculars 
Brassware 
Cameras 

Canned goods and 


Cement products Furniture 
Chemicals Hangings 
Clocks and Watches Home ware 
Chinaware Lacquerware 
Cloisonne Leather goods 
Electrical goods 
Electronics 
equipment 
Fabrics 
Fine arts 
Fishing equipment 


Metal alloys 
Notions and 
novelties 
Pearls (cultured) 
Pearls (imitation) 


Medical equipment 


Rubber products 
Seeds and bulbs 
Sewing machines 
Silks 

Sport goods 
Textiles 

Tools 

Tourist Trade 
Toys 

Wood carvings 





Food products Fish nets Porcelains 


ean 
products 


For illustrated brochure, buyer reservations, or other information, 
write: Japanese Trade Fair, Central Building, Seattle 4, Wesh .U.S.A, 
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Metals... Ceramics... Plastics... Wood... 
Rubber... Glass... Leather... 


ALL EASY ro PRICE- MARK 


WITH Monarch 
SENSO LABELS 


RESOURCE 
SEASON 
NO. PIECES 
RECEIVED 
IN SHIPMENT 


$2.99 +—___ price 
ACTUAL SIZE 


COST IN 
CODED 
SYMBOLS 


* Hardware stock is no longer “hard-to-mark"’ 
merchandise. Monarch Senso Labels—the new, 
improved pressure-sensitive gummed labels that 
need no moistening—make possible speedy, accu- 
rate, easy price-marking for everything you sell. 

Each price-marking label can show in code the 
season, resource, cost, quantity received—all in- 
formation needed for easy, inexpensive visual 
stock control, as well as neat, legible selling price. 

Senso is one of 8 kinds of inexpensive Monarch 
quality Tickets, Tags and Labels in sizes for all 
your merchandise, price-marked on the Monarch 
“Junior” price-marking machine. Senso Labels 
are a great time-saver when price-marking tools, 
housewares, leather goods, toys and packaged 
goods. Especially handy for price-marking gift 
items where it is important to have price data 
securely attached, yet easily and neatly remov- 
able for gift wrapping. 





tHe Monarch 
MARKING SYSTEM COMPANY 














Since 1890— World's Largest Manufacturers and Distrib- 
utors of Merchandise Price-Marking Equipment and Supplies 


Toronto, Canada * DAYTON, OHIO * Los Angeles, Calif. 


OTHER OFFICES IN: ATLANTA, BOSTON, CHICAGO, DALLAS, DETROIT, NEW 


YORK, PITTSBURGH, SAN FRANCISCO AND SEATTLE. 
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EXCLUSIVE | 





Ginral Mills 
fritomatic. [raster 


Wash., and Aug. 26-29 at Portland 
Hotel, Portland, Ore. 


Pritzlaff Merchandise Fair, Aug. 20-22 
at company headquarters of the 
John Pritzlaff Hdwe. Co., 333 No. 
Plankinton Ave., Milwaukee, Wis. 


Texas Wholesale Hardware Assn. 
semi-annual convention, June 8-9, 
Shamrock Hotel, Houston, Tex., in- 
cludes joint meeting with the Texas 
Hardware Boosters Club. Secre- 
tary, Nat Pearsall, P. O. Box 386, 
La Feria, Tex. 


State Events 


Carolinas, Hardware Association of, 
convention, June 19-20, Ocean For- 
est Hotel, Myrtle Beach, S. C. Sec- 
retary-treasurer, Mrs. Sally Couch 
Masten, 118% E. Fourth St., Char- 
lotte 2, N. C. 


Florida and Georgia Retail Hdwe. 
Assns. joint convention and exhibit, 
May 7-9, Geo. Washington Hotel, 
Jacksonville, Fla. Executive Man- 
ager, William W. Howell, Waycross, 
Ga. 


Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 12-14, 1952, Des 
Moines. Headquarters, Hotel 
Savery. Exhibit, Iowa Exhibit 
Bldg., State Fair Grounds. Secre- 


tary, Philip R. Jacobson, Mason 
City. 
Mississippi Retail Hdwe. and Imp. 


Assn., convention and exhibit, June 
3-5, Buena Vista Hotel, Biloxi. 
Secretary, David O. Mansfield, 226 
S. State St., Jackson. 


Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb 5-7, 1952, 


Milwaukee. Headquarters, Hotel 
Schroeder. Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Point. 








HARDWARE HUMOR 
By Hardware Age 








“Hardware dealer or no hardware 
dealer—you can't demonstrate your 
merchandise in a city park.” 





McGill BRAND 


mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 




















rpo 
LIGHT COLORED 
Lubricating Stick, for 


Office Files Window Slides 
Drawer Slides Bicycle Chains 
Sliding Doors Automobile Squeaks 


Door Jambs and Latches 
CLEAN. No messy fluids. No messy hands. Will 
not mar or stain wood, plastic or metal surfaces. 
EASY TO USE. just rub it on. Prevents wear 
from friction. 

Bright colored Display Case, holding 12 sticks, 
for either counter display or hanging dispenser 


SOLD THROUGH JOBBERS 


| DYcYou Co to aele he toa-m Ge) 
SALEM 5 MASS 


Makers also of DECTO-STICK, which Fills and 
Colors NICKS, DENTS and GOUGES in natural 




















finished or stained woodwork, leather or plastics. 
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a= /— nationally known 
= ee for quality 


~ nationally advertised 
to hoost your sales 


There are two good reasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — nationa’ adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 
cashing in on the big demand, now. 









PROMINENTLY — 
DISPLAY THEM 


ACCURATE TAPES 
SELL THEMSELVES! 


Warehouse stocks and agents strategically located throughout 






the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 
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NEW automatic plating 















a 
lasting, 
protective 


plant gives AJAX hardware 
a uniform, lifetime finish 





Guaranteed to meet 

U.S. standards in finish- 
ing and plating... 

: nickel, chrome, brass, 


bronze, zinc and 


















cadmium. 


HARDWARE OF PRESTIGE 


Ajax Hardware Manufacturing Corporation 
4351 Valley Boulevard, Los Angeles 32, California 





WHAT'S NEW 


Latest Information on New Hardware Merchandise 





(Continued from page 13) 
with each clock. Dealer helps avail- 
able include a four-color display 
card, consumer folder, product mats 


Fair traded at: 
Inc., Ashland, 


and logotypes. 
$7.95. Telechron, 
Mass. 


Standard Duty Drills 


Two new models of standard 
duty drills are available. Model 430 
5/16-in. standard duty drill (illus- 
trated herewith) has a _ no-load 
speed of 1000 RPM. It measures 
12-34 in. overall, weighs 61% Ibs., 
and will drill 5/16 in. in metal and 
%4-in. in hardwood. Model 435 34-in. 
standard duty drill has no-load 
speed of 750 RPM, is 1314 in. over- 
all, and weighs 6% lbs. Both have 
Universal motor for AC or DC up 
to 60 cycles, 115 volts standard, and 
220 volts special. Frame is die cast 
aluminum and the 2-pole switch 
provides momentary contact. There 
is also a 10-ft. three-conductor cord 
with rubber plug and pigtail for 
ground. Cummins Portable Tools, 
Div. of Cummins-Chicago Corp., 
4740 N. Ravenswood Ave., Chicago 
40, Ill. 


Handy Magnet 


An item appearing on page 80 of 
the April 5, 1951, issue of HARD- 
WARE AGE, about Alnico Handy 
Magnet, a product of Magneto Sales 
Co., 261 W. 54 St., New York City 
19, listed a retail price of 25¢. This 
was in error and should have read 
29¢. 


Paint Remover 


This new model electric paint re- 
mover features a double action 
scraper, consisting of the machined 
scraper heating element plus the 
cold scraper, which also acts as a 
rest for the tool. There is a heavy 
heat-proof wooden handle and a 
long electric cord, and a “steady- 
rest” that pre-determines the exact 
working distance for most efficient 
removal. Each remover is packaged 
in a colorful carton. Free envelope 
stuffers, newspaper mats, and coun- 


ter cards are available. Luro Prod- 
ucts, Inc., 6501 Denison Ave., 
Cleveland 2, Ohio. 


Hand Pump Line 


This new line of hand pumps 
comprises five series of several 
models each. Series 210 and 404, 
10 g.p.m., are for farm refueling 
of cars or field equipment, and dis- 
pensing lubricating oil from drums, 
skid tank or underground storage. 
Series 414, 14 g.p.m., dispenses 
oils and cuts fluids, thinners, sol- 
vents, paints, etc., handling light 
or heavy liquids. Series 828 and 
807, to 28 g.p.m., are geared for 
dispensing normal or viscous li- 
quids from drum-size or larger con- 
tainers, and for faster hand fuel- 
ing. All series are available with 
or without accessories. Blackmer 
Pump Co., 1809 Century Ave., 
Grand Rapids, Mich. 


Rotary Power Mower 


Model P-218 Roto Clipper, rotary 
type power lawn mower, has 2.5 
hp., two-cycle twin cylinder engine, 
throttle controlled speeds of 1500 
to 3600 r.p.m., and special outboard 
bearing engine mounting. This 
42 lb. mower has streamlined three- 
wheel suspension design, and 
makes an 18 in. cut of 1 to 3 in. 
Non-removable guard cast is a 


= 
4 
. 4 








safety feature, and blade is com- 
pletely enclosed at all times. There 
are two ball bearing 10x1.75 semi- 
pneumatic rubber tired wheels and 
a two-inch trailer roller. Engine and 
main mower body is satin finished 
aluminum. Price: $104.50  f.0o.b. 
Falls Products Inc., Genoa, IIl. 


Seed Distributor 


A portable, lightweight garden 
tool, called Seeder-Feeder-Weeder, 
distributes lawn seed with ease and 
uniformity in a 4 ft. semi-circle in 
front of the operator. The metal 
cylindrical container is protected 
by green baked enamel, and is 6x4 
in. Seed flow is precision controlled 
by a thumb spring shutter lever, 
and the revolving fan, operated by 
crank, spreads the seeds, elimi- 
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| 
Send name and address to: 


GENERAL MILLS APPLIANCE DEPT. 
1620 Central Ave., Minneapolis 13, Minn. 
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WHAT'S NEW 





nating clots. Seeder-Feeder-Weeder 
will also spread dry fertilizer and 
weed killer, plus other types of 
seeds. R. Krasberg & Sons Mfg. 
Co., 2501 Homer St., Chicago 47, 
Ill. 


Automatic Mower 


This mower, called Moz-All, not 
only cuts grass, heavy weeds and 
trims, but mulches leaves and mows 
automatically. The mulcher attach- 
ment pulverizes leaves into a pow- 
dery mulch, which may be used as 
fertilizer. A drum with axle and 
unwinding cord attaches to the 


mower, and allows it to mow auto- 
matically in ever-widening circles. 
Moz-All is available in red, blue, 
yellow, and green. Wind-King Elec- 
tric Mfg. Co., Merrill, Iowa. 


Aerosol Insecticide 


Knox Out Aerosol Insecticide 
Bomb kills flies, mosquitoes, 
roaches, ants, fleas, bed bugs, moths 
and other insects, and comes in a 
container with nozzle and valve for 
easy spraying. It is non-inflamma- 
ble and stainless when used as di- 
rected. Retail: $1.49. Pennsylvania 
Salt Mfg. Co., 1000 Widener Bldg., 
Philadelphia 7, Pa. 


Rofoftiller Tine 


A self-cleaning and self-sharpen- 
ing knife-edge tine for rototillers 
has a modified S shape to aid in 


chopping sod, weeds, tall grass, etc., 
into mulch. The new knife tines 
allow tillage up to 10 in. deep, and 
are made of special electrically-re- 
fined arma-loy steel. Available in 
both right- and left-handed styles. 
Windolph Tractor Co., 1135 S. W. 
Yamhill St., Portland 5, Ore. 


Sealer and Primer 


This pigmented, fast-drying stain- 
killer, sealer and primer, called 
White Enamelac, has the appear- 
ance of white enamel, but can be 
tinted by mixing it with dry colors 


previously dissolved in denatured 
alcohol. It dries to the touch in 
15 minutes, may be recoated in 4 
to 60 minutes, and no thinning is 
necessary. It kills aniline and vat- 
nish stains, seals sappy streaks, 
stops bleeding over any type of 
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Hardware 4, He Household 


Our plant is working to capacity 
for you on all merchandise not 
prohibited by defense priority. This 
includes many household items 
earmarked for spring and summer use. 
May we repeat, “Order what you 
need when you need it”. In this way 
‘all our customers will share alike 

a -and we do want to be fair. 

I Ilustrated—No. 40 gate hook and eye; 
No. 188 wal No. 189 awning staples; 
No. 96 and No: 97 awning pulleys. 

‘ 


s 
. 


H. L. JUDD COMPANY 


WALLINGFORD 


CONN. 


87 Chambers Street, New York 7, N. Y. 
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Many styles to 
choose from. 


Adjustable 
Window Guards 


Adjustable Window Guards 
will fit any window, installed 
or removed quickly with 
special key. Send for folder. 


fl 
Write us for a! 


folders—allitems 


























SALES 
KINS 
 Adiustoht 


Wrought Iron 


SCREEN 
DOOR 
GRILLES 


No large stocks neces- 
sary because all Hawkins 
grilles are adjustable to 
fit any door. 


Silhouettes are _ individually 
cast, hand finished. Scrolls 
on silhouette grilles are '/2" 
by 3/16"; others are '/2" by 
/,"". Will fit all sizes of screen 
doors. Screws to frame and 
may be easily adjusted. 


























Adjustable 
Railings 
You can fill orders from stock 
and SAVE your customers up to 
200%. Use indoor or outdoor. 
Opens entirely new source of 
income for Hardware and 
Supply Houses. 


HAWKINS IRON CO., INC. 


315 North 4th St 


Birmingham 4, Ala 















No. 4306 


New Electronic 
Model 
q 
| Gel” 
a 

| 14 

Years of 

Service 








LELECTRIC FENCE 


CONTROLLERS 


Make more sales — more profits 
with ELECTRO-LINE — the com- 
plete line. ELECTRO-LINE — the 
line with a model for every pur- 
pose or every purse. Quality is 
high, price is low — and mod- 
ernly styled ELECTRO-LINE 
fencers have customer appeal. 
Order from your local jobber or 
write us for his address. 


You Can Depend on Electro-Line 


a 






f — 


ELECTRO-LINE PRODUCTS Corp. 


SAUKVILLE, WISCONSIN 
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WHAT’S NEW 





stain, or may be used as an under- 
coat. A gallon covers 300 or 400 
sq. ft. Haeuser Shellac Co., Inc., 
56 Warren St., Brooklyn 2, N. Y. 





Portable Cut-Off Saw 


A new portable cut-off saw, 
Whirl-Saw Model No. 3, has good 
balance and a depth of cut adjust- 





able to 1% in. It will cut angles 
up to 45 deg., and makes both rip 
and cross cuts. Saw weighs 6 Ib., 
and may be handled with one hand. 
Packaged in a display box, com- 
plete with one blade. Forsberg Mfg. 
Co., Bridgeport, Conn. 





Adjustable Tool Holder 


This adjustable tool holder has 
a vise-grip jaw that exerts equal 
pressure over the full length of the 





cutter channel, for faster feeds and 
deeper cuts. Jaw runs to the cut- 
ting edge so the bit cannot slip, sag 
or break. The tool holder is drop 
forged, heat treated and hardened 
for maximum resistance to mush- 
rooming and wear. Available in 
both standard 15 deg. channels and 
with parallel channels for carbide 
bits, threading tools and boring 
bars. Robert H. Clark Co., 9330 
Santa Monica Blvd., Beverly Hills, 
Calif. 


Display Leveler 


A fully adjustable leveling device 


which compensates for floor irregu- 
larities is now available to keep dis- 





play equipment level. Called Level 
Devil, it may be used with Hirsh 
pre-built steel and wood display 
units. Easy to adjust and install 
with no fastening required, it will 
support the loaded unit. New cata- 
log of Hirsh Standard Display 
Equipment for store modernization 
is now available. S. A. Hirsh Mfg. 
Co., Skokie, IIl. 





Opener and Capper 


Uncapping and recapping a bottle 
can now be done by one device, 
called Cappie. This 4-oz. metal in- 
strument has a rounded head for 
opening and a hollow base with a 
strong plunger for recapping. Cap- 
pie does not injure cap when re- 
moving it, allowing tight recap- 
ping. Unit may also be used for 
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Quality has been a guiding principle at National Lock since the 
founding of the company in 1905. Down through the years extensive 
facilities and skilled personnel have been blended in a happy combin- 
ation that has consistently produced fine hardware to appeal to those 
who want the best. e Cabinet hardware, builders hardware, 
furniture trim, cabinet locks, casters, shelf hardware, screws and bolts 

. all reflect National Lock’s reputation for quality ... all assure the 
utmost in customer satisfaction. ¢ Price, like quality, is important in 
bringing about steady sales and substantial profits. National Lock prices 
are competitive. They represent outstanding value in each hardware 
item made by National Lock. e Whether you sell or specify hardware, 
look to National Lock for the ultimate in distinctive hardware 


for a wide range of jobs .. . it's available ‘‘all from 1 source.” 


NWATIONAEL oc COMPANY 


ROCKFORD, ILLINOIS MERCHANT SALES DIVISION 
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HERE’S WHY 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


J . J 
Easier to identify see now the tabet 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


* 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “‘bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


° 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand”’ fasteners. 


J 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


: b 7 . i 
Hi Trl usiness builders | 


1 +*Machi 

Bi tapos oe 

t geadless Set _—" 
+ Socket Head ens 
* *Thumb Screws” oe" 


BOLT 
t*Stove Bolts 


Machine Bolt 
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Carriage Bolts 
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[ Ww 
: *Semi-Finished nen 
; ops Wing Nuts 
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{Slotted ond Phillips Recessed a 
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cracking ice. Retail: 98¢. A deluxe 
gift package is being prepared for 
$1.25. Mayfair Mfg. Co., 20 N. 
Wacker Drive, Chicago, Ill. 


Fishing Float 


This new combination casting 
and still fishing float, called Quickie, 
comes in three sizes. The 1%% in. 









CASTING 
Insert line between 
ors and pull line 

4 ot 


} / y inte elom 














diameter float retails for 15¢, 1%4 
in diameter retails for 25¢, and 2% 
in. diameter retails for 50¢. Quickie 
will not come off the line, and it is 
not necessary to remove the hook 
or sinker, or to thread the line, to 
attach the float. An attractive 
counter display packages 12. Air 
Light Products Co., Omaha, Neb. 


Bamboo Tumblers 


These lifetime bamboo tumblers 
are of natural burnished bamboo, 
polished smooth, and will not chip 
or frost. They are available in 
three sizes: Bambino, small, retails 
at $3.50 for six; Bambi, medium, 
retails at $3.95 for six; and Bam- 
bique, large, retails at $4.95 for 
six. Calhawaii, 1059 Lincoln, Pasa- 
dena 3, Calif. 





All-Steel Jointers 

These new six and eight-inch 
jointers are of all-steel construction 
for strength, permanent accuracy 





and alignment, and allowing the ex- 
tending of tables without increas- 
ing width, thickness, weight or 
floor space. Jointers provide sup- 
port for narrow rabbetting of wide 
stock. A quick, accurate knife-set- 
ting system is another feature, and 
all knives cut the same depth within 
.002 to .003 in. Jointers have full 
length, front-adjusting, double 
locked fences. No ‘projections, 
switches or exposed wiring make 
easy working. Boice-Crane Co., 990 
Central Ave., Toledo 6, Ohio. 


Whittling Set 


This new No. 75 whittling and 
carving chest, “The Leader”, has 17 
precision-sharp steel knife blades, 
gouges, routers, whittler and saw 
blades for all handicraft and hobby 





needs. It features X-acto knife 
handle for quick blade changing, 
and non-slip grooving for safe work- 
ing. Blades are packed in a handy 
index-size, fitted wooden chest. Re- 
tail: $5.00. X-acto Crescent Prod- 
ucts Co., Inc., 440 Fourth Ave., New 
York 16, N. Y. 
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Spice Muller 


met items has added a seasoning 
spice muller made of natural or 
bleached redwood. The muller is 
about 6 in. high, and has a heavy 


matching pestle for smashing spices 
firmly and evenly. Retail: $2.95. 
George S. Thompson Corp., S. Pasa- 
dena, Calif. 








Metal Casement Gasket 
This Draftite gasket seals metal 
casement windows from drafts, 
water, dust, and cuts heating costs. 
The vinyl] gasket fits inside the edge 
of the metal window frame, and 
the flexible lip at the top forms a 
complete seal where frame and win- 
dow come together. Inside grippers 
provide extra adhesion. Gaskets are 
sold in 38-in. lengths and are’ cut 





to fit upon installation. Draftite 
Products Co., 6 Canterbury Drive, 
Dayton 9, Ohio. 








Deep Wall Colors 


The Americana line of 77 flat 
wall paints comes in white and nine 
basic colors that dry streak-free 
on surfaces properly prepared and 
sealed. The colors are an oil-type 
coating, applicable to plaster, wood, 
wallboard, and similar surfaces, 
and may be applied by brush or 
roller. Most colors cover solidly 
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“BILLINGS” Wrenches top all competition 
as the brand name most frequently requested . . . 
mi by your customers ... in the fixed opening 
= wrench field! 
BILLINGS great public preference is proved in a 
national Continuing Survey conducted by POPULAR 
MECHANICS magazine, among hardware retailers 
from coast to coast. 


_ SALES - PROFITS - aside 


“BILUNGS 


LIFE-TIME’ 


ALLOY STEEL 


oul cglel a 
see oles" WRENCHES 


Catch those Extra Sales with: LIFE-TIME Display Boards 
Vitalloy Socket Display Board * Billings MAGIC CLERK * Billings ROLLPACS 


& SPENCER CO HAKIFORD 1, CONN., U.S.A 
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THINK THIS 
OVER! 


This message is directed primar- 
ily to the retailer who thinks it 
smart business to by-pass his jobber 
and buy direct. 


As a manufacturer, we have al- 
ways questioned the wisdom of this 
practice. The jobber has always 
been an important cog in the efh- 
cient distribution set-up of any in- 
dustry, giving the manufacturer 
volume business at low selling costs, 
thus keeping down your costs. 


This, in itself, is ample reason 
for the jobber’s place in the 
scheme of distribution; but today, 
in this hectic period of rising costs 
of doing business, government 
regulations, shortages, etc., there 
is all the more reason why you 
should tie yourself as close as pos- 
sible to your jobbing sources of 
supply. 

Not only is your jobber a shrewd 
purchasing agent for you, but he 
has the resources to seek out 
sources of supply on items that 
can be used to replace sales volume 
lost on stocks that are in tight 
supply. 

If the present supply situation 
tightens further, you can be sure 
that the jobber with his tremen- 
dously greater buying power will 
get first call on the manufacturer’s 
production; and it is only natural 
that the jobber will take care of 
the needs of his regular customers 
first. 





The main reason for direct buy- 
ing is an apparently longer profit, 
but does it actually work out that 
way? Buying direct means sub- 
stantial orders, usually a_ three 
month stock. Comparable material 
can be purchased once a month 
from the jobber, reducing inven- 
tory investment by 66 2/3%, plus 
further savings of interest on 
money tied up. Cash so released is 
then available for other purposes. 


So cultivate your jobber, as the 
resulting reduction in investment, 
savings in interest, and faster turn- 
over will give you a definite dollar 
gain in net profit, plus assuring 
you a source of supply for critical 
materials. 


The jobber is a tower of strength 
to both the merchant and the man- 
ufacturer, and that is why we say 


Order from your jobber 


@ LANDEN QUALITY PUTTY 
@ FLEXISEAL CAULKING 


COMPOUND 


@ FLEXISEAL GLAZING: 


COMPOUND 





LANDEN PUTTY WORKS, Inc. 
MALDEN ¢ MASS. 

















108 











with one coat. Folders are avail- 
able with complete color samples 
and mixing instructions. All inter- 
mixes are either two- or four-part 
using full cans, thus insuring cor- 
rect shade and eliminating waste 
paint. Finishes Div., Du Pont Co., 
Wilmington, Del. 





Pan Fish Assortment 


This new Pflueger pan fish as- 
sortment of hooks is safely en- 
closed in an attractive plastic box 
with a transparent sliding cover. 
Each box contains eight hooks each 
of Pflueger Kirby size 4 and 2, Car- 
lisle size 8 and 6, and Aberdeen 





size 6. Retail: 25¢. Enterprise Mfg. 
Co., Union & Perkins Aves., Akron, 
Ohio. 





Clothes Sprinkler 


This lightweight styrene plas- 
tic clothes sprinkler, called Bolta 
Sprinkler, is embossed with a 
basket of clothes to ensure a firm 
grip. Sprinkler cap is secured with 
a slight twist, and the broad base 
allows it to stand upright. Avail- 
able in red and yellow. Retail: 29¢- 
39¢. The Bolta Co., Lawrence, 
Mass. 





Egg and Potato Slicer 

A new Presto four-way egg slicer 
slices the egg diagonally as well as 
crosswise and lengthwise. It is alu- 
minum die-cast, and the cutting 
wires are tinned Swedish spring 
steel, replaceable and guaranteed. 
The Presto French fry cutter, made 
of the same materials, cuts the 
whole potato at one time into uni- 
form cuts. R. A. Frederick Co., 434 
Elm St., Cincinnati 2, Ohio. 


Portable Refrigerators 


There are five models in the new 
line of KampKold portable refriger- 
ators, in sizes ranging from small 





to the large deluxe 29-in. model. An 
exclusive feature is Flexi-Tray, 
which adjusts quickly to five differ- 
ent positions. KampKold is of 
streamlined design, with  1-in. 
Fibreglass insulation, and the chip- 
resistant exterior bronze finish is 
baked on. Other features include 
recessed drain plug, built-in bottle 
opener, removable lid, Air-Lok 
gasket, and heavy durable hinges 
and handles. American Gas Ma- 
chine Co., Albert Lea, Minn. 





Cutting Pliers 


Two new additions to the Lubring 
line of self-lubricating pliers are 
the 6-in. diagonal cutting pliers No. 
241 and the 6-in. diagonal cutting 
pliers No. 242SW (illustrated here- 
with) with a wire stripping hole in 
the blade. Both light-weight pliers 
feature wide-opening jaws and self- 
lubricated joint. Round joint gives 
greater bearing in the counterbore 





HARDWARE AGE, MAY 3, 1951 














F 


Colt 
wha 
doul 

Al 
is th 
auto 


perts 





to ev 
choi 
or ju 
struc 
barre 





“CHALLEN 
22 


SPECIFICA’ 
regular, hig 
10 cartridg 
Over All: ‘ 
Fixed, Trig 
Finish: Duc 


HARDWA 








Double 

your fun 
with 

a Colt 
















a 














































del. An 
i-Tray, OR in-between rises .. . or just 
gg lazing on the bank .. . have a 
1-in. Colt along. Find out for yourself that 
e chip- whatever fun’s to be had outdoors is 
ish & double the fun with a Colt. 
include 
. bottle And just the gun for you to have 
— is the new Colt “Challenger”, a .22 
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FREE — Get your copy of the colorful 44 page 
Colt Handbook. Contains valuable informa- 
tion on handgun shooting and safety rules. 
MAIL THIS COUPON TODAY I 
—E — — COLT’S MANUFACTURING COMPANY 
er vaell one " ONLY $52.50 15 Van Dyke Ave., Hartford 15, Connecticut 
‘ Ri ’ 
Pies . Please send my free copy of the Celt Handbook, > 
SPECIFICATIONS — Ammunition: .22 Long Rifle cartridge, Dip \ 
regular, high speed or high velocity. Magazine Capacity: Nome...... : |  \0 iim: |) 
10 cartridges. Length of Barrel: 412 or 6 inches. Length - 
Over All: 9 or 10% inches. Weight: 30 and 32 oz. Sights: Street... _ en | 
Fixed. Trigger: Grooved. Stocks: Checkered Coltwood, oy P 
3, 1951 atte Dual-tone blve, glare-proofed, City ' ome Wh bs ee ee madone No. State 
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More | 
have been sold 
in the past 


26 YEARS 


than all other Step-On 
Cans Combined 
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MODEL S-20 
20 quarts 
ALSO 12, 14, and 16 at. sizes 


MASTER METAL PRODUCTS, Inc. 


321 Chicago St. Buffalo 4, N. Y. | 
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for more strength around the rivet. 
Utica Drop Forge & Tool Corp., 
2415 Whiteboro St., Utica 4, N. Y. 





Electric Deodorizer 


This electric deodorizer, called 
Select-Aire, deodorizes and replaces 
unwanted odors with a selection of 





four, odor-neutralizing fragrances. 
The modern unit plugs into any 
electric outlet and conditions the 
air in spaces up to 7500 cu. ft. 
Housing is of heavy gauge brass, 
finished in baked crinkle enamel, 
measuring 714 x 4 in., and the com- 
plete unit weighs two pounds. Mo- 
tor is silent, AC, 15 watt, and op- 
erates on any 115V lighting circuit. 
Linda Mfg. Co., 226 Lafayette St., 
New York, N. Y. 





Roller Painter 


This new One-4-All roller painter 
provides one cover for flat and semi- 
gloss paints, enamels, rubber-base 
and water-mix paints. The cover is 
of manufactured wool, uniform in 
height and density of pile. It leaves 
no streaks, helps keep a wet edge, 
minimizes orange peel and is easily 
cleaned. Thomas Products Co., 8490 
Lyndon Ave., Detroit 21, Mich. 





Lettuce Head Trowel 


Cutting lettuce heads and other 
headed vegetables can now be ac- 
complished more quickly with a 





Lettuce Head Trowel. This new 
gardener’s tool is designed only for 
this specific use. It is hand forged 
of fine steel, and the blade edge is 
4% in. wide at its bottom. The 
smooth hardwood handle is 10 in. 
long, and the overall length is 131% 
inches. William Johnson, Inc., Bren- 
ner & Keat Sts., Newark, N. J. 





Floor-Rug Scrubber 


The improved Cadet single disc 
unit floor scrubber with inter- 
changeable waxer, polisher and rug 
scrubber attachments has an _ in- 





creased capacity 1% hp. continuous 
duty type motor with larger reser- 
voirs for complete lubrication and 
longer operation. Other new fea- 
tures are the improved gear reduc- 
tion unit and a new seal to prevent 
leakage of lubricant or dirt enter- 
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ONLY 


Newest Telechron Electric Kitchen Clock Idea 





RETAIL 


& IVY takes real vines! —in twin, removable vases! These vases are color-styled in 
yellow, red, gray, green. dy IVY stands on shelf or counter —hangs on wall or post! 
i IVY pretests even better than today’s fastest selling kitchen clock! dhe IVY is 
backed by powerful national advertising in 4-color pages: LIFE, The Saturday Eeming Pest, 
Better Homes and Gardens throughout the month of June. é& IVY can make a mint 


4 


of money for you. é& Order IVY today and show it! Once folks spy it they'll buy it! 


*Plus tax. Prices and specifications subject to change without notice. 
Telechron is a trademark of Telechron Inc., Ashland, Mass., a General Electric Affiliate. Cf, S 


EXTRA! NEW IVY LAUNCHED BY MOST COLORFUL INTRODUCTORY OFFER EVER PUT BEHIND ANY KITCHEN CLOCK! 


Comes in package assortment of most popular kitchen clocks in country today! Including color-styled 
display unit and promotion suggestions! | 4-color consumer folder also available! | New offer on famous 
Telechron Time Table Display! FREE sales training booklet; full-line catalog; price list—on request. 


GET DETAILS ON THIS GREAT OFFER FROM YOUR DISTRIBUTOR TODAY! 
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to increase 
PROFITS 


| A few years ago, brass or cast iron | 

was the only choice of the specialty 

hardware buyer. Today, nearly every- 

| body prefers precision-cast zinc spe- | 

cialties with their smooth, attractive 

rust-proof finish in brass, chrome, 

bright zinc, or ebony, exceptional 

impact and tensile strength. Your 

jobber can supply you with many at- 

tractive and modern items produced 

| by Hall-Wessel . . . if you ask for | 

them by name. Each is functionally 
designed for enduring beauty, volume 

| selling, easy storage. Hall-Wessel | 

Hardware Specialties are guaranteed 

by a pioneer in casting zinc alloy 

| hardware specialties, Tell us your | 

jobber’s name and we'll send our new 

catalog. Write today. 

















2116-26 W. NICHOLAS ST. 





Cm errr ee 0 0 20 eee 20 eee 


PHILADELPHIA 21, PA. | 
anadian Sales Agents: 
Geo. S. Hall & Co., 9 Wellington St. E., Toronto ¥ 
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WHAT'S NEW 








ing the gear case. The redesigned 
wheel carriage makes sturdier con- 
struction. Lincoln-Schlueter Floor 
Machinery Co., Dept. C, 1250 W. 
Van Buren St., Chicago 7, Ill. 


Table and Bench 


A new line of Atlas heavy duty 
tables and benches are constructed 
of five-ply, 94-in. plywood to support 
a load of 1500 Ib. A special feature 
is the steel fold-out legs, made of 
l-in., 16-gauge electrically welded 
steel tubing with baked enamel fin- 
ish. When opened they lock auto- 
matically into position. Rectangular 
table tops are 30x72 in. and 30x96 
in. Round table tops are 48 and 60 
in. in diameter. All model tables are 
30 in. high. Rectangular tables have 
matching benches that are 12x72 








in. or 12x96 in. For indoor or out- 
door use. All-Luminum Products, 
43 N. Third St., Philadelphia 6, Pa. 





Furniture Polish 


This mew silicone polish, called 
Woodbrite, cledns, polishes and 
protects furniture. Tiresome buff- 
ing is not required to give the fur- 
niture a rich lustre, and Wood- 
brite will not catch dust. Retail: 
79¢. Boyle-Midway, Inc., 22 E. 40 
St., New York, N. Y. 








Band Saw Attachment 


This No. 894 height attachment 
will increase the normal 6 in. capac- 
ity of the standard 14 in. wood- 





working band saw to 12 in. The 
attachment is a cast-iron raising 
block with necessary fittings, and 
provides large cutting capacity at 
low cost and horsepower require- 
ment. Furnished with it is a longer 
hexagon guide post, allowing com- 
plete range of guide adjustments 
from maximum to minimum. Delta 
Power Tool Div., Rockwell Mfg. 
Co., 600 E. Vienna Ave., Milwaukee 
1, Wis. 





Soldering Gun 


The newly improved Cal-88 sol- 
dering gun has a single pole fea- 
ture for deep penetration and has 
an extra long reach extension. The 
11% Ib. gun has a non-tiring pistol 
grip and is balanced to minimize 
operating strain. Dual heat controls 





shift from 100 to 150 watt heat, and 
a built-in light shines on the part 
being soldered. Tips may be changed 
without tools, and conductor rod in- 
sert prevents unnecessary heat dis- 
sipation. Cal-88 may be used con- 
tinuously for 10 minutes, and it 
may be dismantled easily and any 
component part changed. Caliri 
Mfg. Co., Inc., 15 Union St., Law- 
rence, Mass. 
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Electric Auger Bits 


Two new five-piece sets of Mir- 
brite auger bits for electric drills 
are packed in attractive leatherette 
rolls, individually boxed. Each bit 
compartment is labeled for size. 
Handy Utility Set has one each of 
4/ 16, 5/16, 6/16, 7/16 and 8/16 in. 
bits, and the Mechanic’s Special in- 
cludes 4/16, 6/16, 8/16, 10/16 and 
12/16 in. bits. Midway Tool Co., 
Inc., The Arcade, Cleveland, Ohio. 





Industrial Enamel 


New industrial enamel has been 
formulated with the latest type 
alkyd. resin ingredients. Called 
Auto and Industrial Enamel, it is 
available in basic popular celors, 
and is resistant to weathering, salt 
sea air, gasoline, alkali, and other 
elements. High tensile strength 
permits exceptional resistance to 
abrasion and impact, and it is quick 
drying, leaving no brush marks. 
Laboratory tests indicate that boil- 
ing water and freezing cold do not 
cause peeling, softening or whiten- 
ing, and the enamel is resistant to 
infra red heat up to 180 deg. Fahr- 
enheit without powdering. 20th 
Century Paint & Varnish Corp., 
456 Driggs Ave., Brooklyn 11, 
N. Y. 


Wrecking Tool 


A new wrecking tool, called Rip- 
per Jack, is designed to dismantle 
wood structures and leave the lum- 
ber in good condition for re-use. 
This eight-pound combination 
crowbar, pry-rod, nail puller, and 
sledge is steel, and may be used in 
a position either beside, ‘above, or 
below the structure being dis- 
mantled. Price: $9.50. Calumet 
Steel Castings Corp., 1636 Summer 
St., Hammond, Ind. 

(Resume reading on page 13) 
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The Most Du 


SOLID BRAIDED COTTON — 
no filler. 


SMOOTH FINISH — 






rable 


Sash Cord on the 
Market! 


increases durability and minimizes stretch. 


PLIABLE — 


ravel. 


MINIMUM STRETCH — 


keeps windows in perfect balance without adjust- 


ments. 


EASILY IDENTIFIED — 


by the colored spots — our tradema 


knots easily for quick installation. Won't kink or 


rk. 


Carry the Complete Samson Line 


Whale and Tite-Rope Clothes Lines; venetian blind cord; shade cord; 
masons’ line; awning line; and many others. 
If it’s Braided cotton, Samson makes it. WRITE for samples and 


information today. 


Sameoon 


CORDAGE 


BOSTON 10, 


WORKS 
MASS. 
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ita 
Professional Bulk 
OR 








Cartridge Guns 


“QUALITY UNSURPASSED" . . . VITAL guns are 
manufactured in our plant—to highest standards— 
unconditionally guaranteed. ‘‘Maintenance''—ever 
popular Model D-4? gun, for bulk or cartridge 
loading . lists for $4.35. Other sizes and 
prices eae. VITAL CAULKING GUNS—first 


since 1909. 
—— ED NOZZLES 
108 PUANEAULKING Cos 
inn ras \ 










SELECTED ALL-PURPOSE 
VITAL NOZZLE SET OF 10 


Yes, this eye-catching display rack of VITAL inter- 
changeable nozzles is one way Vital leads to extra 
sales! A large throated nozzle for every job! .. . 
Selected all-purpose nozzle set of !0—$5.45. 


SEE YOUR JOBBER OR WRITE US TODAY 
VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 









‘lta ARTMOORE PRODUCT-——— 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 


FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything you and 
your customers want: 
Plenty of drying space 
-24 smooth snagproof, 
rustproof feet for in- 
between washings, dia- 
pers, lingerie! Compact—closes completely 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only 5 Ibs.! 
Aad it's priced right—retails at only $2.95. 

Higher West of Rockies 


See your jobber or write 
ARTMOORE CO. 


Dept. A-5!1, 1319 North 3rd Street 
Milwoukee 12, Wisconsin 
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New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
Steel blades (shown herewith) are 
on a blue card trimmed in red on 
heavy stock. Silver Flash card is 
the reverse color combination. LE. 
C. Atkins & Co., 402 S. Illinois St., 
Indianapolis 9, Ind. 





Cutlery Catalog 

The orange and black 1951 cata- 
leg illustrating the lines of Frozen 
Heat cutlery products is available. 
It features lines of open stock 
household cutlery, steak and game 
sets, magnetic and gift cutlery sets, 
scissors and shears, pocket and 





displays. 


knives, plus 
Robeson Cutlery Co., 33 Main St., 
Perry, N. Y. 


sporting 


Water Systems Aids 


New aids for water systems deal- 
ers include a 14x22 in. point of pur- 
chase display card, silk screened in 
three colors, identifying a dealer of 
F&W water systems, and 19x24 two- 
color direct mail literature pieces. 
The new revised Pump Capacity Se- 
lector gives complete specifications 
and capacities of F&W deep well 
jet pumps on a single 5x8% se- 
lector. An attractive three-color 
booklet entitled, “Running Water 
for Rural Homes,” answers ques- 
tions relating to home water supply 
and the selection of the proper sys- 
tem. A three-ring binder, designed 
in three colors, holds all F&W cata- 
logs, literature and other informa- 
tion. Flint & Walling Mfg. Co., 
Inc., Kendallville, Ind. 


Paint Promotion 


This double-header promotion is 
designed to sell Mello-Gloss paint 
and Plaxwand, a new painting tool. 
A giant size paper drop-cloth has 





been incorporated into the promo- 
tion kit containing advertising and 
display material for both products. 
Plan book, window posters, display 
cards, pennants, mailing folders 
and newspaper ads are _ included. 
The Lowe Bros. Co., Dayton 2, 
Ohio. 


Bat Display Stand 


A colorful new Louisville Slugger 
Bat display accommodates 12 bats 
and faces on all sides. The full- 
color lithograph stand is varnished 
for protection, and the blue body 
features autographs of 126 famous 
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GOLDBLATT 


Mason Tools 


Give You... 





ONE SOURCE FOR 

Bi ALL NEEDS — Buy all your 
masonry tools from 

Goldblatt — one order, 

one shipment, one billing. 

Easy, convenient. 


¢ Greater Profits ° Faster Turnover ATTRACTIVE DEALER 
ge Satisfied Customers ° Repeat Sales ~ ag esacoran Slama ne 














a 


direct to dealers — is able to 
oe offer attractive dealer discounts. 


SEND TODAY FOR FREE CATALOG — Write for 
your copy of Goldblatt’s illustrated catalog de- 
scribing the most complete line of the finest 
masonry tools and equipment. 


Ww v4 , / uv 
ACCURATE BORING 
QUALITY AUGER BITS 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 







FIRST CHOICE OF THE TRADE FOR 65 YEARS 





IT'S ORDERING TIME FOR 












COAL 
STOVE 


SHOVELS 






The Fulton Line 

of shovels means 

quality to the trade. 

An exceptionally well con- 

structed coal stove shovel—heavy steel. Made to 
withstand rugged use. : 


Zz Si, : AS al WRITE TODAY for literature on Complete 


Ze ws _ Line of Fulton Fire Shovels—Place orders now 
Za 2 A for fall delivery. 
crationre Inc., WEBSTER, MASS. 
: Exclusive Sales iiicaieies P A T E N T N © V E L T Y Cc o ‘ 


JOHN H. GRAHAM & CO., INC. FULTON ILL. 
105 DUANE STREET » NEW YORK 8, N. Y. Dept. HA 
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It pays to use the Cheney 
Nail Pennant with your 
Cheney hammer display. 
This bright, attractive 
pennant brings atten- 
tion to the exclusive 
Cheney nail holding fea- 
ture, sure-fire sales ap- 
peal. The pennant is in 
your Cheney Hammer 
carton. 














JOHN H. GRAHAM 
& 


105 Duane Street 
New York 8, N.Y 


attanooga, Tenn 






ESTAS. 18306 


Henry CHENEY “corr.” 


RUTTLE PALS, W. Y., U.S. AW 











TO HELP YOU SELL 


players, including Hall - of - Fame 
members. It is reinforced heavy- 
ply cardboard, and is 4 ft. high 
with a 26-in. base. Bats are easily 
removed for inspection. Dealer 
cost: $3.25. Hillerich & Bradsby 
Co., 434 Finzer St., Louisville 2, 
Ky. 








Color Sample Cards 


This new type paint sample card 
has samples arranged in a straight 
vertical line, so that comparison 





can be made by merely folding the 
sheet. Color chips are flush with 
the left side of the card, and no 
white space interferes in matching 
samples to other materials. The 
colors dominate the card, and no 
printing or pictures confuse the 
consumer. Martin-Senour Co., 2520 
S. Quarry Ave., Chicago 5, IIl. 





Glassware Display 


This 1951 spring promotion in- 
troduces new gift-boxed Diamond 
Cut stemware and tumbler sets. 
The 22x19x17 in. cardboard fixture 
includes a shelf-extension featur- 
ing a simulated place-setting with 
three Diamond Cut stemmed pieces 
in use. Background section is a re- 
production of a full color page ad. 
Owens-Illinois Glass Co., Toledo 1, 
Ohio. 








Amal sa 


ECONOMY GRADE 
TOOL KITS are 
In Demand— 


Their money- 
saving price, 
coupled with 
their good 
quality makes 
sale after sale. 


This ECON- 
OMY Tool Kit 
holds 5 inter- 
change- 
able blades the same as used in the 
popular RX541 assortment. The Two 
Tone handle is of good size and made 
of Slo-Burning material. 


These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users, Light to carry, kit weighs only 
% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 


Sold by Leading Jobbers 
AMALITE, INC. 


1884 Pitkin Ave., Brooklyn 12, N. Y. 




















Bewildered ?? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


feature in each issue 


dealers. 


is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 














HARDWARE AGE, MAY 3, 1951 





first o1 
1951, 





constan 
Hot” sg 
mechan 
Corox vu 
Also in 
four sti 
feature 
unit, tl 
and the 
inghous 
Westin: 
field, O] 


This 
in. cata 
of mas« 
fasteniz 
ucts. I 
for eas 
page is 
helps a 
U.S. E: 
St., Yor 


Deale: 


A spr 
is now a 
posters 
ad schee 
for mat, 





HARDW: 








Range Action Display 


This colorful range display, the 
first of three displays planned for 
1951, has flashing illumination and 











constant action. The words “Red 
Hot” are activated by a hidden 
mechanism, and the Super Speed 
Corox unit is illuminated by flasher. 
Also included in the ensemble are 
four stickers pointing out the sales 
features of the Super Speed Corox 
unit, the Two-Level Speed Cooker 
and the Miracle Sealed oven. West- 
inghouse Electric Appliance Div., 
Westinghouse Electric Corp., Mans- 
field, Ohio. 


Masonry Catalog 


This green and black, 8% x 11 
in. catalog shows the complete line 
of masonry anchoring devices and 
fastening, drilling, and allied prod- 
ucts. It is tab-indexed by section 
for easy identification, and each 
page is illustrated. Merchandising 
helps available are also included. 
U. S. Expansion Bolt Co., 640 State 
St., York, Pa. 


Dealer Package 


A spring activity dealer package 
is now available with two four-color 
posters made from an ad, plus an 
ad schedule reprint. An order form 
for mats, and radio and television 
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No prying up lids and easing 
them back on again-no mistakes 
in selecting just the right bolt 
and nut for any fastening job. 





SHEFFIELD 
Steel Products 


Carbon and Alloy Steel 
Ingots, Blooms, Billets, Plates 
Sheets, Hot Rolled Bars 
Steel Joists, Structural Shapes 
Reinforcing Bars 
Welded Wire Mesh 
Wire Products, Wire Rods 
Fence, Spring Wire 
Nails, Rivets 
Grinding Media, Forgings 
Track Spikes 








& Bolt and Nut Products 





Saaalaee 


BOLT and NUT 


PRODUCTS 


Theyve Gor 


Ye siete 


takes to 
TAKE IT! 


It takes a high level of quality to take the 
strains, wear and abuse bolts and nuts are 
subjected to. Full-bodied, true shaped 
heads, tough, accurately gauged shanks, 
strong, clean-cut, precision formed threads 
and close tolerance nut-to-bolt fit give 
Sheffield bolt and nut products the strength 
and toughness to draw and hold a 
tight fastening. 


Ever since 1888, this Sheffield quality level 
has not only been maintained but is con- 
stantly raised through Sheffield’s statistical 
quality control at every step of manufac- 
ture in Sheffield’s own steel plants. Through 
these have come the exacting metal speci- 
fications, heat treatment and oil quenching 
which insures uniform high level quality. 


It’s easier, also, to handle and sell these 
better Sheffield Bolt and Nut products. They 
come packaged to attract buyer attention in 
strong, plainly marked boxes whose hinged 
lids lift up for display and easy access. 


SHEFFIELD STEEL 


CORPORATION 
HOUSTON KANSAS CITY TULSA 


DISTRICT SALES OFFICES: Chicago, IIL; St. 
Louis, Mo.; Des Moines, Ia.; Omaha, Nebr.; W ich- 
ita, Kans.; Denver, Colo.; Oklahoma City, Okla.; 
Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
El Paso, Tex.; New Orleans, La.; Shreveport, La. 
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REVERSIBLE 
WINDOW VENTILATOR 


ECONOMY 
FLOOR CIRCULATOR 


An unbeatable value — builds 
store traffic and sales volume! 
All steel construction and 
balanced aluminum blade. In 
Sunset Tan. 3 speeds. 


BERNS MFG. 
3050 No. Rockwell, ¢ 


The original reversible ex- 
haust and intake fan'!—with 
easy patented reversing 

mechanism for complete 
safety. In 10", 12", 16" and 
20" models. Adjusts to 
every window width. 
Handsome white 
enamel or sunset 
tan finish. 


Dps, outer door 

AS and closes. Outer 
tame will not rust or 
warp fan housing. Pol- 
ished chrome or gleam- 
ing white enamel interior 
grill. All models adjust- 
able to 16" thick walls. 





THE LAST WORD IN 
WIRE PRODUCTS 





BRASS, COPPER, DARK, TINNED, « 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 





STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


ee eee 
\ € - * 
Nese LINE WIRE 








STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 





BRAIDED 
PICTURE 
WIRE 





LANTERNS 


GIVE EXTRA HOURS 


for Liberty Gardens 





SOLD THROUGH 


JOBBERS ONLY: 


BU witH COnFrFIBEN Ce 


QNCHOR 
WIRE CORPORATION 
83 6 ee oe oe | ayvet 


R.E. DIETZ COMPANY 


SBE syRACUSE 1, N. Y. 
| }TPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 





| 


| LF TEX KS 7a 


commercials also come with the 
| package. General Mills Home Ap- 
pliance Sales Promotion Dept., 1620 


Central Ave., Minneapolis, Minn. 
| 


| 
| Novelty Alarm Display 
This colorful easel-type counter 
display is for “Ollie,” the owl alarm. 
| Brilliant Day-Glo lettering calls at- 





tention to the display. It is offered 
free with every order for three 
“Ollie” alarm clocks. The Sessions 
Clock Co., Forestville, Conn. 


Display Clock 


A new business display clock for 
General Electric dealers can be 
hung on the wall or displayed in the 
window. The clock is 14 in. in diam- 
eter, and mounted on framed hard- 
board panel 24x16 in. Panel has 
space for dealer imprint. The il- 
luminated clock dial is of trans- 
lucent glass and has large black 
numerals, black skeleton hour and 
minute hands, and a red sweep sec- 
ond hand. Dial has a molded glass 
cover on which the G. E. monogram 
and word “Appliances” are lettered 
in orange, white and blue. Clock 
and panel, Form No. 298-3034, cost 
$10 plus tax. Appliance & Mer- 
chandise Dept., General Electric 
Co., Bridgeport 2, Conn. 


Fathers’ Day Aids 


A bright yellow 17 x 22 in. win- 
dow poster shows five common tools 
—hammer, measure, hand drill, 
vise, and plane — available as 
Fathers’ Day, birthday, or other 
special day gifts. Also offered as 
part of this promotion is a two- 
column newspaper mat. Stanley 





Tools Div., Stanley Works, New 
Britain, Conn. 
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Coffeemaker Parts 


Replacement parts for Silex cof- 
feemakers are identified on this 19 
in. high merchandising board, at- 





tractively silk-screened in three 
colors, with natural wood back- 
ground. All parts are illustrated 
and listed by catalog number on the 
reverse side of the display. Display 
stand is offered with the purchase 
of a single, complete coffeemaker 
unit at its retail value. The Silex 
Co., Hartford 2, Conn. 


Baseball Annual 


The 1951 baseball annual, entitled 
Famous Slugger Yearbook, is now 








LOOK | NO HANDS / 


ALL 10018 


SQUIRT THE OL ON/ 





@ it’s the biggest vaive in power drives on 
the market! The Oster No. 422 Power Vise 
Stand converts hand die-stocks, cutters and 
reamers to “‘power tools’’—speeds up thread- 
ing from two to five times faster than you 
can do it by hand! The No. 422 is the 
ONLY power drive with the automatic grip- 
ping “AUTO-GRIP” front chuck. No wrench 


The New “AUTO- 
GRIP” automatic 
gripping front chuck. 


or bar is needed to operate this chuck. 
The No. 422 Power Vise Stand operates 
from any ordinary light line. Easily portable, 
the machine can be quickly moved where 
needed and set up, ready for use, in two 
minutes. Standard range %" to 2” pipe. 
Range with drive shaft 242” to 8” pipe. 
Write for free bulletin No. 422. 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2028 E. 61st St., Cleveland 3, Ohio 








available. The 64 pages contain 
pictures of past season’s outstand- 
ing players and highlight events, 
plus hints on how to bat. Hillerich 
& Bradsby Co., Louisville, Ky. 


Cleaner Merchandiser 


A metal display rack and display 
card are available to dealers with 
each purchase of 24 cans of Quick 
Foam rug and upholstery cleaner. 
Advertising circulars are also in- 
cluded with these merchandising 
aids. Plasti-Kote, Inc., 425 Lake- 
side Ave., N.W., Cleveland 3, Ohio. 





WooDdD 
S KO T ¢ H JOINERS 
A Steady ROT 


Profit Puller 


carten display 
* printed in red and black 
or on cords fer bin display 


Here's a wood joiner thet really 
HOLDS . . . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, “T", split or 
dade joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 
Sonate wood joints that show uses 
of SKOTCH Wood Joiners pilus a new 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 








2949 ELSTON AVE... CHICAGO 18, ILL. sicns 








(Resume reading on page 14) | 
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GRIPS LIKE A VISE 








ARMSTRUNG BROS. 


Better PIPE_TOOLS 
SNe) 


sav 


“Reversible,” “Standard” and “Ideal” types, 
in all sizes. Jaws are drop forged from spe- 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/3 eatalog strength (1,200 Ib. to 40,000 
Ib.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides. The 
nal “Ideal” Tongs have G shaped 
teeth for a sure grip on irregular 
shapes—fittings, etc. 


RONG BROS. TOOL CO. 


“The Teel Helder People” 
5214 W. ARMSTRONG AVENUE - CHICAGO 30, ILL. 
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“Blue Label 
or equivalent...” 


Many shrewd paint buyers use Kyanize 
Blue Label as the standard for excellence 
in high gloss white enamels. No wonder 
either! . .. on small jobs or big, Blue Label 
gives a perfection of finish unsurpassed 
anywhere. 


Blue Label dries to a hard, brilliant, 
porcelain-like super-smoothness. It is pure 
white, and stays white! Professionals ap- 
preciate that it refuses to sag, maintains a 
wet edge, works easily, brushes oui read- 
ily, leaves no brush marks. 


Also available in Tinting 
White, and Eggshell. 


MR. WILLIAM BINDER 
Director of Research 
for Kyanize Products 

















es) DEALER 
OPPORTUNITIES 


The Kyanize franchise definitely protects 
Kyanize dealers, and there are no 
Kyanize controiled or operated outlets. 
The Kyanize line is advertised nation- 
ally, distributed nationally, and manu- 
factured by an independent company. If 
Kyanize products are not represented in 
your locality, and you would like to know 
the whole story of the valuable Kyanize 
Franchise, drop us a line. 





NATIONALLY ADVERTISED 


Kktyanize 


Seep Smonticeg 


PAINTS 
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AGE 


J. EMMET WOODMAN 
SEE, president of Rich- 
ards & Conover Hardware 
Co., Kansas City wholesale 
firm, on March 1 celebrat- 
ed the golden anniversary 
of his joining the firm as 
a $4.50 a week office boy. 
His next job was in the 
bookkeeping department 
and, later, the credit de- 
partment. For many years 
he spent about half his 
time contacting dealers, 
for in those days bilis 
were paid when the cotton 
gin whistle blew or when 
the wheat harvest was in. 
Mr. Woodmansee called on 
dealers indebted to the firm, and also traveled 
with them to see their customers, and obtained 
collateral whenever possible. He also helped deal- 
ers set up their books. In 1914 he became treasurer 
and was given the additional title of vice pres! 
dent in 1937. In July, 1948, he was elected presi- 
dent. He served on the election board which 
“de-ghosted” the vote lists of Kansas City and 
installed permanent registration. He served a term 
as president of the Kansas City Chamber of Com 
merce and led in civic projects. At a company 


J. EMMET WOODMANSEB 
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dinner Mr. Woodmansee was presented with the 
50-year service pin originally owned by the 
founder of the 94-year-old firm, J. F. Richards. 
The presentation was made by the founder’s great- 
grandson, Samuel L. Sawyer, who was elected 
treasurer in 1949 to lighten the burden on Mr. 
Woodmansee. 


WALTER B. McKIBBIN, 
vice president and gen- 
eral manager of Ham- 
macher, Schlemmer & Co., 
Inc., outstanding house- 
wares and hardware store 
of New York City, started 
his career with that com- 
pany 50 years ago on April 
1 as a mail and file clerk. 
He successively became a 
junior sales clerk; retail 
salesman in charge of the 
cutlery department; man- 
ager of the tool depart- 
ment; wholesale salesman 
to factory trade; sales manager; director, and 
then general manager. Mr. McKibbin is a member 
of the’Shelter Island Yacht Club and the Shelter 
Island Country Club. 





WALTER B. McKIBBIN 


HENRY VEIT was re- 
cently elected vice presi- 
dent of Bommer Spring 
Hinge Co., Brooklyn, N. Y., 
after serving for 50 years. 
He joined the company as 
an office boy. He was 
named purchasing agent 
in 1930 and office manager 
in 1940. He devotes part 
of his leisure time to his 
stamp collection. 





HENRY VEIT 


J. FRED McKEAN, 
owner of McKean’s Hard- 
ware, New Kensington, 
Pa., organized the busi- 
ness with his father more 
than 60 years ago. Mr. 
McKean celebrated his 
75th birthday last Aug. 
10, but remains active in 
business. A grandson, 
William F. Yohe, has been 
connected with the busi- 
ness for the past five 
years. Mr. McKean is a 
life and charter member 
of the Benevolent and 
Protective Order of Elks. 
Hunting and fishing have 
long been his favorite 
Sports and for 12 years he served as a member of 
the Pennsylvania Board of Fish Commissioners. 


J. FRED McKEAN 
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Easy Knot 
Clothes Line 
Hook 


or No Slip 
Clothes Prop Hook 


Zinc coated - Lag 
Screw type - 3” 
long. 1 hook on 
card, packed 12 
cards in box, with 
display hooks, 
screws and cards. 













These two needed numbers can now be 
daily sellers — Larson packages for your 
profit with the attractive red and black 
wall mounting display card, complete with 
two display hooks and screws. Instructions 
tell how to display. 


STEEL SAFETY 






Steel Safety Hooks 
Made of 
Heavy Steel 
Gravity Action 


Zinc finish - Size 
6”, 214” staples. 
Packed 12 hooks 
and staples in box 
with display 
hooks, screws 
and cards. 








Er” 


CHAS. 0. LARSON CO. 


STERLING, ILLINOIS 


Order Direct 
from Your 
Jobber 
or Write To 
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Shinyheads 


NC or NF Thread 








2155 SCRANTON ROAD 
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‘ They give that extra sales appeal, that final 
finishing touch. 
Here’s why... 


Hexagon heads —full finished —completely machined 
—top and bottom . . . bearing surface washer faced. 


Top of’head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 


More and more buyers simply specify Shinyheads. Justi- 
fiably famous — Shinyheads have earned the reputation 
as “America’s best looking cap screw.” 


The FERRY CAP & SET SCREW Co. 


« CLEVELAND 13, OHIO 


CAP AND SET SCREWS » CONNECTING ROD BOLTS » MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS » HARDENED AND GROUND BOLTS + SPE _ 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS » ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN 
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The Hardware Business 


Continued from page 10) 


and related programs. Defense 
agencies will be given quotas to 
draw against. NPA officials say 
that these allocations will not be 
permitted to take so much produc- 
tion that the civilian economy will 
be seriously upset. They say also 
that defense agencies will have to 
stay: within their allowances for 
any quarter. 

Under the present set-up, manu- 
facturers of non-defense goods will 
be left free to maintain as high an 
output as possible with what ma- 
terials are left over from defense 
needs. The only restrictions now 
seen are continuation of the exist- 
ing NPA-M-Orders and OPS price 
regulations, both of which are ex- 
pected to act as a brake on con- 
sumer goods production. 

Nevertheless, until new produc- 
tion of steel and aluminum starts 
coming from expanded capacity and 
new copper supplies are obtained, 
prospects for consumer goods are 
not exactly encouraging. Some pro- 
duction officials hedge carefully and 
say that defense production . will 
take no more than 20 pct of the 
national production. 

But NPA officials are more real- 
istic. They point out that this is 
likely true from an overall view- 
point—but when it comes to specific 
defense needs they will require all 
of some supplies such as nickel, 
and a high percentage of others 
such as alloy and structural steels. 
Defense and supporting programs, 
not counting MRO, is taking near- 
ly 30 pet of steel production. 


OUTLOOK—While the picture is 
not clear, there is only a remote 
chance that few, if any, consumer 
goods will disappear from store 
shelves. Because of defense needs, 
most hardware goods must continue 
in production, and defense orders 
will take far from total output. 
The “death order” on aluminum 
end items, for instance, has now 
been modified to permit May-June 
production at a 50 pet level. A good 
guess is that an outright ban will 
not now be imposed. Present “M” 
limitations may be tightened but 
Present plans do not include out- 
right bans on either steel or alu- 
minum. 
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House Seeks Aid for 
Farm Equipment Makers 


Problems of farm-equipment 
manufacturers are due for an air- 
ing before a congressional commit- 
tee within a few days. 

A House small business subcom- 
mittee headed by Representative 
Clarence G. Burton (Virginia 
Dem.) has invited a number of 
small manufacturers of farm equip- 
ment to air their grievances in Chi- 
cago on May 11 and 12. 

The subcommittee notes the seri- 
ous current shortage of materials 
for the manufacture of farm equip- 
ment. “There are approximately 
1600 small manufacturers of farm 
equipment, and materials shortages 
have threatened the welfare not 
only of this group but also of many 
thousands of small farmers,” Mr. 
Burton says. 


White House Sets New 
Tax Take at $7 Billion 





Congressmen sweating over the | 


size and form of the new tax bill 
are relieved to know that the gov- 
ernment’s revenue situation is not 
as bad as President Truman painted 
it earlier this year. 

The Capitol was told in January 
that it would have to raise $16 bil- | 
lion in new taxes to keep out of the 
red this year. Later, the White 
House scaled this down to $10 bil- 
lion, and the latest word from Capi- 
tol Hill tax experts now is that fed- 
eral income is running “well above 
expectations.” 

For example, personal income for 
the 1951 calendar year is now esti- 
mated by the House Ways and 
Means Committee’s experts at $255 
billion, as compared with the Trea- 
sury Department’s estimate of $250 
billion. Corporation profits before 
taxes are estimated at $48 billion, 
as compared with the Treasury 
estimate of $45 billion. 

Proposals to tax of cooperatives 
continue to receive more serious 
consideration than they have for 
many years. A number of “on-the- 
fence” congressmen have been par- | 
ticularly impressed with the hard | 
facts of tax exemption presented. | 
(Resume reading on page 11) 
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LAWN SPREADERS 
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Limited quantities (in all 3 sizes) of 
the famous Buch Steel Lawn Spread- 
ers are ready now for immediate 
shipment. Don't take a chance on 
probable Spring availability - order 
from your jobber now! 


Model #1 Favorite size of most 
home gardeners. Constructed of 
18 ga. sheet steel, with ad- 
justable, automatic agita- 
tor for even feed, 
Holds 28 pounds. 






Model #2 
Same features 
as Model #1 
except this 
larger size has 
rubber tired 
wheels and tubular 
handles. Holds 40 No, 2 
pounds and is a favorite with dealers 
who rent equipment to increase seed 
and fertilizer sales. 


Model #3 Professional Size Spreader. 
Has capacity of 60 pounds and is sized 
for appeal to nurserymen, park operators 
and large estates. Rubber tired wheels 
and tubular handle... 


JOBBERS — write 
for literature and 


prices. Immediate 
delivery if you 
order now. 
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Dealers Protest Price 
Control Order Chart 
Filing Requirements 


A mounting tide of protest was 
beginning to engulf OPS officials 
in Washington as dealers through- 
out the country awoke to the reali- 
zation of the almost impossible 
reporting task imposed on them 
by the new margin control order, 
CPR-7. 

The unfairness of demanding of 
hardware dealers, who mostly oper- 
ate small stores, that they meet the 
complicated reporting requirements 
of this order and giving them less 
than three weeks in which to finish 
the task hds stirred up the trade 
as it has not been stirred for a long 
time. 

This tide of protest was set off 
by a telegram which HARDWARE 
AGE sent to OPS the day the order 
was issued protesting the impos- 
sible task the new amendment im- 
posed. This was followed by similar 
protests by retail groups, state as- 
sociations and now by individual 
dealers. 





As we go to press word was re- 
ceived from the Washington Bu- 
reau of HARDWARE AGE that OPS 
has extended the price chart filing 
deadline stipulated in Ceiling Price 
Regulation 7 to May 30, thus giv- 
ing hardware and other dealers an 
additional 30 days. 





Soundest advice seems to be that 
dealers should continue to protest 
the order, but at the same time 
take what steps are possible to be- 
gin preparation of the charts to 
show good faith. 

Meanwhile, wholesalers, faced 
with a squeeze that seriously 
threatens distribution of hardware, 
are awaiting a margin order cover- 
ing them, which is expected shortly. 





Allow Adjustments for 
Fair Trade Under GCPR 


Wholesalers and retailers whose 
ceiling prices on specific items un- 
der the General Ceiling Price Reg- 
ulation are below prices fixed under 
state Fair Trade legislation may 
apply for permission to sell at Fair 
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Priority and Price Digest 








News and Interpretations of Government Orders 


Trade price levels under cer- 
tain conditions, OPS recently an- 
nounced. 

The order, Supplementary Regu- 
lation 19 to the GCPR, requires 
those seeking relief to apply to the 
OPS in Washington, showing that 





How to Prepare Price 
Charts for CPR-7 


For hardware dealers, 
brought under the scope of 
Ceiling Price Regulation 7, 
HARDWARE AGE on page 78 of 
this issue publishes a simple 
guide for preparing the list 
date price charts which must 
be filed with OPS. 


CPR 7 and its recent 
Amendment 2, covers many 
hardware store lines such as 
general housewares, sporting 
goods, lawn mowers and gar- 
den tools, electrical house- 
wares, notions and furniture. 


If your volume is $20,000 
or more annually in the lines 
listed in the regulation you 
must price that merchandise 
under the rules of the regu- 
lation. Other lines remain 
under the General Ceiling 
Price Regulation. 


You should secure copies of 
CPR-7 from your local OPS 
office or bank. If you can't, 
write us for a copy, enclosing 
6 cents postage to cover mail- 
ing costs. Address: HARD- 
WARE AGE, Priorities Digest 
Editor, 100 E. 42nd St., New 
York City 17, N.Y. 











their ceiling prices involved are be- 
low established fair trade prices 
or that they have been enjoined by 
a court from selling such items at 
less than fair trade prices. 

They must also establish that the 
items were sold generally during 
the base period, Dec. 19, 1950 to 
Jan. 25, 1951, in their locality, at 
prices no lower than the fair trade 
minimum. Where these conditions 
exist, OPS may authorize an ad- 
justment of the ceiling price to the 
minimum fair trade price. 


A Dealer Says Price 
Chart Is Unworkable 


Typical of the flood of protests 
sent to OPS and Congressmen 
against the complicated and impos- 
sible burden of preparing price 
charts under CPR-7, is this letter, 
addressed to Senator McCarthy by 
K. M. Haugen, president, Schlafer’s, 
Inc., Appleton, Wis. 

Mr. Haugen writes, in part: “We 
have 10 days in which to prepare 
charts for OPS. It can’t be done 
without closing our store, in less 
than six months. We have about 
60,000 items in our stock—so many 
that it takes from three to four 
weeks just to list the inventory and 
another month to figure it. That 
is a snap compared to what we are 
forced to do now. 

“We must list the last invoice of 
every item that comes under this 
regulation. Can you imagine the 
job of finding invoices for thou- 
sands of pieces of merchandise— 
some purchased in the last few 
months, and many during the last 
five or six years—and have this 
done in 10 days, or even six months, 
and still continue to operate our 
business? 

“IT can name half a dozen ways in 
which we can have effective price 
controls with only a small part of 
the above work; ways in which it 
would be possible to carry them out, 
and could easily be enforced. We 
are willing to do everything we can 
to help any practical program for 
the good of our country. However, 
we cannot do the impossible, and 
the above certainly is. 

“Please try to contact Mr. 
DiSalle—or someone who won't 
pass the buck—to see if some com- 
mon sense cannot be put into our 
price regulations.” 





Paint Brushes Pared 
Down to 150 Types 


NPA recently tightened controls 
on the end-use of hog bristles of a 
certain length and on the manufac- 
ture and sales of painters’ brushes 
by an amendment to Order M-18, 
reducing cutting brush types from 
about 500 items to less than 150. 
Manufacturers’ sales were also 
limited. 
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Good news for Dealers! 


PITTSBURGH’S famous NEOCETA 
BRUSHES not affected BY 
GOVERNMENT ORDER M-18 











Neoceta brushes 
are fast moving, 
easy to sell! 


In the last year, more and more 
dealers have turned to Pittsburgh 
Neoceta Brushes as a source of 
greater sales and extra profit. Today, 
with hogs’ bristle in short supply 
NEOCETA is even more important 
than ever before. 


DESIGNED FOR BRUSH 
USE EXCLUSIVELY 


NEocETA was developed by Pitts- 
burgh’s Brush Division for use in 
brushes alone. The scientifically de- 
signed strands have the same taper, 
the same carrying power and same 
durability as natural bristle. NeEo- 
CETA brushes are soft and pliable 
and easy to use. 


LOW COST ASSURES QUICK 
SALES, FAST TURNOVER 


Your customers appreciate the fact 
that NeoceTta Brushes cost one-third 
the usual price. They like the Life- 
Saver jacket which protects every 
brush. And you’ll like the easy-to-sell 
assortments which include a variety 
of types with wide consumer appeal. 








PITTSBURGH 
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PAINTS 








Here 1s the story: 


Government Order M-18 limits manufactur- 
ers’ sales of brushes containing any hogs’ 
bristle longer than 25%” to customers who can 
furnish a D.O. 97 rating or better. This is 
no problem for painters and industry ... but 
what about homeowners and others who can- 
not supply a rating? 

DEALERS AND HOMEOWNERS PROTECTED 
The answer is Pittsburgh Neoceta Brushes. 
They require no D.O. rating of any kind and 
ample stocks are available in all Pittsburgh 
Warehouses and Branches throughout the coun- 
try. By ordering pure Neoceta Brushes now, 
you can protect your customers and increase 
your sales. Mail the valuable Preferred Serv- 
ice coupon below for full details. 


VALUABLE PREFERRED SERVICE COUPON 





| 

| 

| PittspuRGH PLATE GLass Co., Brush Div., 
Dept. D-2, 3221 Frederick Ave., Baltimore 29, Md. 

| Gentlemen: I want to make sure of a source of 
| NEOCETA Brushes. Please send a Pittsburgh Repre- 
| sentative to call as soon as possible. I understand 
| there is no obligation. 
| 

| 

| 

| 

| 

| 

| 





Company 
Address_ 
City Zone__ State 








me ae ee com ae ee ce es ee ee oe we oe oe od 





BRUSHES ° 


GLASS ° CHEMICALS ° PLASTICS 





PITTSBURGH PLATE GLASS COMPANY 
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CROQUET 


See 





THE 
“OUTDOORS” 


Millions are playing 
America’s Family Game—South 
Bend Croquet! 

This wide-spread active sport 


has built an appreciation of 


yard appearance, developing 
a keen interest in outdoor 
tables, chairs, umbrellas, dec- 
Orations, accessories. So tie up 
to South Bend Croquet—use 
it for your leader in promot- 
ing sales of outdoor items, 








SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 








The amendment limits the manu- 
facture of painters’ brushes to 
types specified in the schedule at- 
tached to the order and establishes 
permissable dimensions for the fer- 
rules of these brushes. 

Also limited was the use of bris- 
tles longer than two and _ five- 
eighths inches to certain brush 
types listed in M-18’s schedule and, 
the use of bristles not longer than 
four inches, to integral parts of in- 
dustrial production. 

A third provision limited a man- 
ufacturer’s sales or delivery of 
painters’ brushes containing bris- 
tles longer than two and _ five- 
eighths inches to DO rated orders. 


NPA Cuts Paint, Other 
Items Off MRO List 


NPA has cut off a long list of 
items from use of the DO-97 rating 
provided for in Regulation 4, the 
MRO order. Those items included: 
paint, lacquer, and varnish, rails, 
tie plates, track spikes, splice bars, 
rail joints, frogs and _ switches, 
chemicals, nylon yarn, paper and 
paper products, paperboard and 
paperboard products, rubber tires 
and tubes. Hardware dealers may 
not now request or use DO-97’s for 
those items. 

Also removed from the list were 
over 100 consumer durable products 
affected by NPA’s durable goods 
order M-47, which cut their pro- 
duction by allowing them to use, 
during the second quarter, only 80 
pet of the steel they used on the 
average in the first two quarters 
of 1950. 

Included in that order (M-47), 
and now removed from the MRO 
list are such products as automo- 
biles, office furniture, food prepara- 
tion appliances like electric mixers, 
laundry equipment, refrigerators, 
carpet sweepers, waxers and pol- 
ishers, and many others. 

NPA made the change in the 
MRO list by amending its Regula- 
tion 4. 








June Steel Quota Hiked 


The Defense Production Admin- 
istration has announced June steel 
allocations for 24 special programs 
aimed at expanding production for 
defense - supporting and essential 
civilian needs at 1,400,000 tons for 
June, 200,000 tons over May allo- 
cations. The June allocation, it is 
reported, will take about 22 pct of 
the nation’s steel production; an- 
other 13 pct will go to direct mili- 
tary requirements. 


MRO Aid Extended to 


Canadian Companies 


NPA recently acted to implement 
further the priorities assistance 
program expediting defense con- 
tracts between the United States 
and Canada by amending Regula- 
tion 3 to extend to Canadian com- 
panies the right to apply for MRO 
(maintenance, repair, and operat- 
ing supplies) assistance. 

Canadian “distributors and im- 
porters” have also been designated 
as eligible for priority aid. NPA 
Regulation 3 provides that when 
U. S. companies with DO-rated or- 
ders are unable to get necessary 
material from U. 8S. suppliers, they 
may extend their rating to Canad- 
ian suppliers. Companies in Can- 
ada, unable to get materials for 
Canadian defense orders in their 
own country, may apply to NPA 
through the Canadian Department 
of Defense Production for aid in 
getting U. S. supplies. 





Farm Equipment Makers 
Get DO's for June 


NPA recently authorized produc- 
ers of farm equipment to use de- 
fense rated (DO) orders to obtain 
materials needed by the industry 
for June, 1951, production. In an 
order, M-55, the agency permitted 
manufacturers of a long list of 
equipment listed in the order to ap- 
ply ratings, on their own certifica- 
tion, to obtain materials or com- 
ponent parts at a level equal to the 
average monthly consumption in 
the first half of 1950. The order 
applies only to requirements for 
June, 1951. 

Manufacturers are permitted to 
extend DO ratings, to obtain mate- 
rials and components, only to their 
regular suppliers during the past 
two years. Suppliers also are au- 
thorized to extend the orders where 
necessary. 





New OPS District Offices 


The OPS has announced the 
opening of district offices in Albany 
and 11 cities where regional offices 
already exist. The Albany office 
will be under the direction of the 
regional office in New York City. 
The other district offices will be in 
Boston, Philadelphia, Richmond, 


Atlanta, Cleveland, Chicago, Kan- 
sas City, Mo., Dallas, Denver, San 
Francisco, and Seattle. 
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SAVAGE MODEL 29 


Slide Action 
.22 Cal. Rifle 














First in the Field 


SAVAGE SALES CALENDAR 


1951 JUNE 1951 


Be ready, this Spring, with the complete Savage and Stevens line 
of fast-moving, nationally advertised ‘‘22’s.” They're “First in the 
Field” for value . . . they're volume profit-builders—in June and 
every month! 


SAVAGE MODEL 29 


Feature the “29,” one of the most popular .22 rifles ever built. Demon- 
strate: the short (114”) slide action...show customers what it means in 
rapid fire accuracy. Show them the quick, easy take-down .. 
that the extra long knurled forearm is adaptable to the reach of any shooter. 
14-shot tubular magazine ... walnut stock. To see it is to want it. It’s one 
of the finest hammerless slide action .22 rifles you can sell. 


- point out 


STEVENS MODEL 87 


3 rifles in 1—because it’s ‘nstantly adjustable as an auto-loader, bolt action 


repeater, or single shot. This exc/usive ‘*3 in 1” feature allows a ready choice * 


of speed shooting (15 shots as fast as you can pull the trigger), or more 
deliberate, precise, bolt action firing. Show how the few large, sturdy parts 
that make up the action can be quickly disassembled, without tools, for 
cleaning. Large, well-proportioned walnut finish stock ... attractive black 
tip on fore-end. Precision-rifled barrel. Standard or peep sights. 


SAVAGE ARMS CORPORATION 


Firearms Division 


Chicopee Falls, Mass. 








SAVAGE: 





STEVENS: 





FOX Rifles and Shotguns 


SAVAGE * WORCESTER Power and Hand Lawn Mowers 





STEVENS MODEL 87 
.22 Cal. 
PR Rifle 
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Corpus Christi Wholesaler 
Holds Hardware College 


The improvement of sales- 
manship and a more exten- 
sive product knowledge for 
hardware dealers was the 
aim of the third annual Col- 
lege for Hardware Knowl- 
edge, held by the Hardware 
Division of Corpus Christi 
Hardware Co., wholesalers 
of Corpus Christi, Tex., on 
Monday and Tuesday, March 
26-27, at the Breakers Hotel, 
Corpus Christi. 

Approximately 150 hard- 
ware dealers attended the 
classes, and representatives 
of eight manufacturers gave 
instruction and demonstrated 
successful presentation and 
selling of their particular 
lines. A display room was 
open for inspection. Joseph 
F. Wood, manager of the 
Corpus Christi Hardware 
Co.’s hardware division, di- 
rected the program. 

Salesmanship classes start- 
ed on Monday with talks to 
each of the four groups of 
hardware dealers. Hubert 
Groves of Fayette R. Plumb, 


Inc., Philadelphia, talked on 
how to sell hammers and 
edged tools; J. L. Hemp, Jr., 
Hemp Mfg. Co., Macomb, II1., 
covered outing jugs and 
equipment; Joseph McCul- 
lough, Corpus Christi Hard- 
ware Co, spoke on selling 
gun sights and telescopes; 
and C. W. Van Etten, Corn- 
ing Glass Works, Corning, 
N. Y., gave sales techniques 
for glass ovenware and cook- 
ware. 

A representative of the 
NRHA then spoke to the 
combined groups of dealers 
on store arrangement and 
merchandise display. A fish 
fry ended the group activi- 
ties on Monday night. 

Classes were resumed on 
Tuesday, and topics covered 
were: How to sell power lawn 
mowers, by Sam Briggs, Reo 
Motors, Inc., Lansing, Mich.; 
saw, lawn and orchard tool 
salesmanship by C. E. Weber, 
Henry Disston & Sons, Inc., 
Philadelphia; electric clocks 


were covered by H. H. 
Mount, General Electric Co., 
Clock Div., Bridgeport, Ct.; 
and power tools and equip- 
ment by E. W. Schaub, Black 
& Decker Mfg. Co., Towson, 
Md. 

Corpus Christi Hardware 
Co. has decided to make the 
College of Hardware Knowl- 
edge a permanent annual 
event as an aid to improving 
sales techniques of hardware 
dealers in that area. 


Bicycle Institute Makes 
1952 Convention Plans 


Members of the Bicycle 
Institute of America have 
again voted to return to the 
Boca Raton Club and Hotel, 
Boca Raton, Fla., for their 
1952 convention. This will be 
the fourth year the Boca has 
been host to the bicycle 
group. The meeting will take 
place the week of January 
14, 1952. 








Yale & Towne Names A. Charles Amann 
Sales Manager, to Succeed M. Johnson 


A. Charles Amann has 
been appointed general sales 
manager of the Stamford 
Division of The Yale & 
Towne Manufacturing Co., 
succeeding Meade Johnson, 
it was announced by Milo F. 
McCammon, general mana- 
ger. Mr. Amann was for- 
merly industrial sales mana- 
ger. 

In his new post, Mr. Amann 
will direct all sales of prod- 
ucts manufactured at both 
the Stamford and Salem Di- 











At a dinner held on March 25, the night before the opening of the College for Hardware 
Knowledge, Corpus Christi hardware salesmen and manufacturers’ representatives dis- 
cussed plans for the hardware dealer classes to be held March 26-27. 
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visions, which include Yale 
brand locks, door closers, 
builders’ hardware, Tri-rotor 





A. CHARLES AMANN 


made at Stamford, 


pumps, 

and industrial locks and 
hardware, made at Salem, 
Va. 


Mr. Amann joined Yale & 
Towne in July, 1949, as in- 
dustrial sales manager after 
a five-year association with 
the Illinois Lock Co., where 
as vice president he directed 
all trade and industrial sales. 

Before that, from 1941 to 
1944, Mr. Amann was East- 
ern regional manager of 
Spiegel, Inc., Chicago, Illi- 
nois. From 1939 to 1941, Mr. 
Amann _ was_ promotional 
supervisor of Campbell Soup 
Co., Camden, New Jersey. 
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Toro-Whirlwind Corp. 
Names Credit Manager 


Bryant Larson has been 
named credit manager for 
Toro-Whirlwind Corp., Min- 





BRYANT LARSON 


neapolis, Minn., manufac- 
turer of power mowers, re- 
placing C. E. Ostberg, who 


is retiring after 27 years of 
service with the company. 

Mr. Larson joined the staff 
18 months ago to assist Mr. 
Ostberg with credits and 
financing problems. He was 
formerly with the Minneapo- 
lis First National Bank. 





Conner Will Manage 
Peden Iron & Steel 


E. H. Conner, vice-presi- 
dent of the Peden Iron & 
Steel Co., Houston 1, Tex., 
hardware wholesaler was 
placed temporarily in charge 
of the company. He is as- 
suming the duties of presi- 
dent and general manager 
held by E. D. Peden, who is 
ill. Mr. Peden in turn re- 
places John Peebles as presi- 
dent and general manager. 
Mr. Peebles has been granted 
an extended leave of absence 
because of poor health. 








Isaac Black Retires From Russwin; 
Ziegenhein Becomes Sales Manager 


At the annual meeting of 
the board of directors of The 
American Hardware Corp., 





ISAAC BLACK 


New Britain, Conn., the re- 
tirement of Isaac Black, 
vice-president, Russell & Er- 
win Division, and Walter J. 
Bunce, treasurer, was an- 


nounced. At the same time, 





William J. Ziegenhein, gen- 
eral sales manager, Russell 
& Erwin Division, was pro- 
moted to vice-president in 
charge of Russwin sales. 
David Muirhead, controller, 





WILLIAM J. ZIEGENHEIN 


was named treasurer, Clara 
E. Larson was elected assis- 
(Continued on page 133) 
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Flooring Concern Purchases 
McGregor Hardware Company 


Warehouses, merchandise 
and other assets of Mc- 
Gregor Hardware Co., 309- 
323 Water St., Springfield, 
Mo., wholesale hardware firm 
founded in 1866, have been 
sold to the Cloud Oak Floor- 
ing Co., Springfield, and 
West Plains, Mo., and will be 
under the general supervi- 
sion of J. V. Cloud, president. 
Present managing officers of 
the hardware firm will con- 
tinue to operate the business, 
and no change in company 
policy, employees or person- 
nel is planned. 

J. W. Yates, president and 


general manager of Mc- 
Gregor Hardware since 1949, 
has been with the company 
for more than 50 years in 
various capacities, and Miss 
Irene Rand, vice-president 
and secretary-treasurer, has 
a record of 40 years with the 
company. They will continue 
to manage the company as 
it has been in the past. 

Cloud Oak Flooring Co., 
manufacturer of oak flooring 
and hardwood lumber since 
1926, operates oak flooring 
plants in Springfield and 
West Plains, Mo., as well as 
sawmills in Shannon, Howell, 
and Oregon counties. 








Ekco Products Enlarges 
Plant by 60,000 Feet 


Ekco Products Co., 1949 N. 
Cicero Ave., Chicago 39, IIl., 
will build a 60,000 sq. ft. 
addition to its Geneva Forge 
cutlery plant, Geneva, N. Y. 
The program is part of a 
plan to supplement the 
Geneva plant’s capacity as 
well as to provide for de- 
fense requirements. The ex- 
pansion program will include 
a modern 8000 sq. ft. office 
building, containing conveni- 
ences for company employees. 





Sales Appointments For 
Youngstown Kitchens 


Youngstown Kitchen, Mul- 
lins Mfg. Corp., Warren, 
Ohio, has appointed Levret 
S. Putman regional sales 
manager in the St. Louis, 
Chicago and Milwaukee 
areas. The company has also 
announced the appointment 
of Paul N. Miller as assistant 
to Harry A. Armbright, di- 
rector of Youngstown Kitch- 
ens dealer sales training. 

Mr. Putman had been di- 
recting kitchen sales for the 
Schwander Co., St. Louis dis- 


tributor for Youngstown, and 
will now serve three distrib- 
utors, the Schwander Co. as 
well as The Sampson Co., 
Chicago, and Shadboldt & 
Boyd, Milwaukee. 

Mr. Miller first joined 
Youngstown’s markets and 
distribution department, and 
later directed the promotional 
sppply division of the adver- 
tising department. 





Father's Day Ads Will 
Receive Prize Awards 


The 1951 ad contest an- 
nounced for manufacturers 
or retailers by the Father’s 
Day Council offers to the 
writers of the best ads the 
following prizes in U. S. 
Savings Bonds: First prize, 
$50; second prize, $25; third 
prize, $25. The ads may 
carry any copy or illustra- 
tion and are to run prior to 
Father’s Day, June 17, 1951, 
or on Father’s Day itself. 
Tear sheets of the advertise- 
ments should be sent not 
later than June 30, 1951, to 
the Father’s Day Council, 50 
E. 42nd St., New York 17, 
N. Y. Judges will be adver- 
tising executives. 
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Keating Elected Nesco Board Chairman; 
William Howlett Named President 


At a board of directors’ 
meeting, following the com- 
pany’s annual meeting, 
Arthur Keating was elected 


ARTHUR KEATING 


chairman of the board, and 
William Howlett was made 
president of Nesco, Inc., 201 
N. Michigan Ave., Chicago 1, 
Ill., manufacturer of house- 
wares. Alfred Kieckhefer 
was elected vice-chairman of 


WILLIAM HOWLETT 


the board; Emmett J. Gard- 
ner was named executive 
vice-president; Thomas Stin- 
son was made a vice-presi- 
dent, and John Hansen was 
elected controller of the cor- 
poration. 

Mr. Keating, who had 
served as president since last 
April, is the largest single 
stockholder of the company. 
Mr. Howlett joined the firm 
as executive vice-president in 
1950. Mr. Kieckhefer, who 
has been with the company 
for 43 years, was formerly 
chairman of the board, and 
Mr. Gardner was previously 
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first vice-president in charge 
of manufacturing. Mr. Stin- 
son held the position of gen- 
eral manager of the barrel 
division, and Mr. Hansen 
formerly served as assistant 
treasurer. 


Norge Wins Grand Prize 
In Home Safety Contest 


At the Sixth Annval Safety 
Award Dinner, held by Lewis 
& Conger Housewares Store, 
45th St. and 6th Ave., New 
York, at the Waldorf-Astoria 
on April 17, 1951, the Norge 
Division, Borg-Warner Corp., 
Chicago, was awarded the 
grand prize. The company’s 
winning entry was an electric 
gas range with a safety light- 
ing device, doing away with 
the use of matches and the 
continuous-burning gas pilot 
light. Nine other manufac- 
turers were presented awards 
for home appliances and fur- 
nishings, placed on the mar- 
ket or improved during 1950, 
which added to the safety of 
the home. 

The other manufacturers 
receiving awards were: Mur- 
ray Mfg. Corp., Brooklyn, 
N. Y., for the Murray Circuit 
Protector; Slater Appliances, 
Inc., Woodside, N. Y., for the 
Slater Kloz-A-Lite; MacLeod 
Safety Device, Libertyville, 
Ill., for the MacLeod vertical 
safety bar for ladders; Weiss 
& Klau Co., New York, for a 
fire retardant plastic window 
shade; National Electric 
Products Corp., Pittsburgh, 
for the Plug-in Strip; Speco, 
Inc., Cleveland, for Ice Rem, 
an ice and snow thawing 
chemical; Wooster Rubber 
Co., Wooster, Ohio, for rub- 
ber Shelf -Kushion; Miller - 
Harris Instrument Co., Mil- 
waukee, for the Robot sun 
lamp; and Mouli Mfg. Corp., 
Jersey City, N. J., for the 
Mouli Multicracker. 


North Jersey Dealers 
Form Housewares Club 


A luncheon was held at 
the Newark Athletic Club on 
March 8th by a group of 
houeswares men for the pur- 
pose of organizing a club in 
the area. A temporary or- 
ganization committee of six 
was chosen with Harry Han- 
sen, Landers, Frary & Clark, 
as chairman. Others were: 
Jack Baumgarten, Public 
Service; Sandy Weidemeyer, 


General Mills; Sidney 
Schultz, H. Schultz & Sons; 
M. H. Freedman, Eagles 
Sales Co.; and Jerry Beller, 
Beller Electric Co. 

James S. Reynolds of 
National Silver Co. and 
president of the Federation 
of Housewares Clubs in 
America, was the guest 
speaker at the meeting, and 
gave his full personal sup- 
port as well as that of the 
Federation to get the Jersey 
Club organized. 


New Co-op Radio Show 
For Emerson Dealers 


A new dealer participation 
radio show has been pre- 
sented to Emerson distribu- 
tors and dealers by Gerald 
Light, sales promotion man- 
ager of Emerson Radio & 
Phonograph Corp., 111 
Eighth Ave., New York City 
11. The half-hour program, 
known as “Robbins’ Nest” is 
a completely packaged show 
which broadcasts five times a 
week. Each show is entirely 
transcribed, with open spots 
for local dealer participation, 
arranged for by Emerson 
distributors. Dealers use 
their individual selling mes- 
sage, geared to their own 
market. Emerson distribu- 
tors may offer sponsorship to 
one dealer in a community, 
or have it shared by five 
dealers, for 13-week cycles. 


Old Guard Salesmen 
Elect Officers 


Officers of the Old Guard 
of the Southern Hardware 
Salesmen’s Association were 
newly elected at its meeting 
held during the joint annual 
Southern Convention of the 
American Hardware Manv- 
facturers Association and the 
Southern Wholesale Associa- 
tion, at Palm Beach, Fla. 

L. S. Pickup, formerly first 
vice-president, succeeded C. 
L. Peterson as president, and 
George C. Barton, second 
vice-president, was elected 
first vice-president. R. R, 
Wendt, became second vice- 
president, and A. H. Deveney 
was reelected secretary- 
treasurer. 

Members of the executive 
committee elected were: H. 
A. Taylor, chairman, and 
F. E. Smith, J. C. Scruggs, 
Sam K. Eaves, W. S. Gard- 
ner, and Robert M. Barnes. 


Louis Francisco Elected 
Formica Vice-President 


Louis J. Francisco has 
been elected vice-president 
in charge of sales and ad- 
vertising of The Formica 
Co., 4614 Spring Grove Ave., 
Cincinnati, Ohio, manufac- 
turer of kick and _ push 
plates. Mr. Francisco has 
been with the company for 
27 years. 








Black & Decker Makes Millionth Drill 


The one millionth 4-in. Home-Utility electric drill recently 
came off the production line at The Black & Decker Mfg. Cow 
Towson, Md., and was received by Alonzo G. Decker, center 
vice-president and general manager, and S. Duncan Black, 


right, president. 


Mrs. Margaret Powers is shown handing 


the drill to Mr. Black. This drill was first introduced in 1946. 
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Here's the new, easy, convenient way to buy 

2 famous “X-L” Quality Standard ee 
‘Couplings! All sizes from \%"' to 2”, 

Loy ase aera, are packaged—at no catia 

cost! Yl 

yj" rked 50 

Fearton: 114” and 114" packed 25 to carton; 2” 

| peked 20 to haste, 

_plings are easier to warehouse, easily identified | 

“as to.size and quantity, facilitate shipping and” 


_ stop couplings loss. Order yours today! Imme- * 


' diate delivery!: 


; | WHEELING MACHINE 


/ PRODUCTS COMPANY 


ELM GROVE STATION 
se WEST VIRGINIA 


4’, 3%", Ye" packed 100 to carton; . 
to carton; 1’ packed 30 to . 











“K-L"” Packaged Cou-™ 2. 


1 
i 


Factory ’Phone: ELM GROVE 3296 j 





DIAMOND 


HEAVY DUTY 
DIAMALLOY 


a NIPPERS 


\ tea? 


Nippers 


Diamalloy nippers have electronically hardened 
cutting edges making them exceptionally hard and 
long wearing. Handles are light, strong and du- 
Used wherever fine tools are demanded. 


rable. 


Diamalloy Linemen’s Side Cutting Pliers 


Straight Pattern 
Diamalloy Metal Cutting Snips 


~ 0808. 08680 SHAM ALIGN sree 


ee \) 
. 


Diamalloy Featherweight Adjustable Wrenches 
Diamond Calk offers a line of precision-built tools, 


drop-forged of tool steel to give long wear. Sold 
by leading jobbers everywhere. 


DIAMOND CALK 


HORSESHOE COMPANY 


DULUTH 


4622 GRAND <DIAMOND> 
AVENUE ae MINN. 


Manufacturers of the World's Finest Tools 
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BOKER PLIERS # 


—as finely made as 
BOKER () Cutlery, 








The “BOKER” trademark stamped 
in pliers is a guarantee of quality 
workmanship and performance. 


And here’s why! 


FIRST, they’re made of special anal- 
ysis, chrome vanadium steel: 


Plus (+) 


Load testing: Diamond testing: 
Scientific heat treating: accurate 
machining from the time the steel 
is forged until final polishing: 


RESULT: 
Pliers that can “take it.” 


In short they’re the kind of pliers 
your customers will “go for.” 


EST. 1837 
Qu i “yu 
l caw 


FoR over & © 


NEW! QUICK TURNOVER! 
BOKER PLIER DISPLAY No. 300 
Low inventory, % doz. each of 8 dif- 
ferent pliers. Popular styles. FREE pilfer- 
proof Display Panel. Each plier packed 
individuoliy. Ask your jobber, 


H. BOKER & CO., INC. 


Quality for over a Century 
101 Duane Street New York 7,N.Y. 





Sargent & Co. Names 
Duff, Vice-President 
J. Bryer Duff, general sales 


manager, has been elected 
vice-president of Sargent & 





J. BRYER DUFF 


Co., New Haven, Conn., in 
connection with the expanded 
sales and advertising pro- 
grams recently launched by 







gent line of tools, locks and 
builders’ hardware since hav- 
ing joined the company’s 
sales force in 1923. He was 
assistant sales manager from 


1942 until he became general , 


sales manager last year. 





Tierney Named to Head 
New Worthington Plant 


Robert C. Tierney, former- 
ly co-ordinator in the vertical 
turbine pump division of 
Worthington Pump and Ma- 
chinery Corp., Harrison, 
N. J., will be in charge of the 
corporation’s new vertical 
turbine pump plant at Suc- 
casunna, N. J., when it is 
completed. 

Mr. Tierney joined Worth- 


ington in 1935 at which time 


he was engaged in general 
shop work. A year later he 
joined Worthington’s engi- 
neering division at Harrison 
and in 1948 he became co- 





ordinator in the vertical 
pump division. 


the hardware firm. 
Mr. Duff has sold the Sar- 








Hardware Store Gets Two Ad Citations 





The A. W. Burritt Co., Bridgeport, Conn., hardware and 
building materials concern, was presented Brand Names 
Foundation's “Certificate of Distinction" at a meeting of the 
Bridgeport Chamber of Commerce, April 9. More than 200 
local Chamber of Commerce members and business men 
were present and saw Henry E. Abt (center), president of 
the Foundation, present the citation to Arthur Clifford (left), 
vice-president of The A. W. Burritt Co. Richard H. Van 
Horn’ (right), The United Illuminating Co. and Chamber 
vice-president, looks on. The citation was presented to The 
A. W. Burritt Co. for the excellence of its brand advertise- 
ment which appeared in the “Bridgeport Post’ on Jan. 29. 
This was the second time that Brand Names Foundation had 
singled out the hardware store to cite it for the excellence 
of its newspaper advertising. A “Certificate of Merit’ had 
previously been awarded to the company on Jan. 31, at a 
convention of the Northeastern Retail Lumbermen’s Asso- 
ciation. The A. W. Burritt Co. has the distinction of being 
the only retail outlet of its kind to be twice cited. The 
“Certificate of Distinction’’ winning ad featured the head- 
line “Leadership for over Half A Century—An Experienced 
Staff—Nationally Known Brands,” while the copy emphasized 
the importance of buying well-known brands of merchandise. 
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Isaac Black Retires 
From Russwin 
(Continued from page 129) 


tant treasurer, and L. Curtis 
Booth became general sales 
manager of the Russell & 
Erwin Division. 

Mr. Black began his hard- 
ware career with Marshall- 





DAVID MUIRHEAD 


Wells Hardware Co., Duluth, 
Minn., and joined Kelley- 
How-Thompson Co. as buyer 
of tools, builders’ hardware 
and allied lines. In 1917 he 
became associated with 
American Hardware Corp. as 
sales manager, and held that 
position until 1927 when he 
was appointed general mana- 
ger. Since 1928 Mr. Black 
has served as vice-president, 
and as a member of the 
Board of Directors’ since 
1932. 


Mr. Ziegenhein joined Rus- 
sell & Erwin Division in 
1936, in the sales department 
of the home office. He was 
later placed in charge of the 
estimating and sales promo- 
tion department, including 
special territorial sales as- 
signments. He became mu- 
nitions manager in 1941, with 
responsibility for matters 
pertaining to war contracts 
of the division, and in 1944 
was appointed general sales 
manager of the division. 

Mr. Muirhead, controller of 





L. CURTIS BOOTH 
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the corporation since 1950, 
began with American Hard- 
ware as a general accountant 
in 1943, and was elected cor- 
porate auditor in 1946. Miss 
Larson, who will retain her 
position as assistant secre- 
tary, was formerly assistant 
to the vice-president and 
secretary of the corporation. 
She joined American Hard- 
ware in 1920 as secretary to 
the president. 

Mr. Booth became asso- 
ciated with the Russell & 
Erwin Division in 1928 as a 
sales trainee, rising to assis- 
tant to the contract sales 
department supervisor. He 
was employed on the de- 
velopment of special hard- 
ware and marine hardware 
and until 1944 was manager 
of Marine hardware sales, 
production and development. 
In 1947 he became assistant 
sales manager, and held that 
job up until this most recent 
promotion. 


Starting with the Corbin | 


Screw Corp. in 1905, Mr. 
Bunce was made general 
credit manager and assistant 
treasurer of American Hard- 
ware Corp. in 1936. In 1942 
he was made _ treasurer, 
which job he held until his 
retirement. 





Flint & Walling Opens 
Sales-Service School 


Flint & Walling Mfg. Co., | 


Inc., Kendallville, Ind., has 
inaugurated a semi-monthly 
sales-service school open to 
all F&W dealers and distrib- 
utor representatives. The 
sessions are designed to help 
them sell, install and service 
F&W water systems. 

Classroom instruction uses 
actual cutaway and demon- 
stration pump models, and 
each subject is allowed ample 
time for student participa- 
tion and instruction. Stu- 
dents are conducted on a 
factory tour where they actu- 
ally assemble and disassem- 
ble various pumps under the 
direction of experts, putting 
classroom theory into actual 
practice under competent di- 
rection. 

A mobile service school is 
being established to operate 
in the three-state area of 
Missouri, Arkansas and Kan- 
sas, and the territory will be 
enlarged at a later date. The 
mobile unit will be set up at 
different distributor locations 
and serve dealers in those 
areas. It will operate much 
the same as the factory 
school. 
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> thing 
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¢ NEW MECHANICAL CLUTCH 


Amazing new clutch control. Mower operates simply by raising or lowering 
the handle . . . stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips 
Powered by nationally known, 4-cycle air-cooled gas engine. 


a, FOLD AWAY LAWN SWEEPER 


bat Extra large 6% bushel heavy canvas basket . . . unloads quickly 
and easily without cloggigg brushes. Picks up leaves, acorns, 
grass clippings, etc. 24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds came, ot 
flat against wall for easy compact storage. lal 







ROTARY POWER MOWER 


Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
storage handie swings to upright position. 
Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
-»» TRULY A QUALITY PRODUCT 














NATIONALLY 
ADVERTISED 


MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 
A LEADER IN THE LAWN MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, 1|OWA 


POWER MOWERS and LAWN SWEEPERS 
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Hoover Company Names J. F. Hattersley 
to Succeed F. G. Hoover as President 


John F. Hattersley, execu- 
tive vice-president of The 
Hoover Co., North Canton, 





FRANK G. HOOVER 


Ohio, has been elected to suc- 
ceed Frank G. Hoover as 
president of the company. Mr. 
Hoover has resigned for rea- 





J. F. HATTERSLEY 


sons of health. Sir Charles 
B. Colston, managing direc- 
tor of Hoover’s British sub- 
sidiary, Hoover Ltd., Peri- 
vale, England, was elected to 
the board of directors of the 
U. S. company. 

Mr. Hattersley joined 
Hoover in 1920 as chief 
draftsman, and in 1927 was 
advanced to the post of exec- 
utive engineer. He was 
named an executive assistant 
in 1933, and three years 
later became assistant vice- 
president. Election to the 
board of directors followed, 
and in 1945 he was made 
vice-president in charge of 
production. Mr. Hattersley 
became executive vice-presi- 
dent in 1949. He is also a 
director of the Hoover Co., 
Ltd., Hamilton, Ont., and 
was formerly a director and 
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secretary of Kingston-Con- 
ley Electric Co. until it was 
made a Hoover subsidiary in 
1949, 

Mr. Hoover has been an 
official of the company for 
many years, becoming presi- 
dent in 1948. He will remain 
a member of the board of 
directors, acting in advisory 
and consultative capacity. 


Hardware Boosters 
Plan Spring Outing 


The Hardware Boosters 
annual spring stag outing 
will be held at Travers 
Island, Pelham Manor, N. Y., 
Wednesday, June 20, from 
noon until the evening. A full 
program of outdoor sports 
events will be included, with 
beer and hot dogs served all 
afternoon. 

Festivities will be con- 
cluded with a roast beef din- 
ner at 7 p. m. Chip and putt 
golf will be on the program 
from 12 noon until 3 p. m. 
Horseshoe pitching will start 
at 1 p.m. At 2 p.m. a base- 
ball game between dealers 
and salesmen will be the big 
event. Golf finals are sched- 
uled for 4 p.m. at which hour 
there will also be a potato 
race, sack race, 100 yd. dash 
and standing broad jump. 
A running broad jump, three- 
legged race, tug-of-war and 
fat man’s race will be on the 
program at 4:30 p.m. 

Tickets including daytime 





refreshments and dinner may 
be obtained at $9.00 each 
from Ralph S. Allen, Dia- 
mond Expansion Bolt Co., 48 
W. Broadway, New York 
City. 





Industrial Hardware 
Department Head 


W. M. Walker has been 
appointed sales manager of 
the wholesale industrial sup- 
ply department, mill and 
electrical supplies, of Mont- 
gomery & Crawford Co., 
heavy wholesaler, Spartan- 
burg, S. C. He will assume 
his new duties at once. 

Mr. Walker was formerly 
southern representative of 
the Riverton Lime and Stone 
Co. for five years prior to 
the start of World War II, 
with headquarters at Colum- 
bia, S. C. Following naval 
service, Mr. Walker accepted 
a position with Crawford and 
Garner, Greer, S. C., and re- 
signed that post to accept 
his new position with Mont- 
gomery & Crawford Co., Inc. 


Pal and Personna Blade 
Name Area Sales Head 


Harry W. Davidson has 
been appointed sales super- 
visor for the Pal and Per- 
sonna Blade Cos., 43 W. 57th 
St., New York City, in the 





HARRY W. DAVIDSON 


middle Atlantic and south- 
eastern territories. Mr. 
Davidson had previously been 
associated with the Ray-O- 
Vac Co. of Madison, Wis., as 
industrial sales manager. 








General Electric Appoints Managers for 
New Traffic Appliance Department 


General Electric Co, 
Bridgeport 2, Conn., has re- 
cently announced appoint- 
ments to its newly created 
Traffic Appliance Depart- 
ment. Robert E. Boian was 
named manager of market- 
ing; Edwin R. Koester, man- 
ager of manufacturing; 
Frank Stehlik, comptroller; 








Horton Mfg. Plans Large May Promotion 


After a meeting with the distributor's salesmen, 


Koranda, (center) 


recently appointed 





L. F. 


sales manager of 


Horton Manufacturing Co., Fort Wayne, Ind., discusses final 
arrangements for a nation-wide May first promotion with 
Norman Weber, (left) sales manager of Major Appliances, 


and Lou Swenson, general manager, of Ray Thomas Co.,* 


Los Angeles. 


William H. Dennler, mana- 
ger of the heating device di- 
vision, and Robert Orr, man- 
ager of the vacuum cleaner 
and fan division. David C. 
Spooner and _ Robert QO. 
Fickes will continue in their 
respective positions as man- 
agers of the automatic blan- 
ket and clock divisions. 

Mr. Doian joined the com- 
pany in 1928 and his posi- 
tions included sales analyst, 
district representative, and 
assistant sales manager. He 
became heating device sales 
manager in 1944, and has 
been manager of the heating 
device division since 1950. 

Formerly manager of plan- 
ning for the Appliance & 
Merchandise Dept., Mr. Koes- 
ter joined General Electric 
as a tool maker in 1917, 
progressing to tool and loco- 
motive engineering design 
and then the apparatus de- 
partment. In 1945 he became 
manager of the central plan- 
ning section. 

Mr. Stehlik, previously 
auditor of the electric sink 
and cabinet division, joined 
the company in 1934. Mr. 
Dennler, succeeding Mr. 
Boian, had been manager of 
the vacuum cleaner division. 
Mr. Orr was previously assis- 
tant to the heating device 
manager. 
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ARCHITECTS ond BUILDERS 


AGREE ON ~(CHICAGO) 
SPRING HINGES 


Streamlined "TRIPLEX" 
SPRING BUTT-HINGES 


Every year more and more Archi- 
tects and Builders of Modern arch- 
itecture are specifying Chicago 
"Triplex" Spring Butt Hinges and 
here are a few of the reasons why: 


1. They are smart looking and 
streamlined to harmonize with 
the most modern architectural 
requirements. 


2. Careful and capable designing 
has created many superior fea- 
tures of time tested advantages. 


3. Here is a product that main- 
tains our tradition for quality 
... @ tradition that has guided 
us through more than 60 years. 








Type BUT2001 


Modern Button 
Tip Ornamentation 


Chicago Spring Hinge Co. 


CHICA U.S.A. NEW YORK 


Spring Hinges of Quality 











ple does what or 


other tool can do! 


AT LAST! AN OPEN-END RATCHET 
WRENCH — the world’s first true 
universal wrench. A patented design 
for connections on tubing, rods, 
piping, conduit, studs, etc. Sixty-four 
socket sizes from %” to 4”. Smallest 
effective ratcheting arc yet — 5° to 
7°. TAC will also do every job 
any ordinary ratchet wrench will do: 
one TAC set replaces literally doz- 
ens of single-purpose hand tools. 


makers of 
advanced tools 
| for industry 


TAC is the re 


r) TUBING APPLIANCE CO. 
7112 South Victoria + 10321 Anza Ave. + Los Angeles, Calif 
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SPECIAL DRIVERS 
In addition to giving you 
the widest selection of the 
best drivers Vaco knows 
how to build, Vaco brings 
you many fast turnover spe- 
cial drivers such as the fa- 
mous Duplex ‘ Reversible”’ 
combination Phillips and 
regular blade driver. 





Square Blades 





SPECIAL KITS 
Here's another famous 
Vaco sales-builder . . . the 


No, ZB 50 Phillips—reg- 


Phillips Bit 


> 





Reed and Prince | ular 5-in-1 screw driver 
(Frearson) ; ke 
| kit. A wonderful gift item 
a with excellent dollar vol- 
| ume. 


Screw Holding <oO. 


Pate 


oA aire 
NU «SPECIAL DISPLAYS 
O ‘ wet Vaco brings you more dis- 


plays thaneanyone else in 
t i“ { the business! To show ‘em 


60)! ya 


Allen Drivers | Iya! 


=e S00! 


Clutch Head 


PRODUCTS CO. 


Nut Drivers - 


is to sell ‘em . . . and 
means more money in 
your pocket! 


| FREE 30-PAGE CATALOG 
Beautiful! Authentic! 
| Easy-to-read! A gold 
| mine of information 
that makes ordering 
L simple as A, B, C 
No hardware store 
should be without one. 
Write for yours today. 


heee Ontario St., ahes 11, Ilinois 


In Canada: Vaco Lynn Products Co. Ltd. 
1212 Notre Dame St. W., Montreal 3, Quebec 


MORE THAN 250 STYLES AND SIZES 
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Central and Western Sales Managers 
Named by Porter-Cable Machine Co. 


R. A. Hummert has been 
appointed central sales man- 
ager, and J. J. Diamond was 





R. A. HUMMERT 


named western sales mana- 
ger by the Porter-Cable Ma- 
chine Co., 1703 N. Salina St., 
Syracuse 8, N. Y. They wil. 
have charge of sales policies 
governing the distribution of 
Porter-Cable products in 
their territories, and will 
work under the direction of 
J. A. Proven, vice-president 
in charge of sales. 

Mr. Hummert has served 
as western sales manager for 
the past two years, and prior 
to his appointment to that 
position was district sales 


representative for the com- 
pany in northern California. 
Mr. Hummert has offices at 
Porter-Cable’s Sales and Ser- 
vice Branch, 356 W. Huron 
St., Chicago. 

Mr. Diamond became asso- 
ciated with the grinder di- 
vision of Porter-Cable five 
years ago, and traveled in 
the western states with the 
grinder clinic. Susequently 
he became assistant to the 
sales manager in Syracuse, 





J. J. DIAMOND 


and for the last two years 
served as district sales repre- 
sentative in central New 
York. He is located at 744 
Harrison St., San Francisco. 








New York Square Club 
To Hold Stag Dinner 


The Hardware Square Club 
of New York, Inc., will hold 
its 21st Annual Stag, Shore 
Dinner and Entertainment at 
the Hotel Astor, New York 
City, on Thursday evening, 
May 10, 1951. The program 
will include stage, television 
and screen personalities. Part 
of the proceeds are to be do- 
nated toward a bed endow- 
ment and maintenance at 
the Hospital for Special Sur- 
gery, 42 St., New York City. 





Vice-Presidents Elected 
By Raybestos-Manhattan 


George W. Marshall, Jr., 
and Alvin F. Heinsohn have 
been elected vice-presidents 
of Raybestos-Manhattan, Inc., 
Passaic, N. J. Other elec- 
tions were: W. Ward Kievit, 
assistant treasurer; William 
H. White, assistant secretary, 
and Charles J. Geilfuss, as- 
sistant secretary. The com- 
pany also recently announced 
plans to erect a new plant in 
Crawfordsville, Ind., to be 
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named the Wabash Div. of 
Raybestos-Manhattan, Inc. 
Mr. Marshall, who has been 
sales manager of the com- 
pany’s Asbestos Products 
Div. since 1947, will continue 
to direct sales activities at 


the Manheim, Pa., plant. Mr. 
Heinsohn will be vice-presi- 
dent in charge of the com- 
pany’s General Asbestos & 
Rubber Div., North Charles- 
ton, S. C. He has been gen- 
eral manager of this plant 
since 1944, 

Both Mr. Marshall and Mr. 
Heinsohn are directors of 
Raybestos-Manhattan, Inc. 


Wholesaler Opens New 
Plant in Fresno, Calif. 


Thomson-Diggs Co., whole- 
sale hardware firm at 1801 
Second St., Sacramento, 
Calif., has opened a plant, 
2851 Florence Ave., Fresno, 
Calif. The modern building 
has 200,000 sq. ft. of floor 
space and is located on a 10- 
acre site. 


Chicago Paint Group 
Holds Annual Dinner 


Associate Membership 
Night, which has become an 
annual affair of the Paint & 
Wallpaper Association of 
Cook County, Chicago, was 
held Tuesday evening, April 
10, at the Como Inn, Chicago. 
New products were displayed 
by 35 manufacturers, asso- 
ciate members of the organi- 
zation, while 203 paint deal- 
ers, their sales people and 
manufacturers’ representa- 
tives attended the meeting 
preceded by dinner. A film 
entitled, “Keys to Perfect 
Paint Service,” was shown 
through the cooperation of 
E. I. DuPont de Nemours & 
Co. 








Schalk Representative Makes Sales Record 





Mr. and Mrs. W. D. Raine won a trip to southern Cali- 
fornia for making the highest sales record for Schalk Chemi- 
cal. Mr. and Mrs. Raine were guests of Schalk for nine days 
during which time they saw Hollywood studios, famous res- 
taurants and night spots, Lick Observatory, plus the Rose 
Parade and Rose Bowl classic on New Year's day. Shown 
above, left to right: Mr. and Mrs. Lew Herrmann, Mrs. Earle 


Bradley, Mr. G. I. 


Farman, 


Schalk’s 


president, and Mrs. 


Farman, Mr. Raine, Earle Bradley, and Mrs. Raine. 


N. E. Representative 
Named by Landen Putty 
Raymond E. Martin has 


been appointed New England 
sales representative for 





RAYMOND E. MARTIN 


Flexiseal glazing and caulk- 
ing compounds and Landen 
putties, products of the Lan- 
den Putty Works, Malden, 
Mass. 

Mr. Martin was formerly 
New England sales manager 
for the John Lucas Co., a 
subsidiary of Sherwin Wil- 
liams Paint Co. 





David Linzer Expands 
Sales Representation 


Ira A. Harap, sales mana- 
ger of David Linzer & Sons, 
Inc., 10-20 Astor Place, New 
York 3, N. Y., brush manv- 
facturers since 1892, has ap- 
pointed four new direct fac- 
tory representatives. 

V. K. Colman, Seattle, 
Wash., was assigned the 
state of Washington west of 
the Cascade Mountains; H. L. 
Stanbrough, Des Moines, 
Iowa, will handle the Iowa 
and Nebraska area; David B. 
Kee, Gainesville, Fla., was 
named for southern Georgia; 
and Earl R. Pickens, Mem- 
phis, Tenn., was assigned 
Mississippi. 

Further representation in 
the Southwest is being ar- 
ranged. 





Magnus Adds Division 
Sales Office in West 


A western Division sales 
office has been opened by 
Magnus Harmonica Corp, 
439 Frelinghuysen Ave., New- 
ark 5, N. J. The new office 
is located in the Merchandise 
Mart, 1355 Market St., San 
Francisco, Calif., and _ in- 
cludes a showroom. William 
R. DeField will be the sales 
manager for the western di- 
vision. 


HARDWARE AGE, MAY 3, 1951 




















Safety bel 
to apply \ 


ard mak 
machine, | 
be applie< 
mer by u 
Pensive § 
Lacer. 

Safety’s fp 
bars hold 
exact ali 
snugly ove 
Prevent fr 


S! 
BELT-I 


5390 N. M 
CHICAG' 





| 





MAYES 





HARDWA 





* MARSHALLTOWN TROWELS « 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 



























“BEST BY TEST’’ say professional men! | HARDWAREMEN aig phoney wor 


DELL 
BD VIGORO | nov VIGORO 1s 


purty KNIVES and SCRAPERS 
PREFERRED BY MORE PEOPLE| BROUGHT HARDWAREMEN MORE 



































































































































































THAN ALL OTHER PROFITS AND GREATER VOLUME 
BRANDS COMBINED! THAN ANY OTHER PLANT FOOD! . 
3) VYIGORO 2 Other Great 
DRAMATIC Gardening Aids 
{TIN NEW ‘51 “SAND-TEST” AD- . 
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HARDWARE BRIEFS 








Connecticut 


F. G. DeWaters & Son, for- 
merly of Washington St., has 
opened new quarters at 125 
West Ave., Norwalk. The new 
building is 40x100 ft. and has 
parking space. The company 
has been operating for 100 
years. 


Michaels’ Best Hardware, 
1225 Chicago Ave., Evanston, 
held its grand opening in new 
quarters recently. The com- 
pany was formerly located 
across the street. Michael Of- 
fenbecher is the proprietor. 

Althoff Hardware, West 
McHenry, has added a mod- 
ern basement plumbing de- 
partment. New flooring and 
lighting and the latest type 
of glass cutting machine have 
also been installed. 





Indiana 


Simmen Hardware Co., 
Columbus, has purchased the 
Kollmeyer building, Wash- 
ington St., and will move to 
the building when arrange- 
ments can be completed. 





Independent Hardware Co., 
formerly located at 404 N. 
Main, Garden City, has op- 
ened in a new location, 410 
N. Main. William Reichen- 
bach is the store manager. 





Kentucky 


R. C. Bruce has purchased 
Durham Hardware Co., So. 
Third St., Danville, and will 
operate the business. 


Massachusetts 


Orchard Hardware & Sup- 
ply Co., Waverley Ave. and 
Orchard St., Watertown, has 
recently been purchased by 
Chester Johnson and Delbert 
Henderson, who will operate 
the business as partners. 








Michigan 


Fire, started by defective 
wiring, did damage to the 
Cohen Hardware store, Al- 
pena. Maynard and Harris 
Cohen are the owners. 





Mississippi 


Heidenreich Hardware, 
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Sears on Main, McComb, has 
been purchased by Warren 


Ratliff. 

Missouri 

Robinson Hardware Co., 
Nevada, in operation for 63 
years, has been sold to 


Everett Armitage and Loren 
R. Gibson. Former owners, 
J. Ben Robinson, C. E. Mel- 
lette and Mary R. Mellette 
have retired. 


Padgett Hardware Store 
has moved across the street 
from its former location on 
Washington Ave., Padgett. 
The new building has been 
completely refinished and 
modernized, and allows the 
company more room. 


Bates Hardware has opened 
in Colonial Village at 747- 
749 E. Big Bend Rd. Her- 
bert Bates is the proprietor. 
The new store is modern and 
a parking place for patrons 
has been provided. 

Hatfield’s hardware and 
feed, 2028 Frederick Ave., 
St. Joseph, has expanded and 
remodeled its facilities to in- 
clude plumbing supplies and 
service. Proprietors are 
Roy, Harold and Newt Hat- 
field. 





New Hampshire 
Bibeau’s Keene Hardware, 


Washington St., Keene, 
opened recently, featuring a 
special ladies’ department. 
Raymond J. Bibeau is the 
owner. 

New York 


Swanson Hardware Store, 
11 River St., Salamanca, has 
been sold to Paul E. Bough- 
ton by Lester L. Swanson. 

Sherwood Hardware, 99 
Main St., Akron, is celebrat- 
ing its 45th year in the same 
location. 


Ohio 

Troy Hardware Co., 15 S. 
Market St., Troy, has been 
sold by Frank Rinehart to 
Jacob Snell and Lester Snell. 


Edwin L. and John M. 
Roush, of North Columbus, 
have opened a new and mod- 
ern hardware store at 4316 
N. High St. The store car- 
ries a complete line of hard- 
ware, housewares, electrical 
and plumbing supplies, and 





paints and builders’ hard- 
ware. 
Oklahoma 


Homer Lawrence, who re- 
cently assumed ownership of 
Grove’s Hardware, Chandler, 
has changed the name of the 
business to Lawrence Hard- 


ware. 


South Dakota 


A new Marshall - Wells 
store, 6 N. Broadway, Water- 
town, has been opened by 
owners Harold and Harlan 
Baxter. The building has un- 
dergone alterations and re- 
modeling. 


Texas 


Howard’s Hardware, 210 
W. Ennis Ave., Ennis, has 
been purchased by John 
Hrabina and Ernest Hasko- 
vec from W. C. Howard. The 
store name has been changed 
to H. and H. Hardware. 
Hardware Store, 
109 S. Cage Blvd., Pharr, 
opened recently. Charles 
Roper is the owner of the 
new business. 


Roper’s 





Washington 
Carlberg Hardware and 
Furniture, Kennewick, was 


damaged by fire recently. A 
defective transformer for a 
row of lights on the ceiling 
of the store was blamed for 
the fire. 


Wisconsin 


Leon W. Olsen has pur- 
chased Thompson Hardware 
& Tin Shop, 15 W. Spring 
St., Chippewa Falls, from 
Herbert Biskey. The store 
has been modernized and ex- 


panded, and the name 
changed to Olsen’s Home 
Hardware. 











Despite a domestic demand which more than matches production, Jacobsen Manufac- 


turing Co., 


acine, Wis., continues to earmark a limited portion of its power mowers 


for the foreign market. The truckload of Jacobsen mowers pictured at an export loading 


dock is bound for Europe. 
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Clear price marks make QUICK SALES! 
Si/atsOe// METAL MARKERS 


PRINT PRICES PLAINLY 


Blaisdell Markers write easily on metal, 
china, glass, plastic or any glossy surface. 
Marksar- legible, bril- 
liant and lasting, but 
easy to remove with a 
damp cloth. Made in 
792-T Thin Black and 
795-T Thick Black. 
Order from your dealer—or 
write for Free Sample, naming 
this magazine. 





792-1 Sifaisdoe/77 METAL MARKER [3° _ ) 


SO eS A A A a i et ie ae ae se eer an sae ae Shae si esta Mae Sele be 


BLAISDELL PENCIL CO., BETHAYRES, PA. 
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CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles. 
GREENLEE 


f 
Hand Tool Quick 


\ Rsfvnce Fle —* 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


Write for free 











For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
of the Catalog Directory Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Catalog and Directory 
Number where you can reach it 


quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 





When YouAre Looking 











5 N PORTABLE AIR 

COMPRESSOR 
The BEST for You and Your Customer in --- 
RENTAL, MAINTENANCE and PAINTING CONTRACTOR use 


these Salient 
‘Features: - = «= «= 


5.31 C. F. M. DISPLACEMENT 

50 LBS. WORKING PRESSURE 
V2 HP G. E. DEPENDABLE MOTOR 
RUGGED IRON CASTINGS | 
LIGHT AND SIMPLIFIED DESIGN 





Write TODAY for Your FREE gre votre 
of SHARPE Paint Spraying Equipment 


MANUFACTURING COMPANY 


1224 WALL ST bd LOS ANGELES 15 s CALIFORNIA 





BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CcO., 1315 W. Congress St., Chicago 7 
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Jersey Hardware Assn. 
Acts for Tax Equality 


Harry Palmer, treasurer of 
the Bergen County Hardware 
Merchants Association, Inc., 





HARRY PALMER 


Main St., Hackensack, N. J., 
has recently returned from 
Washington, D. C., where he 
discussed the subject of 
equalization of tax for all re- 
tail stores with Hon. Robert 
W. Kean of the Ways and 
Means Committee. Mr. 
Palmer’s association has been 
active in connection with the 
National Tax Equality Asso- 
ciation in the Bergen County 
area. 

Mr. Palmer presented the 
views of association members 
who protest the unfairness of 
government subsidized com- 
petition, and also discussed 


the subject with Garner M. 
Lester, president of the Na- 
tional Tax Equality Associa- 
tion, and the Hon. William 
B. Widnall, Congressman 
from New Jersey. 





Coolerator Advances 
Skowbo and Conley 

S. W. Skowbo and W. C. 
Conley, Jr., both vice-presi- 
dents of Coolerator Co., Du- 
luth 1, Minn., have assumed 
the duties of Ward R. 
Schafer, vice-president and 
general manager. Mr. 
Schafer has resigned from 
the company to operate a 
Coolerator distributorship. 
Mr. Skowbo will serve as 
vice-president in charge of 
operations and Mr. Conley 
will be _ vice-president in 
charge of all marketing ac- 
tivities. 


McDonald Mfg. Opens 
Distribution Center 


The A. Y. McDonald Mfg. 
Co., Dubuque, Iowa, has op- 
ened a new distribution and 
service center in Burlimgton, 
Iowa. The new plant, which 
consists of a large warehouse, 
display room and sales room, 
offers convenient and com- 
plete accommodations. The 
warehouse will stock the com- 
plete McDonald distributor’s 
line, and bathroom and kit- 
chen fixtures are displayed in 


the showroom. Nearly a hun- 
dred automobiles and trucks 
may be accommodated in the 
parking area. The sales coun- 
ter offers at-the-plant service 
for the dealer. 

Walter Wilson is manager 
of the Burlington office, and 
W.J. Cercoran is Des Moines 
branch and district manager, 
of which the Burlington 
branch is a sub-division. In 
charge of branch operations 
for the company is John M. 
McDonald, Jr., executive vice- 
president. 





Westinghouse Appoints 
Lamp Advertising Head 


Harry L. Niederauer has © 


been appointed manager of 
advertising and sales promo- 
tion for the Westinghouse 
Lamp Div., Bloomfield, N. J. 
Mr. Niederauer succeeds 
Herbert E. Plishker, who has 
become lamp sales manager 
for Westinghouse. 


Snap-Tite Mfg. Co. 
In Larger Plant 


Snap-Tite, Inc., formerly 
of 1710 French St., Erie, Pa., 
has moved to a larger plant 
at 201 Titusville Rd., Union 
City, Pa. The new 54,000 
sq. ft. plant has modern fa- 
cilities for the manufacture 
of the company’s swivel ball- 
bearing couplers. 











Presents “Civil Defense” Flashlight 








Ray-O-Vac Co., Madison, Wis., has produced a new type, all-steel, ‘civil defense’’ flash- 
light, the first shipment of which was presented to Gov. Walter J. Kohler, Wisconsin, and 
Maj. Gen. Ralph J. Olson, director of civil defense administration for that state. The black 
flashlights have built-in unbreakable lenses, which may be dark or of different colors for 


identification purposes. 


Shown above, left to right: Donald W. Tyrrell, president of Ray-O-Vac; J. A. Mcllney, 
sales manager of Ray-O-Vac; Gov. Kohler; Maj. Gen. Olson; D. M. Cook, civil defense 
specialist from Ray-O-Vac Co. 
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Dilda and Boester Join 
Perfection Sales Staff 
Two salesmen, Frank Dilda 
and Robert H. Boester, have 
joined the staff of Perfection 





FRANK DILDA 





ROBERT H. BOESTER 


Stove Co., 7609 Platt Ave, 
Cleveland 4, Ohio, in the 
Cleveland sates district. 


Mr. Dilda, formerly with 
American Stove Co., will 
travel northeastern Ohio, 


northwestern Pennsylvania, 
and the Panhandle of West 
Virginia. Mr. Boester, pre- 
viously a salesman for Ken- 
car Equipment Co., will con- 
centrate in the Dayton, 
Springfield, and Columbus, 
Ohio, area. 





Burgess Appoints Leher 
Field Sales Supervisor 


Fred A. Leher has _ been 
appointed to the newly- 
created post of field sales 


supervisor by Burgess Vibro- 
crafters, Inc., 180 N. Wabash 
Ave., Chicago 1, Ill. Mr. 
Leher will act as liaison man 
between Burgess men in the 
field and the home office. 


Dealer Elected Mayor 


Gilbert Hanse, Frederick 
R. Hanse Hardware, Baby- 
lon, Long Island, N. Y., who 
has long been active in civic 
affairs in that community, 
was recently elected mayor. 
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Powerful Sales Help 
is on the Job... 


P&C 













Something different in 
a rake! Selected, seasoned 
(7 years), quality bamboo 
..with the tough, iron-like joint 
sections cut to form the teeth 
tips. Longer lasting, stronger, 
does better work. 33 teeth, |8" 
spread, copper wire bound, 
necked with U metal clamp. 
48" handle. 1951 Best Seller. 


Write for Prices and Information 
*Trade Mark Registered. I’at. Pend 














iB. 
MVMIKADO & CO 
: NS] 


811-813 JACK SEATTLE 4,WASHINGTON 


“ ae e sR 
Auger bits | Midway Mirbrite Bits 
for ever y \ “pregerred by all 

purpose who want the Gest! 


“4 J ee i) 





Boxed & Carded 
¢ popular-priced 
j\ for LACQUERING, 





|| 








Standard auger bits pom 
‘ 7 sizes (44¢" 244." 
pei et and Wy MARKING and 
Me eS SSS VF, TOUCH-UP + 


Order From Your Jobber 


M. GRUMBACHER. xc. 
460 West 34th St., New York 1, N. Y. 





*Mirror Bright _— 


¢ 
Thidwag Sales Office and Factory 
THE MIDWAY TOOL‘CO., INC. Melvin, Ohio 


























|| Tightens loose furniture 
WITHOUT taking it apart 


Gripper Clip 


Registered U. S. Pat. Ofes 







Small and large 
sizes for + 


a 





LEATHER AND SADDLE SOAP @ 


plements, 
kitchen utensils, 





«3 Readily 
@ GIBSON GOOD TOOLS, INC. » For 
Box 268 Orenge, Mass., U.S.A. | 


FLOOR CHECKS 


IMMEDIATE DELIVERY! 


‘ 


Many 











Uses 





Cleans and preserves ALL kinds of leather, 























BUILDERS' HARDWARE a are bagi paca Bese Biter “SPRING” 
SPECIALTIES supply—contact us. : TOGGLE BOLT | oa 
Catalogs Available ASCO CHEMICAL CO. l vg 
+ ASH FOR CATALOG - ail 
RALPH WATKINS METALCRAFTS, INC. oft Lesington Ave. Srechiys, &. >. DIAMOND EXPANSION BOLT CO. INC 

2251 E. 75th St., Chicago 49, Ill. DEPT. H.A. © GARWOOD, N. J. 

WATER HEATER | | Electrify Your Hand Elevator 
Buy REPAIR COILS | | with this Power Unit 
For old, new and Saves operator time 


a obsolete heaters. and labor. "Lifts 
Savings Bonds | | cvresewr wate a 
Ibs. with ease. 
Single, Double, Triple, steerage 
. ev wer 
ROSES, Saewen Units. Electric Elevators. Dumb Waiters. 








Now Send for Catalog — Write for information and prices. 
DORMONT MFG. CO. | DAVIS & NEWCOMER 
1314 High Street Pittsburgh, Pa. | | Electric Elevator Co., Fostoria, O. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Brown of Montreal Will 
Represent Boice-Crane 


A. Ian Brown, of 4. G. &| 
Sher- | 


A. L. Brown 
brooke St. 


4932 
Montreal, 


Co., 


West, 





A. IAN BROWN 


Quebec, has been appointed 
manufacturers’ representa- 


tive by Boice-Crane Co., 930 | 


Savogran Appoints 
District Manager 

The Savogran Co. of IIl- 
inois, ‘branch of The Savo- 
gran Co., Boston, Mass., has 
appointed Leslie H. Orrell 
district sales manager for 
the north central states. He 


will supervise sales of Savo- | 


gran products in_ Illinois, 
Iowa, Wisconsin, Minnesota 
and the Dakotas through 
eastern Montana and Wyom- 
ing. Mr. Orrell, who was 
formerly connected with The 
Reardon will make 
headquarters at the com- 
pany’s office and plant at 85 
Industrial Rd., Addison, IIl. 


Co., 


American Machine Buys | 


Velocipede Firms 
American Machine’ and 
Foundry Co., 511 Fifth Ave., 
New York City, has exer- 
cised the option to acquire 
all of the issued and out- 
standing stock of the Junior 
Toy Corp., Hammond, Ind., 
manufacturer of velocipedes. 
The .transaction will in- 
clude acquisition of the stock 
of Junior Toy, maker of the 
“Junior” velocipede, in ex- 
change for 160,000 shares of 
the common stock of Ameri- 
can Machine and Foundry 
Co. It will make of Junior 
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his | 


Ohio, 


pereeen Ave., Toledo, 
the 


| covering Quebec and 
| Maritime provinces. 
Mr. Brown will handle the 
distribution of Boice-Crane 
table saws, jointers, band 
saws, drill presses, contour 
saws, lathes, sanders, plan- 
ers, scroll saws, and _ tool 
grinders. 
| McKee Glass Appoints 
| Cincinnati Agent 


Robert Alexander has been 
appointed Cincinnati repre- 


sentative by McKee Glass Co., | 


Jeanette, Pa. Mr. Alexan- 
der’s headquarters will be at 


7775 Stillwell Road, Apt. 3, | 


| Cincinnati 37, Ohio. 
Other changes have 

made in McKee representa- 

tion. The states of Iowa and 


Nebraska are now being cov- 
ered by H. W. Becker office | 


at St. Louis. William G. 


| Toy a wholly-owned AMF 
subsidiary. 
| The company also recently 
| purchased Cleveland Welding 
| Co., Cleveland, O., manufac- 
| turer of bicycles. The opera- 
| tions of both Junior Toy and 
| Cleveland Welding comple- 
| ment each other. 

No changes in the man- 
agement or organization of 


been | 


Wade, who covers the States 
of Idaho, Utah, 


moved his office to Salt Lake 
City, where his mailing ad- 
dress is P. O. Box 2352. 





Ed T. Locke Co.. 
St., Cincinnati, 


1612 Main 
Ohio, has 


tive for Midway Tool Co., 
Inc., The Arcade, Cleveland, 
Ohic, in southern Qhio, In- 
diana, Michigan, Kentucky, 
Tennessee, and parts of Vir- 
| ginia and West Virginia. The 
company will handle 
complete Midway line of 
| auger bits. 


Burt Sloane, manufacturers’ 
representative, has moved his 
office from 1150 
New York 1, N. Y., to Fresh 
Meadows, L. I., N. Y. His 
new mailing address is P. O. 


| Junior Toy are contemplated. 

Officials of the Hammond or- 
ganization include Robert O. 
| Law, president and treasurer; 
| Einar A. Anderson, executive 
| vice - president and general 
manager; Norman G. Win- 
termantel, vice president in 
charge of sales, and G. F. 
Campbell, assistant trea- 
surer. 


been named sales representa- | 


the | 


Broadway, | 





Box 98, Fresh Meadows Sta- 
tion, Flushing, N. Y. Mr. 
Sloane represents Burpee 


| Can Sealer Co., Barrington, 
| Ill., Mell-Hoffmann Mfg. Co., 
| Chicago, IIl., Salton Mfg. Co., 
| New York City, and Sim- 
|mons_ Slicing Knife Co., 
| Evanston, Ill. 


Montana, | 
Wyoming, and Colorado has | 


Slater Appliances. Inc., Wood- 
side, N. Y., has appointed 
Jerome Lane, 83-43 118 St., 
Kew Gardens, L. I., N. Y., as 
sales representative for the 
Kloz-A-Lite in New England, 


| metropolitan New York and 
northern New Jersey. 
| The Stamber Corp., a na- 


tional sales distribution com- 
pany, has appointed Stanley 
M. Berman, former senior 
executive of Macy’s, presi- 
| dent. 

| The firm, with offices at 10 
| E. 40th St., New York City, 
| specializes in sales distribu- 
tion of packaged goods and 
| merchandising counsel, with 
particular emphasis in the 
fields of hardware, station- 
| ery, cosmetic, toy, food and 
| tobacco accessories. 


G. E. Lamp Div. Names 
District Sales Head 


Promotion of Gomer F. 
Davis to the position of man- 
ager of the Mohawk 
district of the General Elec- 
tric Lamp Department at Al- 
bany, N. Y., effective as of 
May 1, has been announced 
{| recently. 


sales 


Standard Tool Moves to New Headquarters 


@esaasea 


ca 
og Oa om 


L 





Standard Tool Co., 3950 Chester Ave., Cleveland, Ohio, manufacturer of cutting tools, 


has moved into its new office, warehouse, and experimental laboratory. 


The building 


was formally opened with an open-house reception for 300 industrialists and visiting mill 
supply and hardware distributors. The company has branch offices in New York, Chicago 


Detroit, and San Francisco. 
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OBITUARIES 





$. Duncan Black 


S. Duncan Black, 67, pres- 
ident of The Black & Decker 
Mfg. Co., Towson, Md., man- 





S. DUNCAN BLACK 


ufacturers of portable elec- 
tric tools, died suddenly on 
April 15, 1951, of a cerebral 


hemorrhage in Baltimore, 
Md. 
Mr. Black started work 


for the Rowland Telegraphic 
Co., and in 1910, with Alonzo 
G. Decker, founded Black & 
Decker. He became the sales- 
man and administrator for 
the firm, and continued as 
the active head of the com- 
pany until his death. 

He is survived by his 
widow, a son, S. Duncan 
Black, Jr., president of the 
Black Mfg. Co., makers of 
paint spray equipment, and 
three daughters. 





William A. Rose 


William A. Rose, 70, who 
retired in 1945 as president 
of The Bassick Co., Bridge- 
port, Conn., subsidiary of 
Stewart-Warner Corp., 1826 





WILLIAM A. ROSE 





Diversey Pkwy., Chicago 14, 
Ill., died April 1 at his home 
in Easton, Conn., after a pro- 
longed illness. He was a di- 
rector of The Bassick Com- 
pany at the time of his death. 

Mr. Rose joined Stewart- 
Warner in 1912. He was 
sales manager of the firm’s 
automotive division in Chi- 
cago prior to his appointment 
as Bassick president in 1934. 
Surviving are his widow and 
a daughter. 





J. Edward Goewey 


J. Edward Goewey, 74, 
former’ vice-president and 
sales representative of Dia- 
mond Expansion Bolt Co., 
Inc., Garwood, N. J., died re- 
cently. 





J. E. GOEWEY 


Mr. Goewey started with 
Diamond in 1902 and became 
a salesman in 1904. He in- 
troduced the Diamond line of 
expansion shields and allied 
products in many parts of 
the country, particularly the 
West Coast. Up to the time 
of his last illness he was still 
traveling through the central 
and mid-western States and 
supervising the company’s 
branch offices in this terri- 
tory. He was a member of 
the Central States Hardware 
Club. 

Mr. Goewey is survived by 
two sons, George E., man- 
ager of Diamond’s Chicago 
office, and J. Edward, Jr., of 
Asbury Park, N. J. 





Henry J. Woodward 


Henry J. Woodward, 81, 
president and treasurer of 
the William W. Woodward 
Hardware Co., Newton, N. J., 
died recently after an illness 
of a week. 

Mr. Woodward had been 
associated with the hardware 
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concern for more than 65 
years, starting as a delivery 
boy and becoming a_ book- 
keeper in 1892. He was also 
a director of the Newton 
Trust Co., and a member of 
the HARDWARE AGE 50 Year 
Club. 


Ellis J. G. Phillips 


Ellis J. G. Phillips, 70, di- 
rector of engineering for 
Richards-Wilcox Mfg. Co., 
Aurora, Ill., manufacturer of 
conveyors, trolley truck, and 
door hardware, was killed 
instantly April 8, 1951, in 
an automobile accident. 

Mr. Phillips, associated 
with Richards-Wilcox for 52 
years, was a member of the 
board of directors at the 
time of his death. He was a 
founder and past president 
of the Monorail Mfgrs. Assn., 
and was a vice-president of 
the group at the time of his 
death. 


Frank W. Lynn 


Frank W. Lynn, 75, for- 
mer hardware and automo- 
tive manufacturers’ agent in 
the Southwest, died recently 
after a long illness in Dallas, 
Tex. Mr. Lynn, who retired 
from business in 1940, was 
a member of the Texas 
Hardware Boosters. He is 
survived by his widow and 
two sons, Ted E. Lynn, who 
took over his business, and 
Wallace R. Lynn, and a 
daughter. 





J. Roger White 


J. Roger White, vice-pres- 
ident in charg® of sales and 
advertising of The Formica 
Co., Cincinnati, Ohio, died 


recently. He was associated 
with the company for 24 
years. 





J. ROGER WHITE 


G. E. McClintock 


George E. McClintock, 
former president of the John 
B. Varick Co., heavy whole- 
saler of 801 Elm St., Man- 
chester, N. H., died in Florida 
recently. 

Mr. McClintock had been 
with the company for 61 





G. E. MeCLINTOCK 


years, becoming manager in 
1928. He was made president 
and general manager in 1935, 
and served in these capacities 
until his retirement in 1946. 
He was also a director of the 
Amoskeag National Bank. 


Locksmiths Form New 
Nationwide Guild 


A new independent, nation- 


wide organization of lock- 
smiths has been formed. 
Known as the Registered 


Locksmiths’ Guild of Amer- 
ica, this new group is com- 
posed of members from all 
over the United States. Guild 
headquarters are at 475 
Fifth Ave., New York 17, 
=. 2» 

Guiding the group is a 
council of GuiJdmasters, con- 
sisting of 10 regional Guild- 
masters. Membership is 
classified according to rank, 
and consists of masters, 
journeymen, and apprentices 
and is restricted to qualified 
locksmiths. Application for 
membership can be made 
only by a master. 

The two immediate goals 
of the Guild are to obtain 
recognition of the lock fac- 
tories for Guild members as 
qualified service men for 
their field work and to enlist 
the cooperation of police 
agencies to help foster pub- 
lic recognition of better lock 
security. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


pansion. Quite a number of the 
major industries have already sur- 
passed their World War II peaks 
in output. Total output for the first 
quarter as a whole will most cer- 
tainly establish a new post-war 
record. 

This means that consumers have 
an exceedingly high income to 
spend; unemployment is virtually 
non-existent; and as we come into 
the Spring selling season, the aver- 
age hardware merchant is most 
certainly going to have as active a 
business season as he has ever seen. 

So far the increase in production 
has been sufficient to meet military 
requirements without causing any 
real disruption in the total flow of 
goods to civilians. 

Don’t overlook the fact, however, 
that rearmament demands are 
steadily growing and that under 
the present defense program they 
will continue to do so for months to 
come. 


The hardware business is depend- 
ent upon metals; and as the year 
progresses, the percentage of the 
total national production will be 
less for civilian goods as the mili- 
tary requirements increase. 

Steel for use in consumer dur- 
able goods has been cut by 20 pct 
for the second quarter, and for the 
third quarter a 30 pct cut is 
anticipated. 

It is evident, therefore, that dur- 
ing the next few months we will 
see a stepping up in the change- 
over to a semi-war economy with 
lower production for consumer dur- 
able goods of the type on which 
the hardware business depends. 

Because of these facts, it would 
seem wise to maintain inventories 
on as high a level as can safely be 
financed. There would appear to 
be little danger of a sharp drop-off 
in consumer demand so long as 
consumer income remains on its 
present high level. 





Credit Man Warns That Abundant Stocks Will 
Dwindle As Defense Effort Gets Under Way 


Noting that there has been a lull 
in business in some lines, Henry H. 
Heimann, executive manager of the 
National Association of Credit Men, 
observes in his monthly business 
review that “no doubt it will con- 
tinue well into the summer for the 
full effect of the defense program 
has not yet made itself felt.” 


“The heavy inventories of some 
business institutions and the con- 
sistent increase in business loans 
reflect a tight, even if temporary, 
situation,” he continued. “It can do 
much damage in the next few 
months. The new voluntary credit 
restrictions are of no help in meet- 
ing it. 

“The people who assumed that 
one could buy merchandise and pay 
any price for it and not suffer any 
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inventory loss may have to face 
some unpleasant experiences. 

“On the other hand, those who 
assume that the present situation 
marks a definite and permanent 
break in the inflationary tendencies 
are just as much in error. The real 
causes of inflation are with us still. 
Once the defense works takes hold 
you will find these forces gathering 
for another advance. The brakes on 
inflation, among others, are sound 
convertible money, sound fiscal poli- 
cies, scientific and equitable tax 
impositions and increased civilian 
production are far in the future. 

“Only increased plant and equip- 
ment facilities now being made in 
a war effort offer hope of checking 
inflation in later years when these 
facilities can be turned to civilian 
production.” 


DiSalle Now Thinks Prices 
Won't Rise As Much As 5°/, 


The possibility that prices may 
have reached their peak was sug- 
gested by Price Stabilizer Michael 
V. DiSalle. Previously he had felt 
that this point would not be reached 
until midsummer. Earlier in the 
year he thought that the cost of 
living might rise 5 or 6 pct by the 
middle of the summer. Now he 
thinks prices may not go more than 
2 or 3 pct above the level of the 
January freeze. He warned, how- 
ever, that the international situa- 
tion might force prices higher. 

Citing the heavy inventory buy- 
ing and noting the slump in retail 
sales, he observed that “if people 
will just keep from buying and buy 
only what they really need then you 
are going to see a shift in this 
thing.” 

While the present price control 
legislation expires June 30, Mr. 
DiSalle believes most members of 
Congress feel that the full impact 
of defense expenditures on prices 
is still to come and that they will 
support continued controls. 


Study Shows Strong Need For 
Homes, Less For Durables 


Purchases of homes this year at 
about the 1950 level, but less buy- 
ing of furniture, automobiles, tele- 
vision sets and other consumer 
durables are anticipated in the Fed- 
eral Reserve Board’s sixth annual 
survey of consumer finances and 
buying plans, conducted by the Sur- 
vey Research Center of the Univer- 
sity of Michigan. 

The board warned that “no firm 
conclusions” can be drawn from the 
“complex of factors” but “it is pos- 
sible that there may be somewhat 
less urgency in consumer buying in 
the automobile and major appliance 
markets this year.” 

One apparent reason for the 
lighter consumer demand was the 
belief of at least eight in every ten 
consumers that prices would rise 
this year, while only four in ten 
thought their money incomes would 
go up. 


Lower Prices On TV Tubes 


Prices of television picture tubes 
to set manufacturers have been re- 
duced by Allen B. Dumont Labora- 
tories, Inc. Prices on 17-inch tubes 
were cut to $24.50 from $26; on 
19-inch to $32.50 from $43.75 and 
on 20-inch to $37.50 from $43.75. 
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Steel Will Be Scarcest 
Of Building Materials 


A preliminary report by a joint 
committee of the National Associa- 
tion of Home Builders and Pro- 
ducers’ Council states that home 
builders will find steel “the most 
critical item” in the second half of 
this year after inventories in the 
hands of manufacturers are ex- 
hausted. In 1952 and 1953, it was 
forecast, copper and brass “will be 
the most serious building items.” 

Lack of steel has already forced 
a 50 pct cutback in gas water 
heater output. Also, it was said, 
there is no assurance that sufficient 
supply of pressure pipe, soil pipe, 
boilers, radiators and other cast 
iron products will be available for 
housing. Electric water heater out- 
put is 20 pct behind last year and 
shortages of electric motors were 
predicted. 

On the other hand, Lawrence 
Ottinger, president of United States 
Plywood Corp., told Prefabricated 
Home Manufacturers Institute that 
ample supplies of plywood would be 
available for home building this 
year. 


Revere Official Offers 
Advice On Inventories 


Hardware dealers who are con- 
cerned over heavy inventories have 
a word of encouragement from J. 
M. Kennedy, vice president of 
Revere Copper and Brass, Inc., who 
believes that the trend toward lower 
inventories by’ retailers can be 
carried to unwise extreme. Mr. 
Kennedy is in charge of the Rome 
Manufacturing Division, maker of 
Revere Ware. This is the way he 
looks at the situation: 

“Manufacturers with large new 
defense contracts are now mainly 
in the stage of installing tools and 
equipment. Until they know when 
they will be ready to produce, they 
will not order raw materials. Hence, 
what may seem in ample supply 
now may suddenly become scarce.” 


Electrical Wholesalers’ 
Inventories Greater 


Sales of electrical goods whole- 
salers in February amounted to 
$565 million, an 8 pct drop from 
January but 50 pct above the Febru- 
ary, 1950 level, the Census Bureau 
reported. Wholesalers’ inventories 
at the end of February were 7 pct 
over the total at the end of January 
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How about customers looking for small 
amounts of spring wire for any of the 


countless uses? 


The answer is JOHNSON XLO MUSIC 
SPRING WIRE. The wire of a thousand 
uses comes to you attractively packaged 
for display and handling . . . units of 14 
lb., 14 Ib., and 1 Ib. in full range of sizes. 
JOHNSON sales analysis will point out to 
you the sizes which aresin the heaviest 
demand. Through your wholesaler or 
nearest Johnson branch. 





JOHNSON STEEL AND WIRE COMPANY, INC. 
WORCESTER 1, MASS. 
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HELLER 
- NUCUT 


WAVY-TEETH 


gis 


When you 


PUT THESE 
“TEETH 


into your 
file sales 


.-- both you and 
your customers 
profit 


Those wavy rows of teeth 
shown in the above un- 
retouched photograph can 
sell more files for you. 
For NUCUT files are 
known for faster, easier 
filing. They both cut the 
metal and smooth the 
surface with every stroke. 
No clogging, scraping or 
skidding. 

This better, NUCUT, 
way of filing keeps cus- 
tomers satisfied, wraps up 
profitable repeat business 
in files, identifies you as 
a quality dealer. Write 
for more facts today. 


18” wide x 23” high. No 
charge for display — pay 
only for files. Shipping 
weight 5 lbs. 





ASK ALSO ABOUT our complete line of 
Hammers; Masterenches; Craftmaster 
Scrapers; Trowelsand other quality tools. 


HELLER BROTHERS COMPANY 
America's Oldest File Manufacturer 
Newcomerstown, Ohio 





and were 44 pct over the total at the 
end of February, 1950. 

Retail sales of appliances and 
radios amounted to $287 million in 
February. This was a $20 million 
drop from January but $58 million 
over the February, 1950 total. 


Steel Plumbing Fixture 
Shipments Rise in Value 


Manufacturers’ shipments of 
porcelain enameled steel plumbing 
fixtures during the fourth quarter 
of 1950 were valued at approxi- 
mately $1814 million, according to 
the Porcelain Enamel Institute. 

Bureau of Census figures just 
released, the Institute says, show 
this to be a slight increase over 
the third quarter of 1950 and a 
dollar increase of 50 pct over ship- 
ments during the fourth quarter 
of 1949. Steel plumbing fixture 
shipments accounted for 19 pct of 
the plumbing fixture industry’s 
fourth quarter total. 

In terms of units, fourth quarter 
shipments of porcelain enameled 
steel plumbing fixtures included 
85,553 lavatories, 324,540 kitchen 
sinks, 134,687 bathtubs, and 21,- 
398 shower stalls. The total of 
566,178 units represents a slight 
decrease from the third quarter 
of 1950 although lavatory ship- 
ments increased approximately 
9000 units. 


Westinghouse Corp. Urges 
Dealers To Plug Appliances 


Despite the future uncertainties 
of home appliance production, 
Westinghouse Electric Corp. is con- 
tinuing its aggressive consumer 
advertising campaign, it was an- 
nounced. Dealers were urged at the 
same time to keep up strong local 
merchandising to protect their com- 
petitive positions. T. J. Newcomb, 
division sales manager, pointed out 
that unless an all-out shooting war 
develops, there will ¢ontinue to be 
a steady flow of appliances from 
factories to dealers even though it 
may not be enough to satisfy the 
public demand. 

“No matter how scarce raw ma- 
terials get, no matter how much we 
have to cut production, no matter 
how much our manufacturing pace 
slows down in 1951, the company is 
going to continue to promote and ad- 
vertise actively and aggressively.” 

Meanwhile, RCA Victor disclosed 
that its intensive factory television 
advertising campaign, which 
started March 5, is being continued 
during April. 


Bristle Brushes ‘Out' For 
3 Years Says Manufacturer 


It will be impossible for paint 
brush manufacturers to supply deal- 
ers with 100 pct pig bristle brushes 
for at least three years, Floyd 
Richards, general manager of the 
Princeton, Ind., brush factory of 
Devoe & Raynolds Co., informed 
Devoe brush sales representatives. 
He said that normal commercial de- 
mands for pig bristles plus defense 
requirements and the government 
stockpile program had made it 
necessary for the NPA to issue 
order M-18 requiring the use of at 
least 30 pct of filling material, 
other than bristles, in all painters’ 
brushes. 

He said that on account of ad- 
vanced research and improved man- 
ufacturing techniques a 70-30 ratio 
of hog bristles to horsehair will 
carry the painting trade through 
the shortage with no perceptible 
drop in efficiency, or quality of 
work. 

“Furthermore,” he added, ‘our 
success in developing a finely-ta- 
pered nylon brush has opened up 
a new source of supply for the 
painting trade further minimizing 
the loss of Chinese bristle owing to 
international complications.” 


Pending N. J. Bill Would 
Bolster Fair Trade Act 


The Fair Trade Act of New 
Jersey will be strengthened if the 
legislature passes N. J. Assembly 
Bill No. 449, now pending. This 
bill will require that resellers in 
a closing-out sale give notice and 
an opportunity to repurchase to the 
trade-mark owner or manufacturer. 

The present act merely provides 
that a closing-out sale may be held 
without reference to a Fair Trade 
contract. 

The amendment would protect 
the reseller who in good faith wants 
to discontinue handling the manu- 
facturer’s Fair Traded product, and 
at the same time it gives the Fair 
Trading manufacturer a chance to 
safeguard his good will which may 
be damaged by a closing-out sale. 


Deep Wall Paint Line 
Introduced By Du Pont 


The Du Pont Co. is introducing 
deep wall colors, which it is claimed 
will dry streak-free, in its new 
Americana line of flat wall paints. 
Nine basic colors and white are 
utilized in intermixes to produce 
the 77 color selections. 
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Home Building Was At 
High Rate in Ist Quarter 


Permanent non-farm dwelling 
units started in March totaled 93,- 
000, according to a _ preliminary 
estimate of the Bureau of Labor 
Statistics. This was a less than 
seasonal rise of 16 pct above the 
February total. It was the lowest 
February -March gain on record, 
with the exception of the war years 
1942 and 1943. 

However, the 93,000 units rep- 
resented the second largest March 
total on record, exceeded only by 
the 1950 figure, set at a time when 
home building was at unprece- 
dented levels. If home building is 
to be kept to the suggested maxi- 
mum of 850,000 dwellings for 1951, 
there are only 590,000 units to be 
started in the remaining nine 


months of this year, based on the | 
first quarter total of 260,000 units, 


the bureau pointed out. This would 
mean a sharp drop to an average of 
around 65,000 units a month. 


Sears’ Sales In March 
Highest In History 


Sales of Sears, Roebuck & Co. in 
March, and for the first two months 
of the company’s fiscal year were 
the highest in its history. In March 
sales amounted to $215,068,134, a 
17.6 pct increase over the $192,- 
844,632 reported in the same 1950 
month. In February sales showed 
a 23.7 pet rise over February, 
1950. For February and March, 
sales amounted to $391,065,385, as 
compared with $325,143,626 in the 
same two months a year ago, a 20.3 
pet increase. 

Montgomery Ward & Co. had 
sales of $95,106,936 in March, com- 
pared with $85,638,713 in March, 
1950, a 11.1 pet rise. In February 
sales were 21.6 pct above the same 
1950 month. This company’s fiscal 
year also starts in February and 
sales for the first two months 
amounted to $172,679,541, as 
against $149,443,750 a year earlier. 


Armstrong To Increase 


Asphalt Tile Output 40°, 


Production of asphalt tile by the | 
Armstrong Cork Co. at its four tile | 


plants in the United States is being 
increased 40 pct this year. The 
sharp rise in production this year 
over the maximum 1950 output was 
made possible by the addition of 
new equipment and facilities in the 
past six months, the firm reports. 
There had been some occasional 
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Hitch your business To 


STAR BRITE 


THE SHINING CAB 
LINE THAT GIVES Y 
* STARRED for quality, des 


SOLD THROUGH 
WHOLESALERS 
ONLY 
















#285 
CHAIN DOOR FASTENER 


Wrought steel; non-welded chain 
Size of plate: 4" x 154" 










INET HARDWARE 
OU EVERYTHING 
ign and precision fit. 









#215 


ORNAMENTAL HINGE 
For flush doors 
Overall sizes: 

2%" x 2/4" 
“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 














3275 

SCREEN HANGER 
Wrought steel 
Size: Eye ones 



















































“STAR-BRITE" Ve 

P Nickel Hook plate, 
: and brass 1%" x 34" 
Complete “STAR-BRITE" 

{ 2 with Cadmium plate 
screws Complete 

with screws 
SASH LOCK wns 
Wrought steel SEMI-CONCEALED HINGE 
Overall size: Raised knuckle 
1%" x 2/2" %" offset 
“STAR-BRITE" *“*STAR-BRITE" 
Chrome, nickel Chrome, nickel 
and brass and brass 

Complete Complete 

with screws with screws 

#225 #200 

SURFACE belt CUPBOARD TURN 

U Length size: 

mo ee Wrought tel 

yr verall size: 

Bor size: % 2" x 2" 











370 Butl 





STAR METAL PR 


er Street, Bro 










Ere Sc Chemo, niche 
4 a e Chrome, nickel 
2 Gas Brass and brass 
—— Complete 
wi 

B... with screws 

#277 STORM SASH HANGER 
Hook Plate: |'/,"'x 154" Eye Plate: 14" x 2/4" — 
“STAR-BRITE" Cadmium Plate CONCAVE KNOB 
| doz. pr. to box; 36 doz. to carton “STAR-BRITE" 
Complete with screws Chrome 
| Dozen to Box 
with Screws 


36 Doz. to Carton 


ODUCTS Co. 


oklyn iva N. Y. 
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MALLEABLE IRON 


BOAT HARDWARE 








REGULAR ANGLE 
SOCKET SOCKET 
OARLOCK OARLOCK 









A COMPLETE LINE OF OARLOCKS...EACH MADE OF STRONG, 
LONG-WEARING MALLEABLE IRON, HOT-DIPPED GALVANIZED 





ANCHOR LIFT LEADER 
(Cutaway View) 


Also CLEATS — CHOCKS —~ 
BOAT HOOKS — BOW EYE 
STRAPS — LIFTING HANDLES. 
Profit with top-selling PEORIA Boat . 
Hardware . . . made of only top- 
grade malleable iron for year-after- 
year resistance to rust, wear and 
breakage. 


JOBBERS: SEND FOR CATALOG 


Projects over bow for raising, lower- 
ing anchor easily. 


Cader NOW FROM YOUR JOBBER SALESMAN! 


PEORIA MALLEABLE CASTINGS CO., PEORIA, ILLINOIS 
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slight cutbacks in the production of 
some light colors as a result of 
minor color pigment shortages. 


Farmers Anticipating 
Needs For New Equipment 


A continuing heavy demand for 
farm equipment is reported, with 
farmers buying well in advance of 
their requirements. The demand 
for tractors is reported such that 
prices above list have been paid 
for this type of equipment. Demand 
has been stimulated by apprehen- 
sion over the possibility of labor 
shortages. 

Manufacturers have been plagued 
by materials shortages, although 
the industry was given a priority 
for June. However, the materials 
situation has caused International 
Harvester Co. to order a production 
cutback which hit April and May 
manufacturing schedules. 


Glassware. Output May 
Surpass 1950 Production 


There will be an adequate sup- 
ply of pressed and blown glassware 
for home, bar and other users 
despite increasing demands of the 
military and other war agencies, 
according to H. L. Dillingham, sec- 
retary of the American Glassware 
Association. 


An industry-wide report showed 
that dollar volume of shipments of 
American automatically - made 
glassware of this type during 1950 
was greater than any previous 
year. 


96°, of New Video Tubes 
Are 16-inch Or Larger 


Of all television picture tubes 
sold to set manufacturers in Feb- 
ruary, 96 pct were 16 inches in size 
or larger, reported the Radio-Tele- 
vision Manufacturers’ Association. 
February sales of picture tubes to 
receiver manufacturers amounted 
to 634,080 units. This was a 9 pct 
rise over the 580,317 units sold in 
January. The figures also showed 
that 82 pct of the picture tubes 
sold in February were rectangular. 


Thor Business Up 24°/, 


Thor Corp., manufacturer of home 
laundry products, reported sales of 
$8,321,004 in the first quarter of 
this year. This compared with $6,- 
731,630 in the same period of 1950, 





an increase of 24 pct. 
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Production of Radios 
And TV Still on Increase 


Production of both radio and 
television receivers increased in 
February over the previous month 
and over the same 1950 month, 
despite increasing shortages of 
strategic materials, the Radio-Tele- 
vision Manufacturers Association 
reported. The association estimated 
1,313,015 radios and 679,313 tele- 
vision sets were manufactured in 
February. This compares with out- 
put of 1,202,503 radios and 645,716 
television sets in January and l,- 
059,200 radios and 479,000 tele- 
vision receivers in February, 1950. 

Of the month’s TV production, 
641,086, or 94 pct represented 
receivers with picture screens 16 
inches in size or larger. There were 
also 2,499 sets with screens 22 
inches and larger. 


Rate Increase Granted On 
Railway Express Packages 


The Railway Express Agency was 
granted authority by the Interstate 
Commerce Commission to raise its 
charges 20 cents a shipment on less- 
than-carload shipments. The _ in- 
crease was granted on an iterim 
basis until the commission could 
make a more complete study of the 
agency’s application for a rise. of 
25 cents a shipment. 


Gamble Discontinues Food 
And Farm Implements 


Touching on 1951 prospects, B. C. 
Gamble, president and chairman of 
Gamble-Skogmo, Inc., told stock- 
holders in his annual reports that 
“business will be good for the next 
few months, possibly for the first 
half of 1951. 

“The restrictive orders covering 
materials used in our hardlines 
products will probably reduce the 
supply available for selling some- 
time during the year,” Mr. Gamble 
said. “However, furniture and soft 
lines offer an opportunity for ex- 
panded sales. Certainly, we shall 
exploit these possibilities to the 
fullest extent.” 

On Jan. 1, 1951, the company 
sold its 22 supermarkets and seven 
luncheonettes in order to concen- 
trate on its more traditional lines 
like automobile supplies and access- 
ories, household appliances, etc. 
The firm also expects to completely 
liquidate its heavy farm implement 
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BELT LACING , 





ECONOMY. PACKAGES 
in “EB” CARTONS 





Es 











1 10 packages of a single size 


to the “E” carton. 4 Five popular sizes 
—Nos,. 15, 20, 25, 27, 35, 


sales unit, 5 Eliminates breaking of 


2 Each package is a complete 


Contains one set of lacing, hinge standard boxes, 


3 and gauge pins for 12” of belting 


width, “JUST A 
Order Cartons From Your Jobber — Ask for Bulletin A-60 HAMMER 
TO APPLY 

FLEXIBLE STEEL LACING CO., 4616 Lexington St., Chicago 44, Ill. IT” 

















added performance 






BLOW TORCH 


Features new, safer, Pisto-Grip Handle. Drawn steel 
tank has brazed inserts and electrically seamed 
bottom, Wall blow-proof pump adds safety. Avail- 
able in brass or steel. 


WALL DREADNAUGHT 
FIRE POT 


The perfect Splicer’s Furnace. Features hinged 
doors and wide safety base. Adopted as standard 
equipment by large Telephone and Power Com- 
panies. Available for kerosene or gasoline use. 

















WRITE TODAY FOR COMPLETE NEW CATALOG 


WAL 


MANUFACTURING CO. 
Grove City, Pa. 
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PANEL BAR 
WRENCH SET by 


VLCHEK 


a 





So” ~ When You Sell a Set 
You Sell 5 or 6 Wrenches 
at a Time 


Ot Paul Sell Seta! 


Cc # 
* ,, 
\ 





A beauty of shapely 
design —in carbon steel — 
Panel Bar 


Head fits nut 
perfectly 





Narrow bar for minimum 
weight and to decrease 
clearance required between 

obstructions 


Your choice of two finishes: 


NATURAL BLACK 

VELCO BRIGHT 
Sets supplied in 

5- or 6-piece 






THE VLCHEK TOOL COMPANY 


3001 East 87th Street * Cleveland 4, Ohio 


VLCHEK 


A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 





150 


and attachments inventory in 1951. 
Farm supplies will still be carried. 

At year-end, the firm owned and 
operated 517 branch retail stores 


and sold at wholesale to 2,000 
authorized dealers in 26 states, 4 
Canadian provinces, Mexico and 
Hawaii. 





March Home Building Totals 
But Construction Totals Show 


“The expected squeeze in 
construction has_ started,” says 
Thomas S. Holden, president of 
F. W. Dodge Corp., in his firm’s 
March totals of construction con- 
tract awards for the 37 states east 
of the Rockies. 

“Tt is likely to continue during 
| the remainder of this year,” he 
| said, but pointed out that the tre- 
mendous surge of construction 
earlier in 1951 will help balance out 
any later squeeze. 

Although he has estimated a de- 
cline this year from 1950, his esti- 
mate still stands that 1951 will be a 
high volume year in construction. 

The 37-state construction award 
total for March was $1,267,450,000, 
or 11 pet higher than February, 





Washer Manufacturer Calls 
For More Repair Parts 


| Unless government priorities are 
granted for replacement parts, 
|many home appliances will not be 
| properly maintained, and repair 
|men soon will have a sharp rise in 
repair calls, Raymond J. Hurley, 
chairman of the board of Thor 
Corp., washing machine manufac- 
| turers, warned at the convention of 
the Appliance Parts Jobbers, Inc., 
in Chicago. 

The washing machine industry 
alone needs to increase repair parts 
output 75 pet oyer 1950 levels, he 
said, calling on the parts men to ask 
NPA for priorities on materials for 
replacement parts “in an amount 
sufficient to insure proper main- 
tenance standards.” Some shortages 
have already developed in critical 
parts and these will grow unless a 
greater supply of materials is forth- 
coming, he warned. 





Copper Deliveries, 
Industry Stocks Higher 


March deliveries of refined cop- 
ped amounted to 116,793 short tons, 
an average of 3,767 daily, as against 
3,533 daily in February, announced 
the Copper Institute. For the first 
quarter, deliveries totaled 324,406 
tons, or an average of 3,605 daily, 
compared with an all-year 1950 





average of 3,757 daily. 


Equal to Last Year 
Effect of Controls 


but 3 pet lower than March 1950’s 
figure. 

The March construction figure 
was the second highest March total 
on record. It was the first month 
since July 1949 that failed to show 
a contract volume increase over the 
corresponding month of the pre- 
ceding year. 

Residential contracts for the first 
three months totailed more than 
11% billion dollars, an increase of 
19 pet over last year. 

“In March,” said Mr. Holden, 
“the effects of Regulation X were 
seen in residential building con- 
tract volume just equal to March 
1950. The March 1951 residential 
total was $574,569,000 and the total 
for March 1950 was $574,681,000.” 


Industry stocks of refined copper 
dropped 3,715 tons in March to a 
total of 55,609 tons at the close of 
the month. The postwar low was 
49,040 tons, the figure at the end 
of December. 


Breck Associate Stores 
Launch Promotion Campaign 


New England consumers can ex- 
pect increased promotional stimu- 
lation from the Breck’s Associate 
Stores according to an announce- 
ment made recently by Luther A. 
Breck, Jr., president of Joseph 
Breck & -Sons, 401 Summer S&t., 
Boston, the sponsoring organiza- 
tion. 

First organized as a retailing 
group in April 1950, the Breck’s 
Associate Stores comprise nearly 
500 privately owned and operated 
hardware, garden, and gift stores 
throughout New England. Each 
one carries a range of items sup- 
plied by Joseph Breck & Sons. 

While there are no ownership or 
management ties, the stores are 
permitted to carry the Breck’s 
green and black insignia in their 
advertising and displays, and are 
able to take advantage of the name, 
wide promotion and merchandising 
originated by the wholesale firm. 

The new consumer program will 
include extensive use of news- 


papers, radio, mat services, co- 
operative advertising, and _ store 
displays. 
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AS CHARMING As 
THE MELLOW AIR OF 


French Provincial 
Another First From 
WHITE STUDIOS 


11°" to 20°" in size 

We have especially selected 
hard maple bowls suitable for 
French Provincial and hand 
rubbed and hand polished them 
for a soft satin finish. Cre- 
ated for those who appreciate 
the finest. Each an original, 
for no two pieces are ever 





alike. 
INDIVIDUAL BOWLS 

@ Everyone who buys a salad bowl will 
want 6” hard maple bowls for individ- 
ual servings. Each bowl with the 
same hand rubbed French Provincial 

e Figish. 
BUN SERVER 


A new idea in woodenware. 9” 
bowl with hand turned maple 
handle. Rawhide loop on handle 
for hanging gives an extra dec- 
orative touch. 





LAZY SUSANS 


The most attractive piece 
of the set and the biggest 
profit producer for you. 
16” in size and spins 
with a flick of the finger 
on the ball bearing base. 
- + « also French Provin- 
cial plates and round 
trays. Just off the press 
—our new catalog. 


2 Grande 


ALE ULES 


2421 McKINNEY AVENUE 
DALLAS , TEXAS 
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GE Picture Tubes Now 
Warranted For 6 Months 


A new warranty policy on tele- 
vision replacement picture tubes 
has been announced by the General 
Electric Tube Divisions. 

The new warranty effective April 
16, provides protection of six 
months on all picture tubes pur- 
chased by users for replacement 
purposes. 

Previous policies only warranted 
new picture tubes against defects 
in materials and workmanship for 
six months beginning from the date 
that the tube was shipped from 
the factory. 

The new policy is expected to 
encourage distributors and dealers 
to keep larger and more balanced 
stocks of replacement picture tubes 
without fear of warranty obsoles- 
cence. 

Present industry estimates in- 
dicate that a total of one million 
picture tubes will be needed this 
year for replacement needs. 


Need More Rubber to Avert 
Tire Shortage This Summer 


Stockpiling of too much rubber 
by the government now will create 
a serious shortage of tires this 
summer, warned J. P. Seiberling, 
president of the Seiberling Rubber 
Co., at the company’s annual stock- 
holders meeting. He said that the 
industry needs 10,000 tons of rub- 
ber over the amount allocated each 
month in order to avert a shortage 
of truck and farm tires in June 
and July. 

“The rubber shortage was cre- 
ated by the government stockpiling 
of rubber for defense. This had to 
be done. However, the critical part 
of the shortage is over. We have 
enough rubber on hand to fight a 
long war. But the whole defense 
program will slow down, unless we 
get the rubber now to make the 
tires this spring to keep the coun- 
try rolling this summer.” 


Factory Sales of Vacuums 
Fell Slightly in March 


Factory sales of standard-size 
household vacuum cleaners in 
March were 19.6 pct below those of 
March, 1950, totaling 290,242 units 
compared to 361,014, according to 
industry-wide figures announced by 
C. G. Frantz, secretary-treasurer of 
the Vacuum Cleaner Manufac- 
turers’ Association. 

March was the first month since 
January, 1949, to show a drop from 
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Sands, Cleans, Smooths, Polishes 





Electrically... 







Designed for industry, for professional 
work, this light, beautifully balanced, 
in orbital-motion, SpeedSander is rapidly 
becoming a standard home appliance. 


iY, / With its powerful electric motor and all- 
\,,, ball-bearing construction, anyone can 
/ easily re-surface and refinish furniture, 

/ 


woodwork, metal surfaces or walls. It 

will quickly remove old paint, stain, or 
enamel down to the bare wood or metal; will sand- 
paper to a ‘piano finish”; remove rust and corrosion 
or “feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 
efficiency it is today’s finest sander regardless of 
price. Be first to display this nationally ad- 
vertised SpeedSander. 


[14 WRITE FOR 
Sf CATALOG 


MANUFACTURING CO. 
1836 So. 52nd Ave., Cicero 50, Illinois 





“THE QUALITY MOWER” 


Briggs & Stratton 
14 HP Recoil 
Starter Engine. Pre- 
cision performance, 
21” cutting width, 
Blair 4-way handle. 

BLAIR’s 70 years 
experience make 
this a mower you 
can sell with 
confidence — 
and profit. 


















BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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the comparison month of the pre- 
ceding year. The downward turn 
was attributed by the industry to 
Washington’s limitations on metals 
and materials required for manu- 
facturing the appliance. Factory 
sales have been at a virtual dead 
level for three months, the March 
total being within 1 pct of 287,177 
units sold in February. 

Further evidence of the indus- 
try’s decrease in production was 
contained in the factory sales figure 
for the opening quarter of this 
year, 859,724 units compared to 
873,679 in the same period of 1950, 
a loss of 1.6 pet. 


Alden's, Mail Order House, 
Sold $80 Million Last Year 


Alden’s, Inc., Chicago mail order 
house, reported sales of $80 million 
in the fiscal year ended Jan. 31, 
compared with $69 million in the 
previous year, a 15.8 pct rise. 
Progress reported by the company 
during 1950 included the addition 
of several new lines; increased 
catalog circulation; telephone of- 
fices increased to 54 and retail 
stores increased from seven to ten. 


9°, More Farm Pumps 
Shipped in February 


Factory shipments of domestic 
water systems in February totaled 
67,000 units, according to the 
Bureau of the Census. 

This represents an increase of 9 
pet in number of units and 6 pct 
in value over the preceding month. 

Jet pump systems accounted for 
64 pet of the number of units. 


Dept. Store Sales Up 14%, 
For Year Until April 14 


Department stores’ sales in the 
week ended April 14 were 13 pct 
over the volume for the same 
period a year ago, the Federal Re- 
serve Board reported. For the year 
to April 14, sales were up 14 pet. 
The weekly index, without seasonal 
adjustment, was 288, compared 
with 254 a year ago and with the 
revised figure of 292 for the week 
ended April 7. 


Caulking Compound 
Price Reduction 


The Calbar Paint and Varnish 
Co., Philadelphia, announced a 
price reduction on caulking com- 





pound, effective April 2. 





Paint For Atomic Age 
Cuts Radiation Effects 


A new paint designed to 
offer protection against the 
dangers of radiation follow- 
ing atomic explosions is now 
on the market. The paint, 
known as Corrosite, also can 
be used to paint the interior 
of laboratories where experi- 
ments are being made with 
radio-active materials known 
as isotopes. The paint is made 
by the Corrosite Corp. of New 
York. It is made from vinyl 
plastic materials produced by 
Union Carbide & Carbon 
Corp. and is being distributed 
by Graybar Electric Co. 











Mirro Sales Jumped From 
$24 to $32 Million 


Sales of more than $32 million 
in Mirro aluminum utensils and 
other products made by the Alum- 
inum Goods Mfg. Co., Manitowoc, 
Wis., were made during the past 
year. Total sales in 1949 were over 
$24 million. 

President A. J. Vits, in his an- 
nual report to stockholders, stated 
“Since Jan. 1, our production 
schedule has been reduced due to 
the curtailing of aluminum for 
civilian use. All indications are 
that our first quarter operations 
will be favorable, although less 
than some quarters in 1950. We 
are prepared to make further ad- 
justments as NPA finds it neces- 
sary to issue new’ instructions. 

“At the end of last year, the sec- 
ond unit of the new warehouse 
unit at Plant 4, Two Rivers, Wis., 
was completed, adding 50,000 sq. 
ft. The third and final unit is to 
be built this year.” 


Nesco Sales 91° Higher 
In First Three Months 


First quarter sales of Nesco, Inc., 
housewares manufacturer, amount- 
ed to $7,196,115, its largest quarter 
in the last 10 years, reported Arthur 
Keating, who has just been elevated 
from president to chairman of the 
board. Sales in the first quarter of 
1950 totaled $3,766,682. Mr. Keat- 
ing said that the company’s $18,- 
000,000 backlog of war contracts 
and expanded consumer goods pro- 
gram have put Nesco “back on a 
firm footing.” 
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59°, of Fly Fishermen 
Use Tapered Lines 


A stream-testing survey con- 
ducted last summer and fall on a 
new nylon fishing line, by B. F. 
Gladding Co., South Otselic, N. Y., 
has indicated the following things: 

(1) there is a growing use of 
fly lines for different kinds of fish- 
ing; (2) that 59 pet of fly fisher- 
men use tapers; (3) that the aver- 
age fly fisherman fishes 62 hours a 
year; (4) that only 30 pct remove 
their line from the reel after a fish- 
ing trip; (5) that 80 pct dress their 
lines, and (6) 55 pct use automatic 
reels and 44 pct single action reels. 


Avco Appliance Output 
Not Much Lower Than in 1950 


Production of home appliances by 
Aveo Manufacturing Corp. is at 
levels only slightly below those of 
last year, Victor Emanuel, presi- 
dent and chairman, said at the an- 
nual meeting. Demand for appli- 
ances is still strong, he said, but 
not quite so strong as in the fall 
and winter when sales were stimu- 
lated by fears of shortages. How- 
ever, he stated that Avco anticipates 
no serious difficulty in disposing of 
its output of these products. 

Mr. Emanuel declared that pro- 
duction of consumer durable goods 
had been curtailed somewhat due 
to limitations on the use of critical 
materials but prospects were that 
results for the second quarter would 
continue at a satisfactory level. 


Coleman Had $10 Million 
Sales Increase Last Year 


The Coleman Co., Inc., manufac- 
turer of home heating equipment 
and gasoline appliances, issued its 
1950 annual report showing an in- 
crease in net sales of nearly $10,- 
000,000 over 1949 and announced 
a $2,000,000 expansion of produc- 
tion facilities this year. 

Net sales in 1950, the year in 
which the company observed its 
50th anniversary, totalled $33,794,- 
847, and made 1950 the second 
highest year in the company’s 
history. . 

The current expansion program 
will enable the company to increase 
deliveries of military equipment 
sizeably and also assure substan- 
tial quantities of consumer goods 
In support of the civilian economy. 
(Resume reading on page 15) 
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WITH 
KESTER SOLDERING PASTE 


Your customers will want nationally 
advertised Kester Soldering 

Paste, Flux-Core Solders, and 

Liquid Fluxes. 

Kester’s 1951 advertising and 
merchandising program includes a 
new booklet for your customers, 
“Soldering Simplified.” 

Send for your free supply now. 


KESTER 
SOLDER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave. 
Chicago 39, Illinois 

Newark, N. J. 

Brantford, Canada 


Kester Soldering Paste—ten 
2 oz. cans in new eye catching 
counter display carton. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 
Set solid, maximum, 50 words........ $5.00 
Each additional word.......... 10 


Positions Wanted 


(Special Rate) set solid, maximum, 
St ED inedisumparccesu sade «dued? 04 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order In form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








OPPORTUNITY?? 
WE HAVE IT?! 


Full line industrial and household brushes for 
housewares, hardware, restaurant and hotel 
supply and automotive supply jobbers. All 
Southern, Western and Central States open. 
Write stating qualifications to 
Box A 134, care of HARDWARE AGE 
100 E. 42nd Street, N. Y. 17, N. Y. 

















REPRESENTATIVE WANTED 


Available to qualified manufacturer's repre- 
sentative, one for each, Ohio and Illinois states, 
national line of merchandise for direct sale to 
retail hardware, jobbers, mill supply and in- 
dustrial trade on commission arrangement. Ad- 
dress applications to 

Box A-124, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 











U. S. AND CANADIAN REPRESENTATIVES 


Wanted by Tool Manufacturer. a ad- 


vertised. Territories: Ala., Miss., W. Tenn., 
Va, W. We Ky., Alberta, only Sask.— 
Nova Scotia., N. B., Prince Edw. Isl. Profitable 


line, some established accounts. Write full par- 
ticulars, lines carried. 


Arrow Metal Products, 140 West Broadway, N.Y.C. 














PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
Firm, Sell to Hardware Stores and Plumbing 


Contractors, Choice (protected) territories open. 
Commission. Replies confidential. Address Box 
A-99, 100 East 42nd 


‘ care of Harpware AcE, 
Street, New York 17, N. Y. 


SALESMAN WITH CAR TO CALL on 
Paint and Hardware dealers. Should know 
Westchester County dealers. This is an excel- 
lent opportunity for aggressive man with good 
record of achievement to join fast-growing, ag- 
gressive sales organization. Advise all details in 
first letter. Address Box A-131, care of Harp- 
wy Acz, 100 E. 42d Street, New York, 17, 





MANUFACTURER OF WORK GLOVES 
DESIRES salesman calling on retailers and in- 
dustrials, commission basis. Address Box A-123, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





IMPORTER OF SWEDISH HAND TOOLS 
of highest quality is looking for representatives 
on commission basis, dealing with wholesalers for 
all States except of New York, Illinois, In- 
diana and Wisconsin. Deliveries are made frem 
Stock in the U. S, A. Address Box A-118, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 
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REPRESENTATIVE WANTED 


Unusual proposition for Territorial Representa- 
tives offered by national manufacturer of 
rubber door mats formerly sold by salesmen 
direct from factory. Established rated accounts 
with jobbers and department stores in 23 states. 


HOWIE MFG. CO., INC. 
505 Washington St., Lynn, Mass. 


PAINT SALESMEN 


Wanted by well rated Paint Manufacturer who h 
established following among Hardware & Paint Stores 

Lumber Yards, Surplus Stores, ete., to carry our full 
fine of popular priced Paints and Enamels. Choice 
protected territories available for full or part-time 
men. Supply full details as to your qualifications 
when replying. 

TOBIAS PAINT MFG. CO. 
3559 E. 7ist., CLEVELAND, OHIO 

















THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
ome. retail stores outside of the larger 
cities. Here are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, !00 East 42nd 
St., New York I7, N. Y. 











SALESMEN SELLING RETAIL DEALERS 
who have established following among hardware 
and power tool dealers representing recognized 
saw manufacturer. Protected territory—advise 
territory desired. Western Saw Manufacturers, 
Inc., 1842 W. Washington Blvd., Los Angeles 7, 
California. 








SIDELINE SALESMEN 


WwiTH setae enee vetewree aeons 
HARDWARE RETAILERS pa CARR ATION- 
ALLY_ADVERTISED AND UBLICIZED NSWIRL. 
pa ddd VN pay A ING BRUSH). LIBERAL 

MiIssio ph aghsd TERRITORY. AD- 
Vise TERRITORY. DESIR 


MELAIRE DISTRIBUTING COMPANY 
420 Lexington Avenue New York 17, N. Y. 














SALESMAN WITH FOLLOWING AMONG 
Hardware and Housefurnishing Stores to sell a 
Popular Price Line of Hardware and Specialty 
Items out of New York. We furnish complete 
net priced catalog. No objection to non-conflicting 
lines. Liberal freight allowance given. Good 
commission. All territories open. Address Box 
A-122, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


~ COMMISSION SALESMAN CAL LING ON 
JOBBERS or retailers to sell Tite-Line Clothes 
line tighteners, a new item, introduced and man- 
ufactured in California past year, production now 
permits National distribution. A new and better 
product. A. . Sales & Mfg. Co., 1527 N. 
Western Ave., Hollywood 28, California. 


SALESMAN WANTED TO BUY on their 
own account, cabinet hardware specialties, chrome 
pulls, modern chrome and brassed concave knobs, 
catches, etc. Have low prices that will enable 
you to meet all competition. Address Box A-126, 
care of Harpware AcE, 100 East 42nd Street, 
New York 17, N. Y. 


REPRESE NTATIVES WANTED T TO | SEL :; 
DECALS! Biggest profits ever! Sight Sellers! 
Stock-signs, Tourists, Pin-Ups, Novelties, etc. 
Sample free. Specify territories. Box 58, Morris 
Hts. Station, New York City 53, N. Y. 


SALESMEN CALLING ON HARDWARE, 
HOUSE FURNISHING, Paint Jobbers and Chain 
Stores to handle very competitive Paint, Varnish 
and Artist Brush line. A few choice protected terri- 
tories open for experienced men who have right 
connections. Excellent opportunity offered by well 
established Brush manufacturer. Address Box 
A-128, care of Harpware Ace, 100 East 42nd 




















Street, New York 17, N. ¥, 
HARDWARE AND TOOL SPECIALTY 
SALESMEN, calling on retailers, main or side 


line, protected territory. Commission and bonus. 
Address Box A-130, care of Harpware AGE, 100 
East 42nd Street, New York 17, New York. 





JOBBERS — DISTRIBUTORS 


wanted to handle a new line of 
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GRINDING WHEELS 529 Iberville 
e Exclusive Territories 
¢ Competitive Prices MANUFAC 
¢ Maximum Discounts BASIS Wi 
FOR TWO 
IMMEDIATE DELIVERY ON ALL TO 
TYPES AND SIZES 
2 2480 N 
For information, samples, etc., a 
WRITE—WIRE—CALL: MANU 
CALIFORNIA GRINDING WHEEL CO., INC. CALIFOF 
2444 East 54th Street—Los Angeles 8, Calif. WHOLESA 
LAfayette 2050 S 
Address | 
100 Ea 
Accounts Wanted 
EXPERIENCED MANUFACTURERS pnARD_E 


AGENTS TRAVELLING MICHIGAN, central 


and northwestern Ohio and northern Indiana de 
sires lines in building materials, hardware, de 
partment store and furniture fields. Commission 
only. Address D. M. Hursfall, P.O. Box 61, 


Clarkston, Mich. 


AGGRESSIVE MANUFACTURERS 
AGENCY MAKING 90 DAY calls all whole 
sale plumbing & Hardware jobbers entire State 
of Texas desires additional lines preferably 0 
the Plumbing trade. Best references. For quick 
results and fast turn-over your products, write 
P. O. Box 6693, Dallas, Texas. 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Business Opportunities 





MANUFACTURERS REPRESENTATIVE 
SELLING WHOLESALE HARDWARE, Mill 
Supply, Automotive and Paint jobbers in New 
York State, Ohio and West Virginia with two 
lines, seeking an additional established line. Wil- 
liam Bender, 1807 Elmwood Ave., Buffalo 7, 
N. Y. 





MANUFACTURERS REPRESENTATIVES 
WITH WHOLESALE AND AUTOMOTIVE 
ACCOUNTS in California, Arizona and Nevada, 
wants contact with reputable company to handle 
their products, We also have a consumer sales 
staff. Cadillac Equipment Company, 5416 East 
Beverly Boulevard, Los Angeles 22, UNderhill 
0-1011. 





MANUFACTURER’S REPRESENTATIVE 
SEEKS ADDITIONAL LINES of Builders’ 
Hardware and Plumbing Supplies. Covering 
Brooklyn and Oueens. Good following. Com- 
mission basis. References on request. Address 
Box A-117, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y 





NORTHERN CALIFORNIA MFRS.’ REP- 
RESENTATIVE WANTS additional line. Have 
good clientele. Many years in Builders’ Hard- 
ware. Address Box A-133, care of HARDWARE 
Ace, 100 E. 42d Street, New York 17, N..Y 





MANUFACTURERS’ REPRESENTATIVE, 
FOR WHOLESALE TRADE, Metropolitan New 
York, New Jersey and Connecticut, seeks quality 
lines on commission basis. Reference. Address 
Box A-127, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 





MANUFACTURERS’ AGENT desires suit- 
able lines for wholesale hardware, paint and 
building supply jobbers. Southern territory of 
Louisiana, Mississippi, Alabama, Eastern Texas 
and Southern Tenn., Limited warehouse space 
available. Address: J, Preston Perilloux, Jr., 
529 Iberville St., New Orleans 16, La. 








FLORIDA 


MANUFACTURER'S AGENTS— ACTIVE FOL- 
LOWING — FREQUENT COVERAGE, COMM. 
BASIS—WILL GET DARN GOOD _ BUSINESS 
FOR TWO MORE HARDWARE LINES. WRITE 


TO 
KEN LAST & CO. 


2480 N. W. 20th St., MIAMI, FLORIDA 











MANUFACTURING REPRESENTATIVES 
COVERING 
CALIFORNIA, OREGON AND WASHINGTON 


TO 
WHOLESALE HARDWARE, MILL SUPPLY AND 
SPORTING GOODS JOBBERS 


Address Box A-125, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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HARD HITTING SALES ORGANIZATION 
DESIRES ADDITIONAL tool line in the fol- 
lowing areas; Eastern Pennsylvania, Southern 
Jersey, Maryland, Delaware and the District of 
Columbia, Best of references, For real results 
Address Box A-92, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 


_— 





EXPERIENCED MANUFACTURERS 
AGENTS TRAVELLING MICHIGAN, central 
and northwestern Ohio and northern Indiana de- 
Sire lines in building materials, hardware, depart- 
Ment store and furniture fields. Commission only, 
ete ss D. M. Hursfall, P. O. Box 61, Clarkston, 
ichigan. 
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NEW LINES WANTED 


pe selling all Hardware and Department Stores 

Puerto Rico, and who handles the products of 
eee well-known American national manufac- 
turers, wants additional general hardware lines on a 
commission or wholesale basis. Puerto Rico is one of 
the best import markets for American products. 


Address Box A-79, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














MANUFACTURERS REPRESENTATIVE 
COVERING IOWA, KANSAS, Missouri, Ne- 
braska with developed volume Automotive Jobber 
line wishes to add Hardware or similar line with 
volume or volume potential salable at Jobber 
level by frequent account coverage and jobber 
support with Dealers. References. Address Box 
A-121, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 





¢ For Sale « 
HARDWARE STORE 


HOUSE FURNISHINGS—PAINTS 

GARDEN SUPPLIES—TOOLS 
Located Connecticut. Business $500,000 yearly, 
store 70x00, low rental, long lease, 6 P.M. 
closing, established 30 years. Excellent net 
profit. Leading store in area. A real oppor- 
tunity for several active partners. Photos 
available. 


DAVID JARET CO. 
Established Over 28 Years 
150 Montague St., Brooklyn 2, N. Y. 














NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














Business Opportunities 








100% LOCATION FOR 


Hardware—Housefurnishing — Electrical Appli- 
ances. Kew Gardens—next to L.I.R.R. Station. 
Store 18x70 and Apartment Available. 


Address—WEISS 
8264 Austin St.—Tel. VI 7-0133 
Kew Gardens, Long Island, N. Y. 














STORE AVAILABLE, 100% Location, Lya- 
brook, Long Island. New building, modern fronts, 
occupancy May 15. Particularly suitable for 
hardware store. Information Box 126, Hewlett, 
N. Y. Tel. Franklin 4-0471 





WANTED TO BUY — HARDWARE OR 
HOUSEWARE Jobber covering New York, New 
Jersey, Connecticut or Long Island. Advise de- 
tails in first letter. Address Box A-132, care of 
ee Ace, 100 East 42nd Street, New York 
17, N. ¥ 





HARDWARE STORE, HANDLING INDUS- 
TRIAL SUPPLIES, also wholesaling. Have 
many national hardware lines. Established 1923. 
Surrounded by farming, industrial, lumbering. 
Located in central Willamette Valley in Oregon. 


Doing approximately $100,000 annually. Reason 
selling: ill-health, Excellent opportunity. Address 
100 East 


Box A-120, care of Harpware AGE, 
42nd Street, New York 17, N. Y 











WANTED TO BUY—Hardware or Houseware 
Jobber covering New York, New Jersey, Con- 
necticut or Long Island. Advise details in first 
letter. Address Box A-132, care of HARDWARE 
Ace, 100 E. 42d Street, New York 17, N. Y. 








HOUSE PAINT SPECIALS—QUANTITY LIMITED 


Ranch House Red, Schoolhouse Red, 

Barn Red, Vermilion Red $3.00 gal. 

Decorators’ Deep Tone Fiats 75¢ at. 

(Arlington Green, Colonial Blue, Wine Burgundy) 
orch & Deck Enamels, Wood Sealers $2.00 gal. 

& Red Barn Paints $1.40 gal. 

Aluminum Paint $2.40 gal. 


PAINTMASTER PRODUCTS, Box 844, Holyoke, Mass. 


















Help Wanted 


SALESMAN WANTED: NEW YORK 
HARDWARE and Housefurnishing jobber with 
nationally advertised lines desires experienced 
salesman to cover established Long Island ac- 
counts. Prefer man with following. State qualifi- 
cations and references, Replies confidential. Ad- 
dress Box A-103, care of Harpware Acg, 100 
East 42nd Street, New York 17, N. Y. 


MANUFACTURERS DIRECT REPRE. 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete con dence. Address Box A-102, care of 
nee Ace, 100 East 42nd Street, New York 
17, N. Y. 


SALESMAN WITH CAR TO CALL ON 
Paint & Hardware Dealers, Should know West- 
chester County Dealers. This is an excellent op- 
portunity for aggressive man with good record 
of achievement to join fast growing aggressive 
sales organization. Advise all details in first letter 
Address Box A-131, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 














Positions Wanted 


YOUNG VET, DRAFT EXEMPT, COL 
LEGE GRADUATE —S5 yrs, retailing experience 
in houseware, hardware, related items. Includes 
4 yrs, store management, 2 yrs. C.P.A. expe- 
rience. Prefer N. Y., N. Ve area. Ambitious, 
dependable, seeking future. Address Box A-129, 
care of Harxpware Ace, 100 East 42nd Street, 
New York 17, N. Y 





FORME} R Ss AL _ES MANAG ER OF L E ADING 
TOOL CONCERN seeks position. Over 12 years 
experience in all phases of market research, ad- 
vertising, merchandising, packaging, etc. Have 
personally sold to all leading jobbers, chains in 
U. S. and enjoy wonderful reputation and fol- 
lowing. Can sell, hire, train and direct sales 











force. Hardhitting and aggressive, under 35 
years old. Address Box A-119, care of HARDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y 

~ SALES REPRESENTATIVE WITH 5 


YEARS EXPERIENCE selling to hardware, 
electrical jobbers & mill supply, desires to repre- 
sent manufacturer, College graduate, age 30, and 
can handle all phases of a Chicago sales office. 
Address A. Tilkin, 5220 S. Kenwood Ave., Chi- 
cago 15, Il. 


EXPERIENCE IN AL .- “BRANCHES OF 
HARDWARE business, retail and wholesale, 
window and interior display work, Hardware store 
remodeling and departmentizing, show card and 
sign work, capable as store or Dept. manager. 
Prefer position in California. Address Box A-97, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 
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SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, 
sliding-folding, around-the-corner and roundhouse doors. 
Inclosed track * brackets « hangers * handles « guide rolls 
guides * stops © binders * chafe strips * bolts © hinges 

For full information send for Catalog #200 


COBURN PRODUCTS 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. © Executive Office: 500 Fifth Avenue, 
New York 18, N.Y. © Sales Offices: Atlanta © Boston * Buffalo Chicago _* Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 

















The most beautiful line of 
Household Brushes Ever! 


n® 





QUALITY 
KELLOGG BRUSH MFG. CO., Westfield, Mass. 

















ATTRACTS , 
CUSTOMERS / 
QUICKLY...) 


oman 
Ber aie 
Cora 


ALNICO* HANDY 
MAGNET 


}> \ This permanent ALNICO Mag- 
:J\DSR net picks up nails, paper clips, - 
bobby pins, tacks, needies,™ 
etc. FREE Dealer's Display card 
for greater Impulse Sales! 


AGNETO SALES CO. of New York 


ee 








261 West 54th Street, New York 18, 








| 
| 





=a H = “Park” things where 
you want them... 


EASILY! 









FINGER GRIP ADJUSTABLE CLIP 
HOLDERS > Kitchens 


Now with ‘silent salesman’ display card at- e Cupboards 
tached for quick, profitable sales. Holds 6 arti- e Closets 
cles. Adjusts in a jiffy to any size up to 1%” 

dia. Clips are nickel plated. Hardwood 15” © Etc. 


long, %” thick. Ready to hang! 
See your Jobber 


ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 
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DRAW TRADE - INCREASE PROFITS 


You’ll find increased trade, sales and profits when you modern- 
ize with smart, new Heller Fixtures, Added attractiveness is im- 
parted to your store and merchandise. The finest in construction 
and materials, the widest choice of designs, the sectional, inter- 
changeable, sturdy, durable and warp proof qualities assure 
you of outstanding service and styling in Heller Fixtures, The 
quality found in Heller Fixtures is the trade mark of Heller’s 

59 years of experience in the industry. Send sketch of your 
store for free store plan and estimate. Ask for catalog No. 50. 


W.C. HELLER SCO. 
MONTPELIER, OHIO 





most talked about workshop 


has the most modern vises 


DEFENSE ITEMS 
ell : WRENCH BOXES 
=| SPECIAL ~-i9 
“s TOOL 


PORTABLE UNITS 
TOOL CABINETS 


HOLIDAY HOUSE—built by Holi- and completeness . . . And because 


day magazine to feature the most 
modern equipment for today's family 
living—includes a workshop that’s up- 
to-the-minute in utility, convenicuce 


vises are basic tools in any well- 
equipped shop, Holiday House sought 
bench and woodworker’s vises with 
highest quality standards .. . 


CASES—CHESTS—CABINETS 


Here are the world’s finest metal 

boxes. They're better constructed— 

better looking. Known for their fine 

materials—workmanship—attractive 

design. These boxes out- 

look—outlast—outsell 
competition. 


and no wonder they re Desmond-Simplex 


The Desmond-Simplex vises in 
Holiday House are two of many 
models in Desmond’s complete line 
—all of them with modern features 
and ruggedness that mean maximum 
value per dollar. This tie-in with 
the nation-wide Holiday House cam- 
paign is one of many Desmond pro- 
motions to insure more business for 
you. Display Desmond-Simplex vises 
in your store. Write for information 
about other Desmond selling aids to 


THE DESMOND - STEPHAN 
MFG. CO., URBANA, OHIO 


TEST 
INSTRUMENT CASES 





VALVE SPRING COMPRESSOR CO. 
WATERLOO, tOwaA 











One Set in a 
bex—12 boxes 


fete] Mie Vi adi, ice e.¥) 3 
GENUINE 
im carton 


ORIGINAL DOMES OF SILENC sizes 


SELL ON SIGHT when these attention- compelling con- our 1%" %° 
tainers, box or card are displayed on counters. Genuine DOMES %° %” %” %” 
OF SILENCE glide softly, silently, smoothly 

over all flooring; saves floors and furniture For 

years the favorite with houseowners and furtdture 
manufacturers. 


One set on a Card. 
12 Cards in a box. 
SIZES 

1” 1%4" Whe” 
Vv 4” i,” 





Ask your jobber or write 


DOMES OF SILENCE, Division of 
ROBERT E. MILLER & CO. INC. 


35 PEARL STREET NEW YORK CITY 


DOMES OF SILENCE 











HARDWARE AGE, MAY 3, 1951 








